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TE what you 
read in the Ppapers—sometimes; 
or what salesmen tell you— 
sometimes. But the best Way is 
to actually check up yourself. 

So—don’t take our word, or 
our salesmen’s, that QweGint 
Screw Plates are the best 
known and best selling 
brand in the country. 
Don't rely entirely on us 
when deciding what as- 
sortments to stock. 

Make some inquiries your- 
self. Ask the mechanics whom 
you can trust what they think. 
Ask the purchasing depart- 
ments of your important cus- 


tomers what they think. 





a Vleuth 


That way you'll know the 
best Screw Plate to handle, and 
youll know the best selling 
assortments. You'll eliminate 
dead stock and slow moving 
stock. 

And if you find, as you surely 
will, that your customers 
prefer QHeGimt Screw 
Plates, and when you 
have discovered that 
Nos. 1, 5 and 7 are the 
best selling assortments, you Il 
have the added satisfaction of 
knowing you are right and 
knowing you've got the best 
line-—and that you will sel] 
more Screw Plates than ever 
before. 


So, become a sleuth—it will pay. 
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greater conventence 
of master painters, 
we now offer 
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EAGLE Soft Paste WHITE LEAD 


For those master painters who 
desire a solter paste white lead, 
requiring no breaking up in the 
shop before it is sent out on the 
job, we now offer Eagle Soft 
Paste White Lead. 

This new paste—which we are 
calling Eagle Soft Paste White 
Lead—is made with 15% linseed oil, 
85% pure white lead. The original 
kegs can be sent unopened out on 


the job, where the paste is quickly 
thinned to pure white lead paint. 

Like our regular grinding, Eagle 
Soft Paste has the advantage of 
being pure Old Dutch Process 
White Lead, requiring 90 days 
for the making. 

In handsome new containers, 
100-lb., 50-lb., 25-lb., 12 4-lb.— 
same prices and trade discounts 
as our regular grinding. 


THE EAGLE-PICHER LEAD COMPANY , 134 South La Salle Street + Chicago 
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Board MO carries 15 
sizes of Obstruction 
“Superrenches” for 
popular nuts and cap 
a 5/16 











to 7 


3 MK shows 
the best selling 


sizes of Engineers 
and Obstruction 
“* Superrenches. ”’ 
Both patterns 
cover duplicate 
openings % to 4”. 


There’s more truth than poetry in the saying “Goods well 
displayed are half sold.” Attractive “Superrench” Dis- 
play Boards have boosted the sales of many dealers. 
They’ll do the same for you. 


You should have the Display Board showing the new 
Obstruction pattern “Superrench.” This wrench is built 
for work in close quarters. Like all “Superrenches,” it is 
guaranteed against breakage. 

Why not have your jobber salesman check over your 
Display Board equipment? 


J. H. WILLIAMS & CO. 
“The Wrench People” 
New York - BUFFALO - Chicago 


“Superrenches” are now fin- 
ished in chromium plate. 
Resulr—a_ rust-proof, better aaa 
looking tool. One more 
reason why “Superrenches” 
excel in sales and service. 
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“SUPERRENCH 


(Chrome-Molybdenum) 
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THE VETERAN HARDWARE MAN 


TELLS HOW HE SELLS A HACK SAW 


I sell a hack saw (the veteran 
was saying) simply by creating a 
need for it in the customer’s mind. 
Perhaps I do not create the need, 
but at least I make him conscious 
of it. 

After a householder has made his 
purchase, I hand him a Disston No. 
3614 Hack Saw just to handle. 


“Mr. Jones,” I say, “there are 
many times when a tool like that 
would save you time and labor. In- 
stead of hacking with a chisel or 
using a file, if you could just reach 
for this saw when you have metal 
to cut, how easy it would be. 


“It is handy for cutting gas and 
water pipes, metal curtain rods, 
radio panels, bolts, wire, iron fenc- 
ing, asbestos pipe covering, metal 
linoleum binding, and a lot of other 
jobs around the home. 





“It is a fine thing to be able to 
reach for just the right saw, make 
the cut, and go ahead . . . in- 
stead of bungling around.” 


Of course, I do not sell every 
man, but I sell a lot more hack 
saws than when I waited for people 
to come in and ask for them. 











USE THIS PLAN TO 
SELL MORE SAWS 


There is a decided trend toward 
Disston Lightweight Saws among 
saw users today. 


There is an opportunity in this 
trend that will enable any dealer to 
increase sales. 


Disston has a complete plan that 
will enable you to take advantage 
of it. The plan includes store dis- 
play material, mailing matter, etc. 
Write for full details. 


_—_ow= th 


Disston D-8 Lightweight (Ship 
Pattern) Saw 








THIS UNIQUE TRIM MAKES 
NEW CUSTOMERS 


The new Disston Window Trim 
is the first of its kind. It includes 
a free chart service for your custo- 
mers—the charts showing in com- 
plete detail how to build a Hanging 
Book-case and a fine Smoking 
Stand. 


Everybody is building something! 
Build appreciation for your store by 
installing this Trim and giving 
away these instruction sheets which 
ordinarily people have to buy. 


The whole outfit comes to you 
free. Send a postal to Henry Diss- 
ton & Sons, Inc., Phila, U. S. A. 


DISTRIBUTE THIS 
INTERESTING NEW 
SAW BOOKLET 


The most complete booklet of its 
kind ever offered to the hardware 
trade for distribution to its cus- 
tomers. 

It is a real sales maker. Tells the 
difference between different saws; 
what saws to use for each job; illus- 
trates and describes the popular 
Disston hand saws and saws for 
special uses; tells how to select a 
saw, how to care for them, and con- 
tains a page of useful general facts. 

A host of 
useful infor- 
mation which 
the average 
man does not 


ve. 

We will 
furnish you a 
quantity of 
these book- 
lets imprinted 
with your 
name for di- 
rect mail or 
counter dis- 
tribution. 

No cost to 
you, — just 
mail the cou- 
pon stating 
the quantity 
you can econ- 
omically use. 


Good Work 


begins 
with the 


Saw 





The New Disston 
“Good Work” Booklet 


| Henry Disston & Sons, Inc., 
‘ Dept. 1, Philadelphia 
Please send me free........ “Good | 
(how many) ‘ 


| Work” Booklets which I plan to use 


‘i (Check how) ’ 

Direct mail....... Counter distri- | 
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W. E. DRUSE 

E. V. Druse Hdwe. Co. 
Milwaukee, Wis. 

30 Years a Disston Dealer 





C. L. Christenson, Prop. 
Pioneer Hardware 
Waupaca, Wis. 


A 35-Year Record 44 Years”’ 


& 





W. J. PETTEE, Pres. 


“Pettee’s’ 
Oklahoma City, Okla. 
“I’ve Sold Disston Saws 


CHESTER W. PRATT 
Pratt Hardware Co. 
Topeka, Kans. 


Disston Dealers for 





FRANK E. LOUD 
M. R. Loud & Co., Inc. 
S. Weymouth, 90, Mass. 


9 Years A 31-Year Record 


We Welcome the Above Members to the 
Disston 25-Year Club 


Published by HENRY DISSTON & SONS, INC., Makers of ‘The Saw Most Carpenters Use,"” PHILADELPHIA, U. S. A. 
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For Real Dollars of Clear Profit 


Show your customers 


this REAL Mitre Box 


oo of your customers may expect to pay 
as little as two or three dollars for a mitre 
box. Some will make their own. 

But the wooden ones they buy or make 
never stay accurate long. The side set of the 
saw teeth soon cuts them out of true—and 
then their usefulness in cutting clean, accurate 
angles is over. 

Here’s a mitre box that won’t break, bend 
or wear out. Time and hard use will never 
spoil its accuracy. It is all-steel, built like a 
truss-bridge. 

It will cut any wanted angle. It has a length 
gauge, which can be set to saw piece after 
piece of moulding to any precise _— up to 
20 inches—a depth gauge that can be set to 
stop at any desired depth, and also an angle 
attachment for cutting angles less than 45 
degrees. 

Every time yousell this mitre box, you'll make 
a real profit and a friend for your business. 

Goodell-Pratt makes a complete line of Mitre 
Boxes and also other fine tools for carpenters, 


GOODELL-PRATT COMPANY Soolomiths, GREENFIELD, MASS., U. S. A. 


OODELL PRATT 


1500 GOOD TOOLS 


automotive mechanics, machinists and amateur 
mechanics. 

See our current advertising in Popular 
Science Monthly, Popular Mechanics, Car- 
penter, Automobile Trade Journal, Motor 
Service, American Machinist and Machinery. 
Write for catalog showing full line. 





Figures the An gles 


A special feature of this mitre 
box is a Patent Framing Scale, 
which gives the proper angles 
at which finish and trim for 
roofs, staircases, etc., should be 
cut for a given rise per foot. 
This device actually figures the 
angles, saves time, and makes 
errors practically impossible. 








No. 1285 


With 28 by 5 inch Saw 


a eee 3 ee $27.50 
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No. 880 Tire Valve No. 935 Tire Valve 


Cap for straight stem Cap for bent valves on 
valves disc wheels 


Every dealer should stock these 
two types of caps 


CHRADER advertising is telling mil- lbs. when screwed down tight by hand. 
lions of motorists of the importance Look at the.tire valves of your cus- 

of keeping a Schrader Valve Cap on tomers’ cars. You will see at once the 
every tire valve. Both of the large waiting market for Schra- 
improved Schrader Valve Caps der Valve Caps—the No. 880 
illustrated above are made for straight stem valves and the 
with a metal-reinforced swivel No. 935 for bent valves on disc 
rubber washer which abso- wheels. Just a reminder on your 
lutely seals the mouth of the tire This handy Schrader Vale part means a sale. Make sure 


end for removing valve ix Your stock of these important 


valve. sides—a necessary accessory 


° s i i he No. . 7 
They are air-tight up to 250 ‘S35 VaiecGapiunichhasno ‘tire valve parts is complete. 


slotted top. 





A. SCHRADER’S SON, INC., BROOKLYN, Chicago, Toronto, London 


Schrader 


Makers of Pneumatic Valves Since 1844 


7 


proved Schrader Valve Caps 





STIR VAL VES. « FIRE GAUGES 
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A TRIUMPH 


Porcelain 
Enameled 


The latest and great- 
est contribution of 
Altorfer Bros. Com- 
pany (A B C) to the 
washing machine in- 
dustry, PORCE- 
LAIN ENAMEL, 
has been an unquali- 
fied success. For 
years women have 
demanded porcelain 
enamel for other 
washing utensils — 
kitchen sink, bath- 
tub, wash bowl, laun- 
dry trays. Now the 
dream of a porcelain 
enameled washer tub 
has been realized. 





Always clean, lus- 
trous and sanitary. 
Will not rust, warp, 
chip, check, crack or 
break. Gives the 
ABC Spinner almost 
unlimited life. 





The Washing Machine This NEW Extractor 


of Tomorrow Will ae 
is of a unique cone-shape. Drawn from one-piece, seam- 
Have These less Armco Ingot Iron and porcelain enameled at 1700° F 


. in our own enameling plant. It has no seams, holes or per- 
Essential forations. Like a waterspout at sea it spins and whirls 


the water to the top of 


Features the extractor. The 

‘ water escapes into a 

A Agitator — for fast, thorough patented, hollow-turret, 
washing action. revolving drainboard 

B Centrifugal Dryer — (in place and is automatically re- 
of a wringer) for fast, safe ex- turned to washer tub or 


rinse tubs without a 
mechanical contrivance 
Porcelain Enamel for Washer of any kind. 
Tub and Extractor — the ideal , 
material for easy cleaning, sani- What an amazing new 
tation, unsurpassed durability and simple aqig Mee 
and low reconditioning cost. culating system! What 
a wonderful exclusive 


selling feature! 


ALTORFER Bros. 


traction of water. 
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of “sie SUCCESS 


i] NPRECEDENTED consumer demand emphasizes the remark- 
§ able success of this wonderful new porcelain enameled 
washer from coast to coast. Its amazing success is not confined to 
any city, any state or section of the country. It is universal. All 
over America a tidal wave of SPINNER enthusiasm is sweeping 
this newest, latest washer-dryer invention to New Peaks of retail 


sales and profits. 





At last a washer fundamentally designed to solve the problems of 
the dealer. Simple. Minimum service cost. Lowest recondition- 
ing cost. Out-demonstrates any other washer. Washes clothes 
clean, fast and safe. 


ABC 
SPINNER 


Trade Mark Reg. U. S. Pat. Office. 


SPINS AWAY WATER 
SPINS AWAY DIRT 


The first and only complete home laundry device ever offered, 
combining FAST agitator washing and new improved SPEEDY 
centrifugal drying in one small compact, beautiful machine. 








WRITE FOR THIS VALUABLE FRANCHISE NOW 


COM PANY on ILLINOIS 
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REST CES 


(Reaching millions of families) 


Free conductor’s outfit nationally advertised in Liberty, The 
American Boy, Boys’ Life, Child Life, Popular Science, 
monthly, etc., etc., and leading newspapers—The boy rail- 
roaders of the U. S. organized in your territory—you receive 
the names and addresses—free life sized window display of 
the Ives Boy in conductor’s outfit—and trains with 59 years’ 
of quality building behind them. 
This season Jves trains—big thundering electrics that last through years of real play by real boys will 


register their biggest sales in.our fifty-nine years of leadership. We are assuring the sales today—put- 
ting into motion a sales campaign that will bring the boy train lovers to your windows—into your stores. 


Ives built the first miniature railway train; Ives lead the field by two years with the Jves Push Button 
Remote Control Switch which starts, stops and reverses the train any place on the track. J/ves means 
heavy steel trains that will bear the weight of a grown man—motors that will stand up through years 
of use—designs that are precisely true in detail and design to the pulse stirring moguls of the “sure 


enough”’ steel highways. 
IVES MANUFACTURING 


Executive Offices and Factory: 
New York Permanent Display Rooms, 200 Fifth Ave. 


CRN 
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Free Conductor’s Outfit— 
Cap, Insignia 
Punch and Tickets 


Join the IVES Railway Lines 


GET THIS 


z CONDUCTOR'S H 
OUTFIT 


C Aree: 


Window Display 


CORPORATION 





tet OME oer Pheer 


Boys want an /ves train because it is real. Parents approve because 
it assures highest quality at lowest price and Jves Dealers stock it 
because established demand is combined with highest profits. When 
you sell an /ves train you have the advantage of highest quality at 
lower price—and take a larger profit. 

Write us immediately for the [ves Merchandising Plan—the details 
of the sales pulling free conductor’s outfit—cap, punch, tickets and 
Insignia—F ree Displays and the nation wide wave of advertising that 
will create the heaviest demand in history. 

We want to tell you how the organization of the boy railroaders is 
going forward—tell you how the names and addresses of the boys in 
your locality will be tied up with your store. There is a world of 
business in accessories—additional trackage—more cars—stations, 
signals, bridges, tunnels, to be had from hundreds of thousands of 
Ives train owners. 

Clip the coupon. While last year we were unable to supply the demand, this year a 
day and night shift production schedule is in effect in the Ives plant to insure all orders 


being promptly filled. Get the details of the Merchandising Plan we have put in motion. 
We are offering you as much as you can handle of the biggest year in Ives history. 


atm asa. SOSCane tt ce aeeeenesavaesesesseee 





Ives Mfg. Corporation, Bridgeport, Conn. 
Gentlemen :— 

Please send me complete information on your Merchandising 
Plan. My inquiry in no way obligates me. 


Pees cee bide He eile Bos Wea am EDs nee aa pee dk 
BRIDGEPORT, CONN. MEOOE ane ee Cees kad ssi cs sss 
San Francisco Permanent Display Rooms, 165 Jessie St. ES ee ee er TC ee an ee 
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7 Tew ¢ Helps Sell 


A customer for a bottle, a 


can or a tube of Hoppe’s 
is @ prospect for much our uns 


more. 
















OPPE’S will help you keep them moving if 

given a chance. Display it in your gun 
window, with price cards. The hunters know 
Hoppe’s — need it — will come in for a bottle, a 
can or a tube. 

Glad of an excuse to spend a little small change 
and talk hunting —they’re ready-made prospects 
for gun salesmanship. 

And that small change mounts up too —a good 
profit for you. 
~ Hoppe’s Nitro Powder Solvent No. 9, for clean- 
ing bores of all firearms like new and preventing 
RUST. Long recommended by the U. S..War 
Dept. Hoppe’s Lubricating Oil and Hoppe’s 
Gun Grease. 

Order from your Jobber. If he delays, please 
btn us. Cleaning Guides for your customers 

REE. 


FRANK A. HOPPE, Inc. 
2314-H N. 8th Street Philadelphia, Pa. 
Representatives: Ed. W. Simon Co., Inc., 258 Broadway. 


New York City; H. L. Bowlds, Mason Opera 
House Blidg., Los Angeles, Calif. 





Are You Ready for 
Christmas Toy Trade? 


Are you in shape for a successful season on “Sandy Andy” Toys-and 
Games? How is your stock? This fast-selling, ever-popular line con- 
tains many items that will earn profits for hardware merchants this 


season :-— 

See Your Jobber’s Line of 
“‘Sandy Andy” Toys and Games 
or Write for Complete Catalog 








The 
Only 
Practical 
Toy 





Ask for Window Display 
Material and Newspaper Electros 


“Money Making Window and Store Displays” is the 


Vacuum title of a book containing practical display suggestions 
Cl for toys; explains how to get show cards, colored dis- 
eaner— plays, newspaper electrotypes, etc., etc., without cost. 
rite for your free copy now and be prepared to get 


the holiday business. 


WOLVERINE SUPPLY & MFG. CO. 


Makers of the Famous “Sandy Andy” Toys and Games 
General Sales Offices: 200 5th Avenue, New York City 


Room 406 GRAmercy 3453 
Factory at Pittsburgh, Pa. 


Recent improvements include 
a lighter weight and more 
efficient moter; improved 
eperation and stronger suc- 
tion. This item is 28% in. 
high; finished in attractive 
eolors wtih bright aluminum 
base. Enameled wood han- 
dle; detachable bag. It’s a 
sure winner in any toy de- 
partment. 
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Supplied Meisselbach dealers FREE 


ORE than forty thousand copies of this 32-page 

book have been requested by and sent to fish- 
ermen, in every part of America. Thousands of new 
requests pour in every month. You'll find the Bite 
Book packed in kit boxes and carried in pockets—and 
referred to a hundred times. Old timers quote it as 


authority, and beginners pore over it for instruction. 


The pages of the Bite Book are full of meaty in- 
formation on tackle and baits to use, the handling and 
care of equipment, habits of fish and how to use them 
to advantage—everything a fisherman needs to know 
to get the most out of the sport. Distinct from this 
information, but bound in the Bite Book, is an illus- 
trated catalogue of Meisselbach Reels. 


And this is the book supplied Meisselbach dealers 
for free distribution—imprinted with your name and 
address if you like. It will bring hundreds of fisher- 
men into your store, and it will bring them back to 
see and buy Meisselbach Reels—the nationally 
advertised, precision-made, popular priced reels that 
every fisherman knows. 


Send the coupon for the Bite Book and Meisselbach | 


samples, and for our plan to help you sell. 


THE A. F. MEISSELBACH MFG. CO:, Elyria, Ohio 


Eastern Representative: Wm. H. Fox, 200 Fifth Ave., New York, N. Y. 
Western sentative : 
Fred Goetz, 1077 Lincoln Ave., Milwaukee, Wis. 
Southern Representative : 
Louis Williams & Co., Nashville, Tenn. 
Far Western Representative: 
Phil. B. Bekeart Co., 717 Market St., 
San F Calif. 


rancisco, 
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4 Numbers 
in the 
line 


No. 4—35 items 
retails at $25.00 
No. 3—26 items 
retails at $20.00 
No. 2—23 items 
retails at $15.00 
No. 1—20 items 
retails at $13.50 
chests standard— 
24x12x7 inches 


Al 


® 
Made by the builders of 
famous Buddy ‘“L’’ all 
steel indestructible TOYS 
for BOYS. Write for toy 
catalog. 


@ 


Write for Catalog, price 
sheet, discounts on Buddy 
“L’' All Steel Indestruc- 
tible TOYS for BOYS. 














Idea will increase 


OLIDAY Trade. 


You never sold a tool chest like the Buddy “L.” You never stocked 
one that sells so fast. For Buddy “L” has a double appeal—boys 
can't resist this steel bound, black and red, gilt trimmed chest that 
seals with a genuine Corbin lock; Dads see at a glance that the 
guaranteed tools inside the chest are needed every day in tinkering 
around the house. 


Buddy L; 


CHEST OF TOOLS 


Packed with real tools —not toys. Hammers, saw, scroll saw, draw knife, plane, 
chisels, tri-square, mitre box, whetstone, drills, brace, bits and many other tools 





by such famous firms as Disston, Stanley, Vaughn-Bushnell, Greenlee Bros., 
Millers Falls and others—quality tools found on the shelves of better hardware 


stores everywhere—tools to use as well as amuse. 


Wire for Samples—Write for Discounts 


Buddy “I.” Chest of Tools is breaking all sales records in its field. 
\ self-selling gift with a dual appeal that will increase your holiday 
business. Order samples (one of each number) at once by wire 

and write today for discounts and descriptive literature. 















MOLINE 
PRESSED 
STEEL CO. 


Dept. HA 
East Moline, Ii. 
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The New KIDDIE PEDAL KAR 
bb - 99 
SPRING CUSHIONED 


a, 
















POLISHED 
NICKEL 












FAMOUS 


HITE” 


QUALITY 


ax mam 


SERVICE CUSTOMERS 






















This new “Spring Cushioned” Kiddie Pedal Kar is now out- 
selling all other pedal cars at anywhere near its price—even our 
own staple numbers 154 and 155. 

The big ‘open purse” Christmas season is ahead. Be ready 
with this and other ‘‘Kiddie”’ Vehicles which always sell in biggest 
proportion at Christmas time. They give tone, volume and profit 
to your department. 


H. C. WHITE COMPANY, North Bennington, Vt., U. S. A. 
New York Sales Office, Fifth Avenue Building 
Kiddie Kar, Kiddie Pedal Kar, Kiddie Kart, Kiddie Skooter, White’s Koaster, Kiddie Kar Stroller 
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“The Keystone Line” Appeals to 
Kiddies and Dads 
Keystone Vehicles have that “certain something” that ap- 


peals to the youngsters. Then lle 
there’s the appeal of sturdy and r— “ ee. 










7A 


9” Front 
Wheel 
7” Rear 
sensible construction to prac- ited 
tical dads. 
These sales appeals will prove to 
you that there are good profits 
in wheel toys if you 
sell the right kind. 
Keystone Vehicles are 
right—their sales rec- 






@ ; ords prove it. Write ea a 
. for details. i ‘han 3 F 
CHILDREN’S VEHICLE DEPARTMENT Keystone Lantern Co., Tacony, Philadelphia, Pa. 














You'll Make More Profits When You 
Get Them to 


L 
RON, - 


ior “CHICAGg” List Price 
Roller Skates $4.00 


RUBBER TIRES 


sersstion feos, ‘How “to 
quality have made “CHICAGOS” s on K, ““How to 
SS the most popular Roller Skates. cee. is ready 

The price allows you a real profit. E distribution. 
Our new Super-Skate has extra mow Many can you use? 


% wide clamps with wedge grip— 

Ss ow & Pe for both boys and girls—meets a 

wide demand with smaller stock. 

Write for complete details about 

vur full line or ask your jobber. 










National Advertising and high 





A new article with Rubber Rolls 


STRONG — FAST — FINE 


Note our national advertising. 
It will help dealers. 


THE SAMUEL WINSLOW SKATE 
MANUFACTURING CO. 


Worcester, Mass. 
New York Sales Office and Warehouse 
85 Chambers Street 
Pacific Coast Selling Agent 
B. Bek ‘ 
717 Market St., San Francisco, Calif. 


Henry Keldel & Company, | CHICAGO ROLLER SKATE CO. 


iy, ine. 
mee. pay = a a Established Over 20 Years 
a ‘Lone "Lanes Aldersgate ‘Sir Lenden,  €-'C. 4456 W. Lake St. Chicago, Illinois 

















HARD HITTING---LONG RANGE-.--STURDY 
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Marlin Gun Sales Show Big Demand 


HAvE you ordered all the Marlins you will need this Fall? If not, 
lose no time. Marlin is having a big call this year. It should. 


Marlin Shotgun Model—43-A Advertised to 18 million readers. Backed by 50 years of dependable per- 


12 ga. take-down, hammerless. 30 or 82 inch. i 
el Chote 5b ta note “Oke ti formance .. . . the prestige of popular approval. 
inch Cylinder Bore, matted barrel. 6 shots. A fine product and a good margin of profit for the dealer. 


Solid Steel Breech, inside as well as out. 
ao soi mes Sa 
ove i108 ells om . - . 
magazine. Automatic Recoil Hang-Fire Safety The Marlin Firearms Co., 143 Willow Street, New Haven, Conn. 
Device. Double Extractors. Tr Safety. 
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Millions of Boys... 


Millions of Parents 
will be reached by 


LIONEL’S 
Greatest Advertising Campaign 


The perfection of the 1927 Lionel Line 
—its gorgeous colors and perfect realism— 
will be vividly and forcefully advertised 
this Fall in a tremendous national cam- 
paign. Full color pages are scheduled in 
the leading national weeklies, boys’ peri- 
odicals and scientific magazines; large 
advertisements in hundreds of news- 
papers from coast to coast. 


Dealers — Profit by this Campaign 
Place Your Lionel Order Now! 
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The Leader Ever Since! 


Send for the Greatest 
Book of Model Rail- 
roads Ever Published 


The New 
LIONEL 


1927 
CATALOG 


and Interesting Dealer Proposition 


It Will Double 
Your Lionel Sales 


This Fall! 


THE LIONEL CORPORATION 
15-17-19 East 26th Street, New York, N.Y. 


Western Coast Office—M. Sweyd, Representative 
788 Mission Street, San Francisco, California 





—_ 











“STANDARD OF THE WORLD SINCE 1900” 








“MULTIVOLT” TRANSFORMERS 


[IONEL 2 


M) 








Lionel Train Outfits Retail from $5.75 to $300 
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The glow and comfort 
of the open Fireplace 
with far better distribu- 
tion of heat. The pros- 
pects for this wonderful 
Heater are unlimited. 
Every home has a place 
and a desire for the 
Fireplace Radiona. 








Time 


Who can resist such beauty and such heating ability as combined in this 


Fireplace Radiona. In your windows and on your floor it will attract 
and sell folks—even those who have no intention of buying a new heater 
this year. That’s the secret of more sales—more profits for dealers selling 


Radionas. Comparison with all other Heaters means a sale every time. 


Rock Island Stove Company 


ROCK ISLAND, ILL. 


MODERN HEATER for ALL HOMES 











Mmiproved Washer 


eet De 
STEER Co, 
TANCE, sane OE 


w]e 


TZ, 


Warehouses 





») 


Double 


“| — at 
DEX<CTER Vi 
-< Rochester 


T b Harrisburg 
YU Peoria 


to retail unders150 @ ** 


T CUTS washing time in two —washes 


—rinses—wrings—all at the same time. 


It does big family washings in less than 
one hour—gets the clothes cleaner too. 


Made and fully guaranteed by one of the 
oldest and strongest manufacturers in this 


Yh 


industry. Write today for the profit-plus 
sales plan for Dexter dealers. 


This machine has the same quality feat- 
ures listed for Dexter single tub “Thrift” 
model which are shown on the opposite 
side of this page—turn over. 


te DEST ERC. 


FAIRFIELD , IOWA 























‘DEXTER 


Thrift 5E 





To 


retail at 


With These Quality Features-- 
Nickel Plated Trimmings 
Cast Aluminum Agulator 
Everlasting Copper Tub 
Westinghouse Motor 
Machine Cut Gears 
Self-Oiling Bearings 
Cast Aluminum Lid 
Cushion Roll Wringer 


Write for Our Profit Plus 
Sales Plan for 
Dealers 


~~ 


Quick Shipments 
From 


Warehouses WH 


Columbus, O. — 
Rochester, N. Y. 

Peoria, Ill. 

Harrisburg, Pa. 

Los Angeles, Cal. 


he DEXT ER om 


FAIRFIELD , IOWA 


aia 
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RIGHT 
UP, FOLKS? 


If you will drop us just 
a line we will tell you 
all about this greatest of 
above-the-floor furnaces 
and the selling plan that 
moves it! 


Che GLOBE 
STOVE SRANGE (0. 
107 BROADWAY 


KOKOMO, INDIANA 
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The Portable Gas Heater 
for Homes Without Gas 


‘TH American Radiant Heater is a real gas heater; has a complete 

gas plant built right in it, making its own gas from gasoline. Itis 
portable; may be carried anywhere even while burning. No pipes, 
gas tubing or connections. Smokeless, sootless, odorless. Detachable 
tank for convenient filling, match lighter and built-in pump make 
it easy to operate. In the home, business and public buildings— 
wherever heat is required, there is your market for American Radiant 


Heaters. 


American Ready-Lite Lantern 


The lantern with the blue porcelain enamel top and straight, 
long-life generator. Beautiful in appearance; built for hard service. 
Show it and you will sell it. American dealers are cashing in now on 
the demand for these profitable items. Sold through exclusive dealers 
only. Terms and prices on request. 


American Gas Machine Company, Inc. 
Factory, Albert Lea, Minnesota 


Eastern Branch: 78 Reade Street, New York 
Western Branch: 238 Chronicle Building, San Francisco 





AMERICAN 43o% ence s 


Complete gas lighting, cooking, heating service for homes without city gas 
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A. Handsome Sample Board 
displaying 


Arrow Interchangeable Porcelain Fittings 





Actual devices mounted on the metal board will prove 
*‘A Sales Producer’’. Write to our nearest branch for fur- 
ther information about obtaining one of these displays. 


The Arrow line of interchangeable porcelain fittings offers many attractive, 
moderately priced, combinations — and is complete. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


RROW 


The complete line of Wiring Devices 
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Let this 
“Man Of A Thousand Faces” 
Make Friends For You 














This Face Changes 
Quickly _~ 











But Your Face Will 
Always Wear A Smile 
Of Satisfaction If You 
Trade Here Regularly 






YOUR NAME, ADDRESS, 
SLOGAN, ETC., HERE 


(This design was created especially for Hardware Age and 
can be supplied ONLY to Hardware Age subscribers) 


Supplied by Hardware Age, New York 
























“MOV-I-GRAFF”’ Pat. 1925. 


A Brand New Good-Will Creator 


The man’s face (being a flexible chain) assumes hundreds of 
surprising and comical expressions when the card is tapped 
lightly. 

Pass these cards around at picnics, fairs and other gatherings 
and your “ad” will be “the life of the party.” 

The illustration shows the actual ‘size of the cards. Just right 
for enclosure with statements and letters to customers. 


Special Lew Priees to Hardware Age Subseribers 


These prices include imprinting in one color your name, address, slogan or 
trade mark. 












* Special Price to Hard- 









Quantities Mfr’s. Price ware Age Subscribers 
500 19.00 17.00 
1000 30.00 27.00 
2000 60.00 54.00 
3000 90.00 78.00 
5000 142.50 125.00 





large number of these cards and give subscribers the benefit of quantity prices. There 


*Note: As a special service to Hardware Age Subscribers we have contracted for a 
is no margin for bookkeeping and collection, therefore please send check with 








Hardware Age (Reader Service Dept.) 239 W. 39th St., N. ¥. 
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THE NEW GENERAL 
“NO. 100 WHEELBARROW” 


{ The First of a Series of Significant General-Akron Announcements} 








Staunchness » Long Life » Appearance 7 Salability » Unprecedented Value 


ERE’S a new typical General leader. It’s a three cubic foot capacity, general purpose, 
steel leg, steel tray wheelbarrow. Never before has a barrow in this price range 
contained so many new and high grade features. It will retail at a price any wheelbarrow 


user will gladly pay. 














The General No. 100 is quickly assembled. 4 bolts 
in the frame and two to the tray complete the job. 


1. Rounded narrow front tray, [f/ Permanently tight riveted channel steel legs; 
18-gauge steel riveted, lap- Str en h handles grooved to fit. 8-spoke steel wheel with 
ped, welded and reinforced. full length 6” hub. 56” axle with nut locked in place against losing 

2. Front tray braces. | off. 3%” bolts throughout. Entire barrow braced rigid in every 


3, 5%” axle with.special Gen- |} direction against bending, weaving and side thrust. 


eral lock to prevent nut — 
from losing off. A 


Handles and risers sandpapered and enam- 
carance elled in General-Akron orange. Tray, legs 


4. x wheel that doesn’t §/ and wheel black. This original Akron orange-and-black combination 
nea || attracts attention and makes sales easy. Finish and workmanship 
5. Hardwood handles hand- | equal in every respect to that of the highest priced barrows. 
somely finished and prop- 
erly spaced. W, 4 ° Lightness, solidity, 
6. Sturdy, braced channel steel orking and Handling and na eee 
leg construction. alata easy handling an 
Qualities sure control. Tray 


mounted on risers to improve levelling qualities. Holds dirt with- 
' out spilling as well as the finest contractors’ barrows. Rounded front 
tray perfect for dumping forward or sideways. Entire wheelbarrow 
narrow enough to go through gates and narrow passages, but having 
ample width between handles for comfortable, steady wheeling. 














oo 


You can’t be without the “General No. 100 Wheelbarrow.” Write today for prices and full particulars. 


GENERAL WHEELBARROW COMPANY 
formerly THE AKRON BARROW COMPANY 
3140 East 65th Street ’ ’ Cleveland, Ohio, U. S. A. 
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OIFFYSELLER 


The bladesin thered counter that sells Hack Saw Blades 
carton, made by Simonds, quickly and profitably direct 
with a near century’s manu- from the container. No big 
facturing experience. A con- stock required. Three boxes 
venient, less expensive plan in one, neat and attractive. 


Ask your jobbers’ salesman about “JIFFYSELLER” ASSORTMENT 


SIMONDS Sawano Steer Co. 


Established 1852 HARDWARE DEPARTMENT Fitchburg, Mass. 


Bees 
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Points 
of Excellence 


1 Handle always cool, convenient 
and not in the way. 


2 Top scientifically perforated for 
the proper distribution of heat. 
Detachable, making for easy 
cleaning. 
Perforations in side of heater are 
so placed as to allow heat to 
radiate along the floor. 


Handsome appearance—side walls 
of heavy steel, electrically weld- 
ed; nickel plated and highly 
polished. 

Rating given; suitable for house 
circuits of 110 volts. 

Base and legs—one piece of heavy 
steel throughout, nickel plated 
and polished. 


Feet so formed that they cannot 
mar the finest polished surface. 


Cord specially woven for Sey- 
mour Heaters, asbestos covered. 


Two piece attachment plug which 
fits all types of outlets. 
Size of heater 
10 inches high 
9 inches wide 


HERE ARE reat Sales and Profits in handling this very attractive small 

compact Electric Heater with the big heating efficiency. Its scientific 

design assures the maximum diffusion of heated air uniformly on all sides, 
instead of its being directed to one small portion of the ropm. 


Read the outstanding points of excellence listed above, each one is a genuine 


selling argument. 


Be prepared for the cool Autumn months 
ahead. Sell it to your customers not only 
for taking the chill from a room, but as 
a utility electric stove, for heating, on its 
flat top, water for shaving and warming 
the baby’s food in the nursery, etc. 


Order a supply from your jobber and fea- 


ture them in your window and in your 


store. 
If your jobber does not carry them, write 
us direct. We will see that you are sup- 
plied promptly with adequate “Dealer 
Helps” to assist in their display and sale. 


SEYMOUR PRODUCTS CO. 
SEYMOUR, CONN. 
New York Office: 342 MADISON AVENUE 
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A knife for every pocket 
.. with good profit for yours 


ff ew small boy who just wants to whittle—the 
fastidious chap who thinks more of appear- 
ance — the radio enthusiast who needs special 
blades—you can please each of them with a knife 
from the complete Robeson Rochester Ssurkdge 
line. 

Every type of knife you will have any demand 
for is represented here. Handles of all the popu- 
lar materials. A wide range of sizes and shapes. 
Various blade combinations, including nail files, 
scissors and special “tools.” 

PocketEze models that do not wear the pocket. 
Mastercraft models with patented easy-opening 
blades. All S#unéadge—which explains itself! 

The advantages of such a complete line are obvious 


—especially when backed by the Robeson Rochester 
reputation. Write for further information. 


ROBESON ROCHESTER CORPORATION 


New York Office and Display: Factory and Main Offices: 
200 Fifth Avenue : Rochester, N. Y. 
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and for every household use 


NIVES that completely satisfy the 

master at his table—the mistress in her 
kitchen. Carving knives with handsomely 
finished handles of natural stag or bone. 
Slicing and bread knives of several blade 
lengths and styles. Paring knives in 
handy sizes and shapes. Fruit knives. 
General utility knives. Every one of them 


sturdily made with Stainless Steel blades 
and the keen cutting edge typical of the 
Robeson Rochester Shur€dge line. 


Ask about our striking Display Case in 
white Duco enamel. The outstanding 
success of its kind. It effectively displays 
fifty or more knives. 











Just afew selections from the great variety of Stainless Steel house- 

hold knives that make up the Robeson Rochester line—a line com- 

plete in every respect. Each knife 1s designed for a definite purpose 

: and built for years of service. Every one is guaranteed free from im- 
perfections of material and workmanship. 


The smart new Paring Knives 
with colored handles 


Right in line with the increasing vogue 
for color in the kitchen are these new 
Royal Rochester paring knives (also 
used as fruit knives). The handles are 
made of a special new material in 
several pleasing colors. Smart knives 
that appeal strongly to the many 
modern women whoinsist on good looks 
and styleintheir kitchen appointments. 











RCBESON ROCHESTER CORPORATION 


Factory and Main Offices: 
Rochester, N. Y. 


New York Office and Display: 
200 Fifth Avenue 


EAC ISINE 
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Be sure to make the most of 








this month’s big selling point: 











They look for the ‘‘Red 
tag’”’ the Mark of 
Quality. 






qo" 
BEFORE 
== WINTER” 


Building up a big volume business on Cyclone 
“Red Tag” Fence is an easy matter, if you use 
the simple selling arguments that make people 
buy. 

This month, tell home owners to fence before 
winter—before the ground freezes and installa- 
tion becomes difficult. Picture what it will mean 
next season to have protection for lawn, shrubs, 
and flowers, a safe place for children to play, an 
attractive enclosure to beautify their property. 
Tell them to do it now, while cleaning up their 
yards, and avoid interference with lawn and 
shrubs next spring just when things begin to grow. 


For years Cyclone national advertising has spread 
the idea of home fencing, making the Cyclone 















Cyclone ‘Complete 
pera “Tubular see “Red Tag” a household word throughout Amer- 
been ica. Cash in during October on this ready-made 


,demand for Cyclone “Red Tag” Products. Check 
your stock today. 


CYCLONE FENCE COMPANY 
Majn Offices, Waukegan, IIl. 
Works and Offices: 


North Chicago, Ill. Cleveland, Ohio 
Newark, N. J. Fort Worth, Texas 


Direct Factory Branches in All Principal Cities 


Pacific Coast Distributors: 
Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 


lone 17 


REG.U.S.PAT. OFF. 


aia | Fence. Gates 


Basket Made of copper-bearing steel—for maximum endurance 


A high-grade rubbish consumer. 
The 


Baked green enamel fin’ 
“‘Junior’’ Burner Basket is low priced 
to get the big volume business. 











© ©. F. Co. 1927 
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Certain protection— 


As soon as the temperature reaches 
160 degrees your FyeR-Wall doors 
close tight—automatically. 

They're made of heavy corrugated 
galvanized steel sheets with thick 
sheet-asbestos between. They're guar- 
anteed for 25 years. There's no upkeep 
cost and they save 15% to 25% of 
your yearly insurance premiums. 





New York « 


ay L 

a 

> ¢ 5 

_ f 

° ee te a 
Sareea 

» ; ae 
ot pt f= . 


7 oe ~ i 
POET ROY git 


Te. Oey 


4 
= 
ee 
*, 


Cart ae 
CT Eta o p> ore 
~ L 


ichards-Wilcox Mf: 


AHanever forany Door that Slides 


AURORA, ILLINOIS, U.S.A. 


International Fire 
Prevention Week 
OCT. 9 to 15 
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There is a type of FyeR-Wall door 
fitted with R-W automatic hardware, 
to meet every condition. And they 
cost no more than tin-clad doors! 
FyeR-Wall doors and automatic 
hardware carry the label of the Under- 
writers Laboratories. They protect life 
and property. Prevent spread of fires. 
Send for catalog of complete line. 


@. 


Chicago 








Boston Philadelphia Cigvetand Ci 
Minneapolis City Los a A 


Montreal + 


RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. 


St. ane pee tants Des Moines 
troit 


= wa Omaha Seattle De 


* Winnipeg 
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26 Years 
¢_Without Wear 


No bearing trouble during 
4100 hours of continuous 
operation. 147,600,000 rev- 
olutions. The equivalent of 
26 years of normal home use. 
That is the experience of g 
the Gainaday Electric Co. : 
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It is what Timken Bear- 

ings mean from a service 
standpoint—NO bearing : 
service. That’s the kind of 
durability the prospect ke 
understands is built into : 
the machine when you say 
“Timken-Equipped.” 


Because they are an adver- 
tised, familiar, accepted 
mechanical advantage—a 
sign of attention-free, eco- 
nomical operation—Tim- 


ken Bearings are a powerful A 
sales advantage for Gaina- ‘ 
day washers and other 
progressively merchandised i 


household equipment. 


THE TIMKEN ROLLER BEARING CO. 
caRTtO2., OUT OC 


“TIMKEN 


i= Tapered 
ROLLER BEARINGS 
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these Pre-Winter Days! 


Dealer sales of 200 yards a week are common. Many dealers sold more 
than that all last season—from October to May. Fine, easy profits all fall, 
winter and spring! This year is bound to bring still larger sales and greater 
dealer profits. A tremendous advertising campaign to over 20,000,000 
people and the powerful recommendation of scientists, physicians and agri- 
cultural experiment stations will 
make GLASS CLOTH sell fast 
Thousands of ads all season wil! Dozens of uses 
say, “Dealers handle GLASS 
CLOTH.” | £or Glass Cloth 












Just let customers know you have | Poultrynna ada ——— 
GLASS CLOTH. Display it on the | exe are big buyers oo SS 
new roll-holder which is given FREE fl GLASS» CLOTH 
with 200 yard orders. of the year. 

Genuine GLASS CLOTH Has ee pong sheds, placing on th 

1e 
Super-Strength South side of laying houses, etc. Abso- 

GLASS CLOTH is doubly strong ee ae = for Poecncagem 
this year. Made of super-strength * “Suuhenh, hep 
fabric, treated under our exclusive TT out the cold and 


wind. Lets in 
TT an abundance of 

me soft, even light 
that is distribu. | 
ted throughout 


patented process to make it trans- 
parent, waterproof and weatherproof. 
You sell it by the yard for about 4th 
the price of glass. | 

















It admits the energy-giving ultra- the room. Eliminates the spotty glare 
7 4 and shadow caused by glass. Admits 
violet health rays of the sun. (Glass healthful ultra-violet energy rays of the 
keeps them out.) Lets health into sun. (Glass keeps them out.) Poultry- 
laying houses, scratch sheds, hot beds, men find lay- 
ers are more i 
porches, barns, etc. hentelag aed tary } 
Buy From Your Jobber more eggs. Wen i 
‘ Q Much easier H| I 
All leading jobbers now carry to handle and "ih 
GLASS CLOTH in various sized }§ tastes Pm 
rolls and packages. Order from your Tn ox cal oe i ea 
jobber. Or, order direct and we will 














ship through your jobber. 


FREE SAMPLE OF NEW, SUPER-STRENGTH GLASS CLOTH 
Mail the coupon TODAY for free sample of the new, super-strength GLASS CLOTH. 
You'll be amazed at its remarkable strength. Nothing else like it. Added sales features, 
but no increase in price. Stock it NOW! 


TURNER BROS., vv. 2314 


Bladen, Nebr. Wellington, Ohio 
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Get This Handy Reil Helder 


sw Shipped FREE with 
ny REE your order for 200 yds. 

GLASS CLOTH. Sent 
for 50c if vour order is for 100 yds. 
Or, $1.00 when no GLASS CLOTH is 
ordered. Shipped through your regular 
jobber, if desired. 

Easy to attach to counter, show case, 
shelf, wall or ¢eiling. Keeps GLASS 
CLOTH in good condition and in plain 
view of customers. Helps increase sales. 
Makes it convenient to handle GLASS 
CLOTH. 

FREE with your first 200-yd. order. 
Lay in a good stock of GLASS CLOTH 
early and be readv for the early buyers 
Mail the coupon TODAY. 


Mail the COUPON! 


SS DO oso 00h Rh cc ck ccc eeecorrcerec 


aseeueenasneaaseasessesasnanas! 


5 i 
i 
§ TURNER BROS., Dept. T314, ‘ 
§ Bladen, Nebr., Wellington, Ohio ' 
: (C Please ship me....yards of GLASS t 
a ° a 
' (Free Rojl Holder with 200 yds.) + 
; oO etense send me literature and FREE J 
4 SAMPLE 1 
iS 
Ps 
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GRAY-WICK 


99 


“Gray-Wick may cost a little more, but—it is worth it 


When the sale of a Wire Screen Cloth increases 
rapidly year after year, there must be real quality in 
it. In GRAY-WICK there is; it is built for LONG 
SERVICE and gives it. 


GRAY-WICK is always made from rust-resisting 
Open-Hearth Steel. This steel is produced in our 
own furnaces. The wire is drawn in our own mills. 
Every operation from start to completion—from the 
raw material to the finished product is performed 
under our careful and personal supervision. It must 
be right—every roll must measure up to our high 
quality standard. 


To insure maximum wear we apply an extra heavy 
electro zinc coating, thoroughly enameled with good 
transparent varnish. The finish—a soft, pleasing 
Gray color makes it very attractive. 

When unrolled GRAY-WICK lies perfectly flat. 
This makes it easy to apply. The name WICK WIRE 
BROTHERS makes it easy to sell. 
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Produced in Our Own Furnaces 


14 Mesh, No. 33 gauge each way 


12 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 


No. 34 gauge warp 


18 Mesh, No. 34 gauge each way . 
Our Other Brands of Screen Cloth 


Cortland Black Enamel 


White Metal Finish 





Wickwire Premier 
Wickwire Bronze 


Your jobber will supply you 


0) 


INCORPORATED 1692 
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| Presenting 
PIECES OF CHARM 


BEBANOTHER INNOVATION INS 8 Es 


-1847 ROGERS BROS - 


SILVERPLAT E 
INTERNATIONAL SILVER CO. 



























PIECES OF CHARM 
CHEST 


(To the consumer, $51.50) 


Stately and gorgeous indeed is the cabinet that holds 
the 28-piece assortment of PIECES OF CHARM... a 
symphony of blue lacquer and satin, embellished 
with bands and filigree of silver, and with a mirror 
inside the cover to reflect the beauty of the contents, 
and on the outside of the cover, the exquisite Watteau 


NY group that is part of the magazine illustration on the 
N: last page. Herein are eight salad forks, eight butter 
Ni spreaders, eight iced tea spoons, with a cold meat fork, 


a gravy ladle, a berry spoon and a dessert server. 







—— PIECES OF CHARM are any, and all, of those pieces of tableware that almost every 

GRAVY LADLE ° . ° 

(To thecmmmer) woman craves, and of which so few possess sufficient quantity . . . the oyster forks, 
the bouillon spoons, the individual butter spreaders, the salad forks, the iced tea 

spoons, the ice cream forks, the after-dinner coffee spoons . . . to mention just a 

few ... and also that galaxy of individual pieces for the correct serving of vege- 


tables, meats, pickles, jellies, condiments and desserts. 









The Pieces of CHARM Chest, with a mirror on the inside of the cover, not 


PIE SERVER 
only offers wonderful display possibilities, but it affords you, as well, unusual 


{ To the consumer} 
4.50 Each 






COFFEE SPOONS 





{To the consumer } BERRY SPOON 
Eights 5.00 (To the consumer} 
3.50 Each 










— Sixes 3.75 
SS 
















BOUILLON SPOONS ee 
{ To the consumer } 
Eights 9 65 
ights 9 65  wsrven KNIFE 
Sines COLD MEAT FORK / & SUGAR SHELL 
{ To the consumer } (To the consumer } 
2.50 Each 2.50 Ser 
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PIECES OF CHARM 
TRAY 


(To the consumer, $40.50) 


The 28-piece assortment of Pieces OF CHARM may also 
be had in the popular Utility Tray on the serving tray 
of which is imprinted the same beautiful, full color 
painting in the style of Watteau that gives character 
and beauty to the cover of the chest. 


JELLY SERVER 
{To the consumer} 
1.75 Each 











talking points, for the chest, when the pad holding the silverware is removed, 
can be used in milady’s boudoir as a vanity box wherein powder, rouge, lipstick 
and other toilet articles may be kept . . . or as an ornamental box for the living 


room table to hold cards, bridge pads, pencils and other small articles. 


But that isn’t the half of it . . . the chest is only the spotlighted feature . . . For 
PIECES OF CHARM are also to be had in the Utility Tray, or packed in “units of 


eight” (as well as “sixes’””) in individual boxes, on the covers of which is imprinted 


i 

/ ICED TEA SPOONS 
| [To the consumer 
Eights 8.00 


the same courtly scene that distinguishes and glorifies the cover of the chest. 
Sixes 6.00 






TOMATO SERVER 
{ To the consumer } 
3.25 Each 
P — 





To the consumer 
Eights 10.00 
7.50 


SALAD FORKS (Individual) 









Sixes 









OYSTER FORKS 
¢ To the consumer) 
Eights 7.00 
Sixes 5.25 







CREAM LADLE 
{ To the consumer } 
2.25 Each 


PICKLE FORK 
{To the consumer} 











PRINTED 





PIECES OF CHARM CABINET WITH MIRRORED INSIDE COVER 
Eight Salad Forks, Bight Butter Spreaders, Eight leed Tea Spoons, a 
Cold Meat Fork, a Gravy Ladle, a Berry Spoon, a Di Se 
Twenty-coght preces, $51.50. The cabrnet cover is sllustrate 


Presenting PIECES 


To select a gift in silverware has long been some- 
what of a problem . but chat day, happily, 
has vanished now that you may present PIECES OF 
Cuarm pridefully and without the least misgiving 


For Pieces OF CHARM 1s gift silverware indeed, 
appropriate to us very name noble and 
exquisite silverplate 1847 ROGERS Bros 

parently and artistically fashioned to lend lustre and 
cultural distinction to tables perfectly appointed. 


Pieces Of CHARM may be had either in the 
gorgeous Cabinet, illustrated above (with the 
silver tray removed it will serve as a lovely 
vanity case for your dressing table), or purchased 
as separate items, as suits your fancy and your 
purse, in individual gift boxes on the wrappings 





“TREASURE BOUND ON 


OF CHARM 


of which the courtly figures of Watteau are 
imprinted in wondrous color 

Silverware bewitching and honorably wrought, 
but a gift and a treasure most modestly priced, 
since a pickle tork may be yours to give for as 
little as $1.50 or eight dainty after-dinner coffee 
spoons tor a five-dollar bill 

You have your choice of a variety of impeccably 
correct patterns, among them the Anniversaty, 
Ancestral, Ambassador, and the new Argosy. 


be satisfied tll your silver> 
15 mow one of the cassest 
t, “Treasure Bound on the 
of Charm systematt- 

t L-, and address 


Once you see Preces of Charm, you'll # 





jersden, Connecticut. 





-1847 ROGERS BROS; 


SILVERPLATE 
Yen 


7 Cam 








(Rebroduction of the first PIECES OF CHARM 
Saturday Evening Post advertisement 


Hm 





THE GOOD SHIP BUDGET’ 











magazine readers will see this advertisement 


This colorful advertisement is the “opening gun’’ in the PirceEs OF CHARM 
magazine campaign. It appears in the November 12th issue of The Saturday 
Evening Post, in the December 3 issue of Liberty, and in the December issues 
of The Ladies’ Home Journal, Pictorial Review, Good Housekeeping, Delin- 
eator, Red Book, Photoplay, and American Magazine. 


16,674,278 
Sa 


Focus our colorful national campaign 
directly, and profitably, on your store 


There’s a market for Pieces OF CHARM beyond your fondest dreams... a market that can 
be cultivated most easily and quickly by using the many dealer helps that are yours, free, 
for the asking. They include mats, or electrotypes, of newspaper advertisements, direct-by- 
mail literature, and alluring window-trim material. In ordering, address The Sales Promo- 


tion Department, International Silver Co., Meriden, Conn. 


IN U, S. A. No. 1979 
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A Big Item 








in a Long Line 


N October, Corbin shows an_ unusual 
night latch to the readers of 
House and Garden 


House Beautiful 
Country Life 


The Saturday Evening Post 
Literary Digest 

National Geographic 
Corbin makes night latches of every kind, for 
every function, in every finish required for 
any dealer’s stock, but this month’s adver- 
tisement shows something new in night 
latches— 


Corbin Rim Night Latch No. 472 


It has a Double Throw Bolt—which more 
than doubles its security. Number 472 has 
screws in case, the strike concealed and inac- 
cessible when the door is closed. Cast iron 
case, heavily japanned, cast bronze bolt, and 
wrought bronze knob. 
It’s the kind of good hard- 
ware for which Corbin is 
famous; the kind = can 
— sell the customer who says 
Be —“T want a lock,” and 
ee which will bring him back 
null for more Good Hardware 
urity —Corbin. It is a sales 


builder. 
* 


The CORBIN 


NightLatch 





* * 
Winter will be along soon; closed door time. 
Security is easy to sell now, and night latches 
—Corbin—mean security plus good looks 
and dependable working qualities. 


Why not put in a Security Window this 
month? Let your windows back up Corbin 
advertising. Here’s a new Display Sign (11x14 
inches, red and black) which will help. 

* * 


Then there is the folder, ‘‘Secur- 
ity.”” Ask for Folder K169. It is 
supplied free of chargeto Corbin 
dealers with their imprint. It 
can be used in the window 
display or over the counter. 

* * * 

Three of Corbin’s lantern slides for use in 
moving picture theaters tell a security story, 
K477, K476 and K154. They are beautifully 


colored and carry the dealer’s name. 
* * * 


If you have a cut-open cylinder, put it up 
front to answer the question “How does it 
work?” Let your customers figure it out for 
themselves. Aroused interest is a first step 
toward a sale. 
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One turn of the key and it’s locked—two 
turns—and it’s jimmy-proof 
Another Corbin invention that owes much to necessity— 
the necessity for a lock that is really jimmy-proof. Two 
turns of the key will do it. For the second turn shoots the 
bolt twice as far. No burglar’s jimmy can press this twice- 


thrown bolt far enough to one side to withdraw it from the 
latch. That is security—ask for Corbin Night Latch 472. 


Wherever you use Good Hardware—Corbin—you can 
depend on it . . . locks that are burglar-proof, windows 
that resist the prying hand, doors that close against storm 
and stealth. Good Hardware ~ Corbin never fails to stay 
“on guard”’. 


You'll find real interest in 
our booklet (S-10) on Se- 
curity. May we send it? 


since NEW BRITAIN 


New York Chicago Philadelphia 
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REAL 
CONOMY 9 


The 4 Requisites ) 
Ample facilities and capital to 
manufacture well and economically. 
Editorial superiority. 
Paid subscribers having maximum 
purchasing power. 
Reasonable rates for service 
rendered. 7 
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A cordial invitation is extended to all manufacturers 


and advertising agents to visit the various plants of the 


UNITED 
PUBLISHERS 
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: Philadelphia Plant of U.P.C. 
= : N. W. Cor. Chestnut and 56th Sts. 


.~ Headquarters Chilton Class Journal Co. 
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UPC: Publications 


HERE are many reasons why business publications 

are valuable adjuncts to industry, but there are four 

cardinal reasons why many are valuable to the 
advertiser. 


When selecting media it is profitable to remember that 
reader interest based on a paid subscription list which 
represents a purchasing power is seldom obtainable unless 
the publisher has ample capital and facilities. Under 
those conditions it is possible to produce publications of 
great excellence editorially and mechanically and make the 
advertising rates reasonable. 





U.P.C. publications are built upon this policy and their 
success is undeniable. 


N. Y. Building 


A. C. PEARSON of U.P.C. 
Chairman of the Board of 9 , 
the UPC. 239 West 39th St. 


President of the Textile 
Publishing Co., N. Y. C. 


FRITZ J. FRANK 
President of the U.P.C. 
President of the Iron Age 
Publishing Co., N. Y. C. 


C. A. MUSSELMAN 
Vice-President of the U.P.C. 
President of the Chilton & 
Class Journal Co., Phila. 

F. C. STEVENS 
Treasurer of the U-P.C. 
President of the Federal 
Printing Co., N. Y. C. 
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In the new display of Vollrath 
Ware in the new addition to the 
hardware store of C. A. Lund- 
quist & Company, in Jamestown, 
N. Y., tables are used as well as 
shelves, and the store’s sales have 
doubled in volume within a year! 





This new, bigger, better display 


has doubled the sales of Vollrath Ware for 
C. A. Lundquist & Company, Jamestown, 
N. Y. Read what Mr. R. E. Lundquist says 


C. A. Lunpquist & Company 
do one of the largest retail 
hardware businesses in James- 
town, New York. Their rapid 
growth, due to advanced mer- 
chandising methods, has re- 
cently forced them to expand 
their store so as to accommodate 
more merchandise and more 
customers. 

‘Since we have moved into 
our new addition,’ says Mr. R. 
E. Lundquist, ‘‘and have moved 
our Vollrath Ware on to tables, 
we have noticed a decided in- 
crease in sales. 

“At the present time we are 
selling only Vollrath Ware and 
are so well pleased with it that 


we have no de- 
sire to make a 
change to any 
other make of 
white ware. Our sales have 
more than doubled in the last 
year. 

Mr. Lundquist’s experience, 
like that of a great many other 
hardware dealers, proves that 
the first step in selling Vollrath 
Ware is proper display. 

Women are attracted by the 
snow-white surfaces of Voll- 
rath vessels, and the graceful 
designs and interesting forms 
of these utensils quickly get 
attention for the ware. 

And sales are made oftener 
and more easily if a wide vari- 
ety of items are shown. Every 
customer likes a wide choice to 





select from, and Vollrath Ware 
certainly offers it. It contains 
more items and more sizes of 
each item than any other line 
of enameled ware. The dealer 
who shows the most will sell 
the most. 

It is easy to keep track of the 
many items and sizes in the 
large Vollrath line when you 
use the Vollrath Stock Sheets. 
These sheets prevent your over- 
buying as well as under-buying 
and alwaysassure youacomplete 
stock of fast-selling numbers. 


The Vollrath salesman will 
be glad to give you full par- 
ticulars about Vollrath Ware 
and how to sell it, or write 


THe VOLLRATH COMPANY 
Established 1874 


Sheboygan Wisconsin 
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SCHICK 


for you! 
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: ‘Eee Xmas Card 


will sell more 


REPEATING RAZORS 


EADY for you—a real live counter card, litho- 
graphed in full colors, 9 inches by 12 inches, 
with a gift appeal that will sell Schick Repeating Razors for you during the 


holiday season. 





The Schick is a most appropriate Christmas gift. Ready consumer acceptance 
has proved this, and the distinct advantages of this five-dollar shaving tool have 
placed it in a class by itself. Dealers all over the country are quick to take ad- 
vantage of this fact—and now, during the holiday season, are putting more punch 


behind this profit-maker than ever before. 


Full-page Saturday Evening Post advertising will feature the Schick 


the “Schick.” 
increased. 


S EN D T H 


This razor changes its own blades 
with a pull and push of the plunger. 
It is now made in heavy silver plate 
and heavy gold plate. Silver plate re- 
tails for $5.00 — gold plate for $7.50. 
Each razor comes with 20 blades. 
Extra blades—75c per clip of twenty. 
In Canada: Gold plate $10.00—silver 
plate $6.50. Blades $1.00 per clip. 


E 


Cc 


as a Christmas gift. Tie up your store with this national campaign 
by displaying the combination counter-window card and featuring 


Your efforts will be doubly productive and your profits materially 


oOo U0 Fr ON N O W 








Magazine Repeating Razor Company 
285 Madison Avenue, New York 


Please send me at once and without charge or 
obligation _Schick Christmas counter- 


window cards. 


Print name and address clearly 
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530 Floor Sweeping Brush (‘‘Old 
Faithful’). Madeofs ial mixed 
hair body—high age ade horse we aed 
casing. Especially recommend 
for smooth and ” slightly rough 
floors. Can be furnished in widths 
from 12" to 18". 


Osborn Floor Brushes 
A Money-Making Line 





* 640— “Heavy Duty” Floor Brush. Made of 
or ar ware ea ers select Palmyra Fibre — staple set. Large 
flare on sides and ends makes sweeping 
faster—very good for factories, garages, 
sidewalks or any heavy duty work. 


There’s a real demand for better-wearing Widths, 14” to 30’. 
Osborn Brushes. 


In stores, factories, apartment and office 
buildings, brushes of various types are 
needed—and Osborn makes a correctly 


i 16—"'B Bird’’ Fl 
designed and constructed brush for every cs Pingk Bird” Etocr 


horse hair—staple set. A 
need. high sade brush. Widths, 
to 24" 


Osborn prices are right—there’s a liberal 
profit for you. 


Hundreds of hardware dealers find the , 
Osborn line a fast-seller and a real money- 
maker. 





984— Floor Brush. Designed for use 
with floor sweeping compounds. A 


JHE OSBORN MANUFACTURING LOMPANY stiff fibre center ste cutting effect 


and body to the brush. The casing, 
made from extra stiff pure black 


5401 Hamilton Avenue Cleveland, Ohio horsehair, picks up fine dirt. Widths 
B h Oo 14" to 36". 
ranc ffices 
New York Detroit Chicago 
San Francisco Los Angeles 


581— Counter or Bench Dus- 
ter. Made of pure Black 
Horse Hair— staple set. 
Length of hair 2\4"—overall 


length 8". A moderate price 
brush for household or of- 
fice use. 


A BETTER WEARING BRUSH FOR EVERY USE 
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THE AXE THAT BUILT A GREAT BUSINESS 
AND A WORLD-WIDE REPUTATION 







The Kelly Brand on an axe or 
other edged tool means REAL 
VALUE: DEPENDABLE 
SERVICE. 


AXES 
HAMMERS 
HATCHETS 
ADZES 
PICKS 
MATTOCKS 
GRUB HOES 
BROAD AXES 
BUSH HOOKS 
GRASS HOOKS 


SCYTHES 


PERFECT 
TEMPER 


The Best Known 
and Kuown as 


THE BEST 


Kelly Axe & Tool Co., Inc. 


CHARLESTON, W. VA., U. S. A. 
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Approved / 


—— by the keenest 
buying brains in the country 


In buying Tubular and Clinch Rivets these 
three points should be carefully considered : 


1. The metal form from which they are made. This 
is mighty important because of its direct bearing 
on the driving and setting qualities of the rivets. 


. How are they made —that is, are the details of 
manufacture such as to ensure the best results? 


. Who makes them? Tubular and Clinch Rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, that 
our prices are based on honest values. 


THATTTTTT TS 


TUBULAR RIVET & STUD 
see COMPANY 


J. T. MeDEVITT 
Postal Telegraph Build 


tag Rm ingyen BO S TON 


S 
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"THE record demand, again in 1927, for PENNSYLVANIA 
Quality Mowers makes it more important than ever for 
PENNSYLVANIA dealers to place their orders promptly for 
their 1928 requirements. 


You can be certain of avoiding later disappointment if you place 
your orders now for early delivery. If you do not have the name 
and address of your nearest PENNSYLVANIA jobber, we will 
be glad to send it promptly on request. Before writing, please 
make sure, too, that you have our latest catalog. 


PENNSYLVANIA LAWN MOWER WORKS 


FORMERLY 
Founded 1877 John Braun & Sons Philadelphia, Pa. 
D E Quality IA 


LAWN MOWERS 
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It combines all the features of a good 
sturdy latch -- with a graceful design- 


This heavy latch is made of wrought 
steel throughout and has a drop- 
forged bolt. The graceful design of 
the handles makes the latch an orna- 
ment to any door. 


Selling points of the Stanley Mortise Thumb Latch No. 1289 


1. Mechanism of latch has few parts—will not get 
out of order. 

2. Rust-proof spring of hard phosphor bronze. 

3. Latch bolt has a 34” throw to take care of shrink- 
age between the door and jamb. 

4. Made in three sizes; No. 1 for doors 1%” to 1%4” in 
thickness; No. 2 for doors ,of 154” to 214” in thick- 
ness; No. 3 for doors of 234” to 3” in thickness. 

5. On size No. 1 the back-set of the handle is 236” 
on one side and 244” on the other. On sizes No. 2 
and No. 3 the back-set is 234” on one side and 214” 
on the other. Handles can be transposed to permit 
the application of the 234” back-set on either side 
of the door. 

6. The latch is reversible. It can be used on right- or 
left-hand doors, opening in or out. 











Stanley Wrought-Steel 














THE STANLEY WORKS, NEW BRITAIN, CONN. Mortise Thumb Latch, 
New York Chicago San Francisco Los Angeles Seattle No. 1289 
1 





STANLEY HARDWARE 


MADE OF STANLEY STEEL 
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difference in first cost be- 
tween Samson Spot and 
the cheapest Sash 1 
Cord for an entire 
dwelling. 


HE cost of rehanging 
a single window is 








The use of Samson Spot Cord means 
economy for the user, and more sales 


for the dealer. 


The new home owner puts it up to the builder if a 
sash cord breaks, and these replacements are expen- 
sive. It pays to use the most durable sash cord in the 
first place. 


It also pays to sell it, because it means satisfied cus- 
tomers, repeat orders, and fair profits. 


SAMSON SPOT 
SASH CORD 


is dependable in quality and service. It is solid braided 
of extra quality cotton yarn, and is made for excep- 
tionally hard wear over sash pulleys. Smooth, 
stretched, glazed, and uniform in size, it is guaranteed 
to contain no adulterants and to be free from imper- 
fections in braid or finish. 


Sell SAMSON SPOT SASH CORD 
and obtain this better profit and satisfaction 


ae Mark Reg. 
S. Pat. Off. 











Catalog 


| sent free, contains full 
information covering our 
complete line of solid 
| braided cotton cords— 
also twines. Send for 
f ; a copy, with samples. 


88 BROAD STREET & = BOSTON, MAss. 


TRADE MARK 
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Keeps Draught Out, Water In— 
= a Low-Cost, 


Highly Useful Fixture 


Many who consider a shower bath a necessity think of 
a private shower compartment as a luxury. 


Show them a Zouri Shower Door. Tell them how easy 
it is to convert the old, mussy open shower into a beau- 
tiful compartment, by merely tiling up a corner of the 
bathroom. Call attention to the comfort and privacy 
of it — the protection it affords against stray water — the 
simplicity and low cost of installation. 


The Zouri Door itself will be your best argument. It 
is a handsome fixture — plain yet distinctive in design 
— made in Extruded Bronze with either polished bronze 
or duplex nickel plated finish. Another type is of Ex- 
truded Nickel Silver. 


You are assured of a satisfactory profit margin and full 
cooperation by the prestige Zouri already enjoys in the 
Store Front field. 


























wilt 








1D 


Get facts concerning prices and our liberal propo- 
sition to dealers. Also copy of folder, “Shower 
Suggestions”, sent free on request 


a 
S Zouri Drawn Metals Company 


Factory and General Offices 














The following standard sizes 
are carried in stock for im- 
mediate delivery: 
2’ wide x 6’ high ‘ 
oe aS te 1608 East End Avenue, Chicago Heights, IIl. 


2’6” wide x 6’ high 














HOT HOT HOT HOT Hof HOT HOT HOT HOT HOT HOT _ HOT 


HOT HOT HOT HOT HOT HOT 





GOOD Mechanics Know 


The greatest labor-saving, time-saving, money- 
making heat machine in any repair shop is the 


TURNER BLOTORCH 
MASTER No. 45 


Due to the “hot spot” construction, the Turner 
Master No. 45 Blotorch makes a flame 400° 
hotter. Burns perfectly clean, blue and in- 
tensely hot in any weather with present day 
low grade kerosene or gasoline. Double valve 
control eliminates enlarging the orifice. Just 
two of the eleven exclusive points that make 
Turner Master No. 45 Blotorches better. 





Your Jobber or Supply House has the Turner Master 


No. il it, if you insist. ; 
45 or will get &, of you TURNER MASTER NO. 45 
ma more exclusive advantages than any com- 
tor, 


t . 
('JHETURNERBRASSWOREG yO po 
429 Grove St. Sycamore, Il. Set sbeolute Flame Control 
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“In they Come—Out they Go!” 


A Connecticut hardware retailer likened COES Wrenches to 
the crowds that visit a popular motion picture theatre—“In 
they come—out they Go!” 


If your wrench stock isn’t moving—stock COES Wrenches. 
Sizes: 6” to 21”. 


Your Jobber will supply you. 


COES WRENCH COMPANY 


“In business since 1841” 





Worcester Mass. 

J. C. McCarty & Co. 253 Broadway, New York 

Buyels ° John H. Graham & Co. 113 Chambers Street, New York 
atalo Selling Agents 61 Shoe Lane, London E. C. 
Fenwick Freres ......8 Rue de Rocroy, Paris, France 





























oo nN Sf 
FLAKE GRAPHITE 


There is but one flake graphite and its name is DIXON. For 100 
years this name has been associated with graphite and today, to thou- 
sands of exacting men in every line of industry it is synonymous with 
the best graphite obtainable. 


It is an ideal natural lubricant that spreads a smooth unctuous veneer 
over rubbing surfaces and reduces wear to a minimum. 





Recommended for cylinder and bearing lubrication, for coating 
gaskets, packings, etc. Properly mixed with grease or oil their con- 
sumption is greatly reduced. 


Write for Circular 40 C. 


Joseph Dixon Crucible Co. 
Jersey City OK New Jersey 
1827 2 1927 


One Hundredth Anniversary 


i No. 2 
Coarse Powdered 
e 
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Pasig 

Ohe sturdy, practical quality 
of GRIFFIN Hinges is em- 
bodied in this splendid line 
of garage hardware sets. 


RIFFIN 





ERIE, PENNSYLVANIA 


NEW YORK, 45 Warren St. 
CHICAGO, 555 W. Randolph St. 
BOSTON, 124 Pearl St. 











log 102. 
























STRONG as stee 


The Anchor All-Steel Truck is built to 
withstand all that “Hard Knocks” can 
give. A superb physical specimen— 
limbs and body of steel — no wood to 
splinter or break. 


b Your customers will welcome an introduc- 
4 tion to this champion Anchor Truck. Get cS 
complete information from your jobber, or ce 


write to the nearest Anchor office for Cata- 


ANCHOR POST FENCE COMPANY 
9 East 38th St., New York, N. Y. ‘< 
Branch Offices in Principal Cities - 


NCHOR | 
CA YW Steel 


eC NE 





——_— 








Emer ed ae bing’ 





















LIGHT as wood. 
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are not made 
from castings, but 
from. solid bars 
of extruded brass, 
machined out to 
receive mechan- 
ism. They are 
made in ten dif- 
ferent sizes from 
of an inch to 
% inches. 
Their worth is 
proven by their 
consistent satis- 
factory perform- 
ance at all times 
and under all 
conditions. 





These Cast 
Bronze Padlocks 
are very artistic- 
ally made from 
cast bronze met- 
al, machined out 
to receive an all 
rust proof mech- 
anism. The shac- 
kle is of wrought 
bronze, drop 
age a to create 
more_ strength, 
durability and 
better appear- 
ance. Made in ten 
sizes from 
inch to 3 inches. ° 








No. 98341%4A 


A wrought steel padlock with a mal- 
leable iron shackle. Case is black japan, 
shackle brass or nickel plate. Size 
inches. A strong, secure padlock, selling 
at an attractive figure. 


Write today for circulars describing our line 
of Padlocks, Automobile Locks, Cabinet Locks, 
Trunk, Suitcase Locks and Trimmings, Miscel- 
laneous Hardware, Keys and Key Blanks, 
Apartment House Letter Boxes and Home 
Savings Banks. 


CORBIN CABINET LOCK CO. 


THe American Harpware CorPorATION #2 Successor 
NEW BRITAIN, CONN., U. S. A. 
NEW YORK CHICAGO PHILADELPHIA 











































Rd LUMBERS 


STEAM AND Hor Jou 
Mt AND Hor rhareney e rirrens rir 
















During 1927, gener- 
ous space, in at least 
18 leading publica- 
tions, will carry the 
message of Genuine 
ARMSTRONG Quality 
to nearly a MILLION 
Pipe Tool Users. 


The ARMSTRONG advertisements in these 
publications will tell mechanics to patronize 
their local dealer and “Buy from you instead 
of us. 


Think of the sales possibilities for you 
who keep supplied with GENUINE 
ARMSTRONG Pipe Tools while this adver- 
tising is continually producing more sales for 
dealers. 

And remember that the Ouality has 

been proven during their 61 years’ use 


in every industry. Please “order from 
your Jobber instead of sending to us. 


The ARMSTRONG MFG. CO. 


Our Only Addresses 
Main Office and Factory 
BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 





ARMSTRONG” 


(ATER, GAS 4~° STEAM FITTERS’ 
TOOLS Dols AND THREADING MACHINES 
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MOTOR EQUIPPED 


F-O1 LING 


SE = 1.F-¢ TRADE NAME 


POWER PUMPS 


Offer Greater Sales 
Possthilities to Live 
Dealers 
































SS 
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Take ‘our-Hat—" 
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PUMPS-WATER SYSTEMS -HAY TOOLS DOOR HANGERS 





Spring ne Self-Oiling Power Pumps step 


to the front and offer dealers new and 
wider possibilities for power pump business. 




















Motor equipped with silent chain drive complete ready to install as accurately pictured 
above, they provide new standards of power water service that means greater economy and 


higher efficiency than ever before. 


And best of all—the range of sizes up to ten thousand gallons per hour covers every need 
in this field. Horizontal or vertical styles for either shallow or deep operation, with or with- 
out motor, for chain or belt drive, give every dealer regardless of the locality in which he 
does business the opportunity to cash in on this splendid line of money making power pumps. 





Write or wire—we are ready to send literature and quote. 





























THE FE. MYERS &E BRO,¢o. ASHLAND, OHIO. 


Manufacturers for Years of MYERS" HONOR-BILT PUMPS for Every 
WATER SYSTEMS-HAY GRAIN UNLOADING TOOLS ~ BARN,FACTORY and 
GARAGE DOOR HANGERS- STORE LADDERS, Etc. 
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a ember that varnsh, more than 

100% Pure cannot D¢ made 








wow WHAT YOU BUY 


VOREE 6 
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s Chan ging | 
ARNISH MERCHANDISING | 


HEN you sell Varnish to your customers,do \ERCHANTS, CONSUMERS and PAINTERS $ 


you know what is in the can that you recom- are requiring better Varnish value each year. The 


mend? If you sell Martin’s 100% Pure Var- 
nish, you do know, and your customers know, for the 
formula is printed on every can, Your reputation for We invite ries f ie , 
selling the BEST in Varnish rests securely on the ee et ee oneeve inerenants who 
Pure Fossil Gums, Pure Vegetable Oils, Pure Tur- are interested in spcuring the agency for the “Sterling 
pentine (no benzine and no rosin) in the Martin’s trade marked 100% Pure Quality Varnish. 


100% Pure Can. “Know What You Buy” 


NO BENZINE—NO ROS! 


average buyer does not care to pay high prices for fin- 
ishes made wholly or partly from substitute materials. 

















~ Dioneers. of 
Pure Paint 





y 
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wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sherardized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 
and specialties. 


Millions of product 
—aone standard for 
accuracy ana quality. 


REED & PRINCE MFG.CO. 


WORCESTER, MASS..U.S.A. 
j) WESTERN BRANCH arCHICAGO- 121 NORTH JEFFERSON ST. 
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From Pig Iron 
to Package 


We share responsibility with no 
one—we alone are answerable for 
our products. From pig iron to 
package Allith Hangers are under 
the watchful eyes of Allith officials. 
We mix the iron, mold it, anneal it; 
we machine, assemble, paint, pack 
the hangers—and we believe this 
is the reason for Allith success. 


There’s an Allith Hanger 
for Every Size Door 


Every one has reliability built in, so re- 
grettability stays out. Big hangers, little 
hangers; swivel hangers, rigid hangers; 
adjustable hangers, fixed hangers—hang- 
ers to carry all kinds of doors from show 
case to warehouse. 


Doors are no stronger than the hangers that 
hold them. Those who know this, specify 
Allith for greatest strength. For this there is 
not only one reason but many. Over a quar- 
ter century’s experience is one. Others are 
our tough, uniform malleable that regularly ex- 
ceeds 50,000 pounds per square inch tensile 
strength, 10% in two inches in elongation and 
35,000 pounds per square inch in yield point. 

Allith Catalog No. 95 tells the complete story. 
This book should be on the drawing board of 
every architect, the desk of every contractor 
and dealer, the work bench of every carpenter. 
It is the authoritative buying guide for every 
door hardware need. 


Allith-Prouty Company 
Danville, Illinois 
Manufacturers of 
Garage Door Hardware, Spring Hinges, Overhead 


Carriers, Rolling Ladders, Fire Door Hardware, Door 
Hangers 
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Years o/ Snips 


The fact that Pexto Snips have back of 
them over one hundred years of tool mak- 
ing experience surely means something to 
you and your customers. 

No detail of design or construction that 
would add to their excellence has been 
omitted. From their well-shaped handles 
to the ends of their clean-cutting blades 
they are as nearly perfect as highest grade 
materials and workmanship can make them. 

The snip illustrated below is the genu- 
ine 1819 original and is made in nine sizes, 
length of cut from 134” to 444”, length 
overall from 8” to 17”. 


Southington 






“Be sure, my boy, to always use good tools. As an 
old timer I tell you it will always be to your advan- 
tage—better work with less effort on your part and 
a saving in time too. These PEXTO Snips for in- 
stance have given me many years of good service and 
I hayen’t found anything better.” 
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Hardware Age 
This Week 


kr ROM all parts of the coun- 
iry come reports of the re- 
markable number of toys that 
are being bought this season and 
the tendency to keep these de- 
partinents running the — year 
through. In this week's issue 
will be found an article setting 
forth the experiences of one of 
the really outstanding toy de- 
partments in the country. Read 
this article on pages 72 and 73. 

Joseph Bertram Jowitt's 
show card writing instructions 
ere in this issue and will appear 
in another installment next 
week, owmg toa large quantity 
of editorial matier on its regu- 
larly scheduled week. 


Read What They Say 
About Us: 


“We read your paper as regularly 
as the Bible, and tt sure is the dif- 
ference between success and failure 
for the merchant, we belteve.” 

(Signed) A. U. Warp, 

Hard, A wg &y Lawrence, 
Vewburgh, N.Y. 


“Can't do without HARDWARE 
AGE.” 
(Stgned) C. A. Tore, 
Past President, 
Ohio Hardware Assoctation. 
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uring 1927 
MCKINNEY 


FORGED IRON HARDWARE 





has been an active source of profit to the dealers who have carried Samples. 
Two outstandingly beautiful new designs, the Warwick and Alhambra, have 
now been added. With the continuously spreading use of Forged Iron 
Hardware and with the additions of these designs, those who start 1928 with 
McKinney Forged Iron Samples will be certain of a splendid profit during 
the coming year. For complete information address Forge Division, 
Mc Kinney Manufacturing Company of Pittsburgh, Pennsylvania 
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TRADE WINDS 


By Llew S. Soule 








How Do You Figure Turnover? 


there are still many retail mer- 

chants in this counti‘y who do not 
know what turnover really is, and how to 
figure it. 

Let us suppose that a merchant opens 
up a business with $5,000 invested in 
stock. ~His sales for the first year total 
$30,000. What is his turnover? 

A great many merchants when asked 
this question will say at once “he has a six 
time turnover, because 5000 goes into 
30,000 six times.” 

But the answer given is not correct. It 
is figured on an absolutely wrong basis, 
because it is obtained by dividing the 
sales at retail by the amount of stock at 
cost price. 

Turnover cannot be accurately deter- 
mined through dividing a merchant’s 
gross sales by his inventory. Gross sales 
represent the amount he gets for his mer- 
chandise when he sells it at retail prices. 
On the other hand, his inventory shows 
what the goods cost him. 

If you buy an article for two dollars, 
and sell it for three dollars, there has been 
but one turnover. It would be absurd to 
say that such a transaction represented a 
turnover of one and a half times. Yet 
the same conditions are involved when a 
merchant attempts to figure turnover 
through dividing his inventory into his 
gross sales. The premise is wrong, there- 
fore the results are incorrect. 

In determining turnover, we must deal 
exclusively with prices at cost, or with 
prices at retail. The way to obtain the 
rate Of turnover is comparatively simple. 

Subtract the margin of profit (some- 
times called the gross profit) from the 


AS tere are al as it may seem, 


gross sales: Divide the result of this 

subtraction by the average inventory— 

the average amount of stock carried 
throughout the year. 

In the first case considered, the gross 
sales for the year are $30,000. If the 
dealer’s margin is 30 per cent of his sales, 
it amounts to $9,000. Subtracting the 
$9,000 from the $30,000, we have $21,000 
as approximately the cost of the goods 
which were sold during the year for $30,- 
000. Taking $5,000 in this case as the 
average cost of the stock, we divide $21,- 
000 by $5,000, and find the turnover to be 
about four times instead of sia times. 

However, the proper method is not 
everything. In the example above, $21,- 
000 is the approximate cost of the goods 
sold during the entire year, but the $5,000 
is the cost of the stock at one time only. 
It is not the avefage cost, and in order to 
get the turnover figure as accurate as pos- 
sible, the dealer must know approximate- 
ly the average cost of his stock during the 
year. This is generally obtained by tak- 
ing the inventory of stock, which usually 
represents the stock at its lowest ebb for 
the year, and adding to it the amount rep- 
resenting the highest stock of the year, 
then dividing the result by two. 

While the average inventory thus ob- . 
tained is not absolutely accurate, yet it is 
fairly so, and when used in the method 
described will give a fairly accurate rate 
of turnover. 

In these days of severe competition, 
every merchant should know as nearly as 
possible his rate of turnover, and that end 
can only be attained by knowing what 
turnover is, and how to figure it. 
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A Business Built of Housewares 


LEASING presentation of his line of mer- 

chandise has helped John Winter, of East 

Orange, N. J., a high class suburban com- 

munity, to build an enviable specialized trade 

regardless of metropolitan department store 
competition 


I’ you were to enter the store of J. Winter, 563 Main 
I Street, East Orange, N. J., vou would see at a glance 

why the women of that discriminating community 
like to trade there. Neatness on all sides makes them 
feel at home. [urthermore, Mr. Winter and his assis 
tant. David Condit, have the right idea of tie-up fer the 
window display 
and interior dis- 
plays. When we 
visited this North 
Jersey store, the 
windows 
tained a display o! 
preserving equip 
ment of all de- 
scriptions, and it 
was a_ pleasing 
one, Step- 
ping inside the in- 
viting doorway, 
we noted imme 
diately to the left 
an unusually 
clever table in the 
form of steps con- 
taining the same 
kind of merchan 
dise being shown 
in the window. 
down to the last 
item. Here is a 
real piece of mer 
chandising. Wo- 
men like that sort 


COl- 


too. 


To the left on entering the store is the 


of a store. shown in 
On. the right 

wall were compartments that made one — think 

of the sections of a Pullman car, the way they 


were divided off. These compartments contained shel\ 
ing carrying glass ovenware, enamelware, gifts, prizes. 
etc. Each section was well lighted and were painted a 
buff color, which has proved to be the most effective for 
the display of this class of goods. The top of these sec 
tions was utilized to display children’s vehicles. 

Down the center of the store, yet enough to one side 
to allow easy access to the rest of the store, were broad 
tables, also painted buff, and carrying nice clean looking 
oil mops that were bright orange color with black metal 
parts. This is merchandising! Dut the very next table 
had another corking idea. Mazda lamp cartons are 
attractive in themselves for the matter of display, but 
Mr. Winter found that closed cartons alone will not sell 
as many lamps as if you fill wire baskets with the lamps 
themselves— out where the shopper’s mind will receive 





a real prod. Thus, a 100 per cent increase in the lamp 
sales of the Winter store. 

The cutlery is displayed at the front of the store in 
a silent salesman show case, soon to be replaced by a 
more modern type of display. Recently this department 
was able to show a greater increase in cutlery sales 
over its regular 
volume than a 
number of stores 
handling the same 
line. The Winter 
store increased 
sales over 900 per 
cent. Asked what 
methods were 
used to obtain this 
increase, Mr. Con- 
dit replied that it 
was achieved by 
suggesting the 
purchase of cut- 
lery to every cus- 
tomer. That 
seems simple in 
the extreme. but 
a suspicion lingers 


e i} that the person- 
Qe , le? ame ality of the men 
o ve who wait on the 
% : = a customers in this 


store had a lot to 


“stepped” table displaying the same goods do with that in- 
the window. crease. 
The trade en- 


joyed by this store is from a high-class home-owning 
clientele, which appreciates the neatly kept, conveniently 
arranged stock of household hardware. The store really 
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specializes in this line of merchandise, augmenting it 
with a comprehensive stock of paints, varnishes and 
brushes, garden tools, etc., which, after all, may well 
be classed as household hardware. 

Mr. Winter has admirably fitted his stock to the needs 
of his particular community, and the store’s service to 
that community has assured his success in conducting 
a cash business for the past twenty years. 

Hardware stores for women as well as for men are 
very rapidly coming to be the popular thing in many 
communities. While the standard type of hardware 
store catering to the needs of mechanics and others in 
need of tools, paints and the numerous supplies are stiil, 
and always will be, necessary, hardware merchants in 
many instances are also arranging their stocks in such 
a way as to make them more inviting to the women. 
They are often better prospects for the second sale idea 
than are the men. Women like to shop around a store 
and they are fascinated by the hundreds of items that 
may be displayed in the housefurnishings department o! 
the hardware store. 

Mr. Winter specializes in household hardware and 
its related lives, but his establishment stands as 


far above the popular idea of a housefurnishings 









This window display cf very good looking kitchen and alarm 

clocks stopped a heavy percentage of passersby. Manufac- 

turers’ display cards and the compelling arrangement of the 
timepieces made a great hit of team work. 


store as an elec- - 


tric light does 
over a candle. His 
presentation o f 
this class of mer- 
chandise comes 
about as close to 
being 100 per cent 
as we have seen it 
come, 

There are spe- 
cial stores dealing 
in antiques, but 
John Winter be- 
lieves in showing 
and selling mod- 
ern merchandise 
to the home mak- 
ers.:0t., Bast 
Orange. Some 
direct advertising 
is done but the 
store’s standing in 
the community 
and the personal 
recomme ndation 
of its customers 
seems to be large- 
ly responsible for 
its ever increasing trade. 

The lesson to be derived here is an important one. 
Among the points to he noted are the elements of 





The broad topped tables are much more effective than narrow crowded ones. 





arrangement and 
color as applied in 
this store. [he 
broad topped 
tables are far 
more effective 
than narrow and 
crowded — affairs 
would have been. 
some stores over- 
look this point, 
greatly to the 
detriment of their 
sales volume. 
There iS elbow 
room, and the 
spirit of helpful- 
ness to the cus- 
tomer does not 
reach the over 
zealous stage, but 
makes “shopping 
around” a_ pre- 
liminary to buy- 
ing. The neat- 
ness and cleanli- 
ness of the win- 
dows and interior 


of the store also play a hig part in the success of the 


establishment. 


There are many hardware stores conducting house 


From streets like 
these in East 
Orange come the 
d is criminating 
shoppers served by 
the store of John 
Winter. That thev 
are continuing to 
come in ever in- 
creasing numbers 
is evidence that 
the methods of 
merchandising used 
by this household 
hardware store are 
well chosen. 


ing primary colors. 
you are showing a blue article, the 
color to use with it would be a com- 
bination of red and yellow— orange 


furnishing departments in connection 
with their regular lines, and the ideas 
that this store has applied can be used 


Many displays both window and 
have been ruined bv the intro 
duction of an unfriendly color, but this 
store sees to it that harmonious colors 
balanced 
used. To find the complementary of 
any color, simply combine the remain- 


arrangement are 


For instance if 


ee 
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UT in Westchester County, north of New York 
City, where I live, there has been a great residen- 
tial building boom. This boom still continues. 
There are a lot of little live wire towns all through the 
county. The merchants in all of these towns have en- 
joyed, and are still enjoying, unusual prosperity. West- 
chester. County is the home of thousands of New 
Yorkers. There are many palatial residences. There 
are splendid automobile roads. Recently I read the in- 
teresting statement that the income taxes paid by those 
who live in Westchester County, New York, were more 
than those in any one of eighteen entire States of this 
country. This will give you an idea of the wealth of this 
one county. 
sk * * ; 
Now, all this sounds very cheerful but there is another 
side to the picture. Westchester County is so prosperous 
that if is next to impossible to get any work done! It is 
just about as hard to get a carpenter or a plumber or an 
electrician in Westchester County as it is to get tickets 
for a popular show in New York. Of course, the gen- 
tlemanly plumbers, carpenters, electricians, etc., never 
work on Saturday. They devote that day to traveling 
around in their Rolls-Royces or their Hispano-Suizas. 
These gentlemen of toil go to work at 8 o’clock, take 
thirty minutes for luncheon and quit at 4.30. A hard- 
working merchant who leaves on an early train in the 
morning and who returns long after dark at night, if 
he desires to meet and converse with any of the gentle- 
men who are doing carpentry or plumbing for him, has 
to take a half day off because they are never on the job 
when the merchant leaves in the morning and they are 
not there when he returns at night. 
* * * 


However, this is all right. We are so happy to get 
anybody to do any work that we never stick at trifles. 
If you happen to need any little job done about the place, 
such as repairing a screen door, putting in a pane of 
glass or stopping a minor leak, you first telephone. You 
find the working gentleman is not at home. His wife 
does not know just where he is—he is “out.” Then you 
telephone on Sunday. Well, on this day he has gone 
motoring “out in the country.” If, by any chance, you 
do happen to find him at home and you make an engage- 
ment for him to do the job at a certain time on a certain 
day, you can just bet your last dollar that he will never 
turn up. Then you start telephoning all over again. 

* * * 


I know there are some men who have a mechanical 
genius and who can do all their home repairs themselves. 
Personally, I am not that kind of a man. Besides, early 
in life I observed that men of this type, who did a lot 
of monkeying around with little jobs at home, never 
seemed to be able to get a raise on their own job down- 


town! 
x * * 


Now, all this airy persiflage leads up to a serious idea: 
Out in Westchester County there are hundreds and thou- 
sands of men who want odd jobs done on their places 
and who want these jobs done quickly. They are willing 
to pay almost any price for the job. I do not mean that 
they wish to have the house painted entirely, nor do I 


ODD JOBS & COMPANY ~— 


By Saunders Norvell 








mean that they desire to build a house, nor do I mean 
that they wish an entire set of new plumbing. What I 
do mean is that they simply wish some odd job done—a 
little painting around the front door ; a plank fixed in the 
porch; a wooden column tightened up where a crack 
shows ; a washer in the faucet; a lock changed on a door. 
These are the jobs that he wishes done qiuckly and on 
which he would not question the price. 
x * * 


For instance, the other,day I wished to have some old- 
fashioned locks taken off certain closet doors and some 
new cylinder locks with flat steel keys put on in their 
place. When I finally got the carpenter, he said: “You 
are a hardware man. I suppose you will go down to the 
retail hardware store, buy these locks and turn them over 
to me.” “Not on. your life!” I answered. “It would 
take an hour of valuable time to buy these four locks. 
In the first place, I would have to stand in the retail 
store and wait my turn. Then, when the dealer recog- 
nized me I wovld have to explain to him just what I did 
mean in my last article. Next, he would want to know 
exactly what brand of cylinder lock I wished and whether 
1 wished an open front or a burglar-proof one. Of 
course, being a hardware man, I would not know, so the 
retail merchant would hunt up a sample board and show 
me the sample on the board. I would pick out what I 
wanted. The retail merchant would go to his stock and 
might learn that he was just out of them. He would 
then politely request me to pick out another lock. He 
would hunt up another sample board and he might not 
have this other lock either.” 

* * * 


Yes, I know what it means. Also, I have my own 
work to do. So I told the carpenter, “No, sir! Not on 
your life! You go to a hardware store and buy these 
locks. Pay whatever price the retail dealer asks. Add 
10 per cent commission for yourself. It is all right with 
me. ; But, for the love of Mike, do the job quickly and 
get it done.” 

* * * 

Let me repeat; there are hundreds of men in West- 
chester County just like myself who are willing to pay, 
who would be delighted to pay, but who are risking the 
immortal welfare of their souls by profanity because they 
can not get anyone to take their money and do the job. 
This picture is not overdrawn. Going to town on the 
train I have compared notes with many neighbors and 
they are all having the same experience trying to get 
little odd jobs done about their places. 

* * * 


Well, the other day while I was over my head in work, 
trying to answer several hundred letters from jobbers 
from every part of the United States, a card was brought 
into my office. It was the name of a little retail hardware 
dealer I used to know out West or, to be correct, I knew 
his father. I went out to the reception room and brought 
this young man into my new and beautiful office that 
overlooks New York Harbor, where steamers from all 
parts of the world are constantly coming in.and going 
out. This young man informed me that he was looking 
for a location for a retail hardware store; could I put 
him next to a good place? 
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“You don’t want to start a retail hardware store,” I 
said. “What you should start is an Odd Jobs Store.” 
“Why, great jumping Jehosophat!” said he, “what is an 
Odd Jobs Store?” “That is a new kind of store,” I an- 
swered, “that is just starting in the United States and 
you are going to open the first one.” ‘What do you 
mean?” he inquired. So I told him about all of our 
troubles trying to get odd jobs done up in Westchester 


large cities. The customers of these small stores have 
jobs in town. They have to rush for trains. They have 
no time to do their own odd jobs. .Why wouldn't it be a 
great idea for a retail hardware store to start an Odd 
Jobs Department? A hardware store naturally knows 
all of the carpenters, plumbers and mechanics of all 
kinds around town. If they do not, they certainly 
should. 


County. 
* * * 

“Now,” I said, “if any 
man would just start an 
Odd Jobs Store and make 
arrangements with certain 
carpenters, plumbers, gla- 
ziers, painters, gardeners, 
etc., to do odd jobs and to 
do the jobs quickly, he 
could make a fortune. He 
would not need an expen- 
sive location on the main 
street. He could arrange 
a sort of shop with tele- 
phones on a cheap side 
street. Most of his busi- 
ness would be done by tele- 


phone. Then, when he is 
properly organized, he 
should start advertising 


the fact that he will not 
paint a house but that he 
will touch up painting; 
that he will not put in a 
job of plumbing but that 
he will fix plumbing ; that 
he will not build a house 
but that he is ready to do 
odd jobs in carpenter 
work. He should secure 
somebody to answer the 
telephone who has just a 
little intelligence ; someone 
who will not leave the 
other fellow waiting and 
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Norvell Says: 


FTER all it is beginning to dawn on 

us in business that we are not deal- 

ing exactly in goods. We are beginning 
to realize that mere buying and selling 
is only a small part of our work. In 
every business, in these modern times, 
we find when this business is analyzed 
that a large part of the business is in 
some form of service. Usually the cost 
of this service goes into the cost of over- 
head and then we wonder why our over- 
head charges are so high. We just have 
not awakened to the fact that in these 
days each one of us is becoming a 
specialist. Every man is doing less and 
less outside of his special line of work. 
For everything except his own work he 
is hiring other people. This very fact 
makes all of us more and more depend- 
ent upon other people and therefore we 
are requiring more and more service. 
While we are asking more service of 
other people in other lines, we also, in 
our particular line of business, are com- 
pelled to give more service to others. 


\ 
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Of course, an Odd Jobs 
Department must be ad- 
vertised. There will be 
some advertising done in 
the local papers. Possibly 
a circular should be sent 
out all over your territory. 
The editor of your local 
paper might (if you ad- 
vertised) be persuaded to 
write an editorial on the 
subject of the new char- 
acter of business—an Odd 
Jobs business. This would 
let people know that at 
last there was some means 
by which they could have 
odd jobs done promptly. 

cS * * 


Now, I really should 
copyright or patent this 
idea, but like an ethical 
physician, I scorn to make 
money out of the public! 
I simply pass out this idea 
free, gratis, for nothing. 
Where is the old, handy 
man that used to live in 
our village when I was a 
boy? I mean that class of 
mechanic who could turn 
his hand to anything. If 
there are any of these 
handy men still left in the 
world, what an opportu- 
nity for them to open up 
There is a fortune in 





forget all about the fact that he is on the phone. “Of 
course,” I added, “don’t hire a foreigner who can’t speak 
English. Here in the United States some of us are 
still speaking the English language.” 

+ * * 

“But,” asked he, “what has all this got to do with the 
hardware business?” “Don’t you see,” I replied, “that all 
these odd jobs will require hardware? They will need 
screens, screen doors, down pipe, locks, hinges—almost 
everything about the place. Of course, in the beginning 
you may not have a stock of all these things and you will 
have to go out and buy them, but you would buy them and 
sell them at a profit. Then, when you found you had 
a steady demand for certain items, you would stock these 
items. Ina short time, as your business grew, you would 
have a pretty good hardware store.” 

* * * 

“My, my!” said my hardware friend, ‘what an idea!” 
I never thought of this.” “No; neither did I,” I an- 
swered, “but necessity is the mother of invention and the 
want of a thing always produces the thing that will 
satisfy the want.” 

* * * 

Then, atiother thought occurred to me about this Odd 
Jobs business, viz., all over this country there are thou- 
sands of small retail hardware stores in the suburbs of 


a one-man Odd Jobs business! 
this idea if it is worked out right. 
ro * * 
After all, it is beginning to dawn on us in business 
that we are-not dealing exactly in goods. We are begin- 
ning to realize that mere buying and selling is only a 
small part of our work. In ,every business, in these 
modern times, we find when this business is analyzed 
that a large part of the business is in some form of 
service. Usually the cost of this service goes into over- 
head and then we wonder why our overhead charges are 
so high. We just have not awakened to the fact that 
in these days each one of us is becoming a specialist. 
Every man is doing less and less outside of his special 
line of work. For everything except his own work he 
is hiring other people. This very fact makes all of us 
more and more dependent upon other people and there- 
fore we are requiring more and more service. While 
we are asking more service of other people in other lines, 
we also, in our own particular line of business, are com- 
pelled to give more service to others. 
* * * 


Here is another discovery that I have made, i. e., a 
large part of modern overhead is service. Every busi- 
ness that is called upon to give extraordinary service 

(Continued on page 109) 























Sei guns are now being oiled and cleaned in readiness for the 
opening of the duck shooting season, and many new ones will be 
purchased from the hardware merchants of the country. Is your 
sporting goods department ready for this demand, with guns, shells, 
decoys and all the other equipment that will be needed when the sports- 
men are headed for the marshes? The business is there—go after it. 
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EVERYBODY’s BUSINESS 


By Floyd W. Parsons 


Air and Its Possibilities 


HIS is the Age of Air. The development of a'r 

travel and radio and processes for getting an 

abundance of cheap oxygen, will not mark the 
end of the story. Out of the atmosphere will come still 
more wonders to amaze 
us. 

Being creatures of land 
and water, it is not sur- 
prising we have given our 
chief attention to the 
earth and its oceans. Now 
we find we must either 
reckon with the air, or 
restrict our advances in 
the field of science. 

Speed in transportation 
has become an element of 
greatest value. There are 
only three media through 
which we can travel, and 
many of the possibilities 
of two of these — earth 
and water—have already 
been exhausted. Fast trains 
on railroads operate on 
about the same schedules 
they did a quarter of 
a century ago. In fact, 
our fastest trains were 
faster years ago than they 
are now. Also through 
the water we seem to be 
approaching the limit of 
our speed accomplish- 


ments. Air travel still of- 
fers unlimited oppor- 
tunities. 


It does not require any large exercise of our imagi- 
uation to visualize an early era when the earth’s oceans 
will be literally bridged with floating landing fields, re- 
pair and fueling stations for air machines, and ade- 
quate accommodations for travelers who would tarry 
on their way. Planes for travel over land will be cheap 
in price due to quantity production, and most of the 
hazards will be taken out of flying. As has always 
been. true in the case of a radical departure in current 
customs, no one is now able to comprehend the full 
effects of such a revolution in life generally. The motor 
car entirely upset realty values and air travel will bring 
#bout another and even more extensive revision of land 
prices. Mountain tops will probably sell at a premium. 

But there is another sort of recognition we must give 
to the great mass of gas that enshrouds the earth. The 
sun’s radiations would be fatal to our bodies if there 
were no atmosphere to intercept and protect us from 





A sandblaster at work 


certain classes of destructive light waves. We would 
be without food to eat if the air did not make possible 
nature’s most fundamental which is the fixa- 
tion of carbon by plant life in every part of the earth. 
We call this process 
photo-synthesis. What 
this really means is_ that 
green plants through util- 
izing sunlight in some 
strange way are able to 
consume for their suste- 
nance and growth the 
small amount of carbon 
dioxide normally in air. 
Although this puzzling 
accomplishment on the 
part of nature has baffled 
man in all of his attempts 
to duplicate the feat, we 
recognize that the possi- 
bilities for future experi- 
ments in this field are 
tremendous. The average 
plant utilizes only one per 
cent of the solar energy 
that falls on it. Suppos 
ing we should find a way 
to increase this efficiency 
even in a small way, the 
result in food ‘production 
alone would be of un: 
measured value. It was 
proved conclusively dur- 
ing the war that plant 
erowth can be greatly ac- 
celerated and the final 
yield increased by adding 
carbon dioxide to the surrounding air. The results are 
even more favorable when at the same time we also 
supply high temperatures and greater light intensity. 
The final outcome of this line of research will be 
farming methods enabling us to produce cereals, vege- 
tables and flowers in a fraction of the time now re 
quired for such plants to reach maturity. Recent ex 
periments with combinations of daylight supplemented 
with high-intensity artificial light, providing 24-hour 11- 
lumination, proved beyond doubt that under such con 
ditions many plants can be grown from seed to maturity 
in a remarkable short time. Spring wheat has been 
brought to maturity in 35 days by using this method. 
But not all varieties of plants will stand up under 
the strain of constant growth. When the tomato is put 
on a 24-hour schedule, it wilts and dies in about two 
weeks. Twelve hours of daylight wit hsix hours of 
(Continued on page 106) 
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Beginners 
HOULD 


not work too 
carefully, but 
go ahead bold- 
ly making ver- 
tical, horizon- 
tal and half 
round strokes 
before at- 
tempting to 
copy the letters 
on the plate 
shown here. 
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A Complete Instruction Course 


Show Card Writing 


By Joseph Bertram Jowitt 


Chapter VI—Single Stroke Roman 


NLY the most skilled at show card writ- 
ing should ever attempt any fancy let- 
tering or scroll work of any kind. The 
plainer the letter the easier to make, 
and the easier to read. This single- 
stroke Roman alphabet is an easy alpha- 
bet to learn if the beginner will study 
the single stroke composing each letter. 
/é The small arrows point the direction of 
each stroke and the numbers, 1, 2, 3, 4, 
The card measures 14 x 22; the caps 





their sequence. 
are 3¥% in. high. 

The first stroke taken in making the capital letter E 
was the exact width of a number twelve red sable 
brush dipped in the ink and worked out flat fan shape 
to a chisel edge, starting almost on the top pencil guide 
line and removing brush when within an eighth of an 
inch of the bottom guide line. To make the horizontal 
strokes 2, 3 and 4, the brush should be rolled and shaped 
to a round point. It will then make the -horizontal or 
thinner strokes the correct thickness. 

The nibs, which are sometimes called “spurs” (see 
illustration on plate), are made with short brush strokes 
the direction the arrows point. The lower case letters 
e, f, g, h, i and j should be three-quarters the height 
of the capitals. The letter e being made entirely within 
the body guide line. The letters f, g, h and i extend 








above the body guide line, the letters g and j, below. 

The three first fingers should be held together and 
move as one, holding the brush at a slant. The hand 
should be so raised that the three first fingers pass back- 
ward and forward over little finger, the first joint of 
which rests on card to steady hand. Letters which are 
higher than three inches and require a sweep must be 
done freehand, as the little finger, if used as a rest, would 
be in the way of the brush sweep. 

Do not try to make all these letters the same width. 
The letters which should be wider than the others are: 


aS) Have YOU Tried 


Alabasie 


The Sanitary 
Wall Coating = 
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Arnins || “2 
Household Kit 
NO {I- 


A real 
utility kit 
for the 
home ~.. | 


r @- 


Capitals A, C, G, M, O, G, M, Q and W;; the narrowest 
letters are: I, J, L, F, E, B and R. 

Too much cannot be said as to the importance of 
properly sketching or roughly laying out a show card 
before attempting to do any lettering. The old saying, 
“A thing well begun is half done,” may be well applied 
to the preliminary show card work. The proper course 
to pursue in laying out a card is first to mark off a 
liberal margin of one or two and one-half inches all 
around the card (use yard stick and pencil making faint 
lines). The next step is to draw an upright line through 
the center of card, this will act as a guide in dividing 
letters equally and balancing words on card. Next, 
decide on how many lines of lettering you wish to write 
on card, then draw the required amount of horizontal 
spaces, sketch the lettering out very faintly in these 
spaces, then trace over, making the necessary single- 
strokes with a red sable brush. Art gum, which may 
be purchased in most stationery stores for ten cents, 
should be used to erase lead pencil lines after work is 
finished. 

The “cuts” on the cards shown in this article were cut 
out of the advertisements in the pages of HARDWARE 
AcE The show cards are 14 x 22 in. (half-sheets). Some 
pains must be taken, however, in the selection, cutting 
out, and pasting on of pictures so that they will convey 
the impression that they were designed purposely to 
exploit the merchandise advertised on the show cards. 

Use a pair of small scissors or the point of a sharp 
pen knife in cutting out pictures, keeping close to the 
outline. When finished the picture will appear as if 
painted on the card. The grey color scroll work around 
the picture also makes the show card more attractive. 
(In a future article the writer will describe how this 
scroll-work is executed. ) 


The Necessary Equipment for the Beginner 


In purchasing supplies the beginner is fortunate in 
needing but few tools to commence with. The best brushes 
are the cheapest in the end, and these should be made of 
pure red sable hair. For the benefit of those who are 
not able to purchase the following supplies in their own 


PAINTS 


He. 


Varnishes, 
Enamels, 


Stains, ~~ 





Disston — 
Lightweight 


Lightweight 
Narrow Blade 
Perfect Balance. - 











town, the writer will furnish the names of the show 
card supply house nearest to them. 

The following sizes in red sable brushes are to be 
recommended : 

One each, Nos. 6, 10 and 12, round red sable “Riggers.” 

One each, %-in., 3%4-in. and 1-in. flat single-stroke 
red sable brushes. 

One two-ounce bottle of each of the following show 
card water colors: Black, white, red, green and blue. 

One two-ounce bottle of gloss-black for pen lettering. 
(If this becomes too thick -_ a very little water.) 

One dozen each of Nos. 1, 2, 3 and 4, round writing 
or lettering pen points (these ‘pen points will fit in or- 
dinary pen holder), one small piece of art gum (a 
specially prepared composition for erasing dirt or lead 
pencil marks from cardboard or other surfaces). 

With some paper to practice on, a yard stick, or some 
straight-edge of some kind to rule, with, the beginner is 
now equipped to nfake his first attempt at show card 
writing. 

How to Hold the Brush 

Hold the brush in the same manner as you would an 
ordinary pencil (just imagine you have a lead pencil in 
your hand instead of a lettering brush). If the beginner 
finds his hand shakes too much, as it is likely to do at 
first, in making the circular strokes, elevate the wrist 
by resting it on a small block of wood or a small book 
about one inch thick. 

It is better to work on a slight incline, as this will 
give you a better perspective, although some prefer a 
flat surface. Have the brush well “charged” with the 
color you are working in. After dipping the brush in 
the ink work it back and forth on a piece of paper. This 
will prevent any dripping and help to distribute the 
color evenly in the “heel” of your brush. 


Single Stroke Method Defined 


The term “single stroke” does not mean that each let- 
ter is completed by just one stroke of the brush, but that 
each individual part of a letter is made with one sweep 
(as the arrows indicate on the plate shown here). 
Some letters may take three, four, six or eight single 
strokes to complete. 
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Herman W. Morse and his son, Walter, who 
attract trade from miles distant by their 
expert handling of their toy business. 


IN years ago Herman W. Morse a hard- 
ware merchant of Meriden, Conn., de 
cided that a toy department would be 
the most potent drawing card for his 
store, just opposite the railroad station 
and directly around the corner from the 
town’s main business thoroughfare. Often 
he had read Emerson’s rat trap theory. 
and while he had no doubts that honest 
and intelligent service would bring people not only to 
his door but actually into the store to buy, he also re 
alized that they must know about the store and the 
wares and service it offered. Toys looked like a good 
drawing card and that’s how the department was started 
on the second floor. 

Today this particular hardware store toy department 
is recognized as the largest between Boston and New 
York. Its annual sales run between $17,000 and $20 
G00. The well assorted stocks cover the entire second 
floor. Open display tables are used for all lines except 
higher priced dolls. Every item in the department is 
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Here is the top floor of the Morse store in 
Meriden, Conn., where the merchandising of 
children’s playthings is practised as a fine art. 


Connecticut Yankee 


Courts the Kiddies 


Herman W. Morse of Meriden, Conn., has 
the largest hardware store toy department 
between New York City and Boston. His 
toy sales run between $17,000 and $20,000 





price marked and related goods are grouped together. 

Several signs about the store invite you to “Toyland” 
on the second floor. A center window always displays 
toys and a large electric advertising sign reads “TOYS” 
and may be seen for several blocks. The Morse newspa- 
per advertising features toys frequently. So complete has 
heen the merchandising of toys, that Herman Morse 
is recognized for many miles around as “the authority” 
as well as “the dealer” in children’s playthings. People 
come to Morse from Waterbury, Wallingford and other 
neighboring towns for toys. 

Recently the staircase leading to the second floor was 
put at the rear of the store, obviously to make people 
see the hardware and houseware lines displayed on the 
first floor. The stair at the rear gives them two goo | 
looks and naturally results in extra sales. Previousl 
the stair was near the front door and some customers 
interested primarily in toys would go directly upstairs. 
This partly defeated Morse’s original idea about selling 
toys, so he made the change and has found it one of his 
best moves. 
























After the third year the toy department ceased to 
be a Christmas beehive during December and merely 
an advertising medium for the other eleven months. 
Herman quickly sensed an all year market, and today 
finds toys selling every day in the year. He says there 
is always a birthday or perhaps a sick child to be re- 
membered and for such purposes nothing but toys will 
do. 

In the different toy groups there are price classifica- 
tions clearly indicated. Among the games there are two 
25 cent tables, two 50 cent tables, one 75 cent table and 
two tables, feat-ring games at one dollar or more. Among 
the mechanical toys there is a definite price classi- 
fication and the Morse displays are governed accordingly. 

Herman's son Walter recently took charge of the 
toy department and will, it is rumored, soon put the old 
man to shame. While we were waiting to see Walter 
a lady and child entered. They were interested in an 
article which sold for $1.25 per pair. The lady de- 
murred, claiming the price was too high. Walter offered 
her a similar item at 60 cents which was sold. The 
lady received the same attentive courtesy which would 
have gone with a much bigger sale. She showed a sud- 
den inclination to look around, and was encouraged to do 


Children Come to 

This Toy Depart- 

ment Unaccom- 
panied 


Although most parents 
accompany their chil- 
dren when purchasing 
toys, children unac- 
companied ere treated 
with the same courtesy 
and respect that is ac- 
corded their parents. 
Walter Morse seems to 
be an expert at this 
kind of salesmanship, 
and he is known 
throughout Meriden as 
the children’s friend. 


HARDWARE AGE for OCTOBER 13, 1927 


so. The child spotted a scooter, touched it nervously 
and Walter smilingly said “Go ahead son try it.” The 
hoy did try it. His mother asked the price, which was 
$15.00. She thought a moment and said “I'll take it. 
It will be very handy at our summer place.” 

This little episode is one more argument proving that 
courtesy is a potent sales factor particularly with the 
fair sex. Some alleged salesmen might have displayed 
contempt at the customer's unwillingness to pay $1.25 
for the first item and might have shown obvious dis- 
pleasure at the reduction of the sale to 60 cents, and 
in showing the displeasure would have hastened the 
customer's exit and lost the $15.00 sale. 

Then came two little shavers, one with a five dollar 
bill clutched tightly in hand. They wanted to see a 
toy derrick which sold at $4.25. They looked it all 
over, tried the mechanism, at the friendly urging of 
young Morse and then said they would take it. Before 
closing the sale Walter asked, “You are sure you like 
that derrick and you are sure your mother will like it?” 
The kiddies were very sure and said so several times. 


(Continued on page 108) 





Note the wide aisles in 
this remarkable toy 
department which per- 
mit the youngsters to 
get the feel of a toy or 
vehicle, making the sale 
much easier. An im- 
portant poirt to note 
is that price cards are 
used throughout the de- 
partment. Higher 
priced dolls are. dis- 
played in ¢lass cases to 
prevent unnecessary 
handling, but the lower 
priced ones are shown 
on open disnlay tables. 
This is the largest toy 
department between 
New York and Boston. 
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The Evolution of Light and the Lamp 


7 By O. Sacksteder, Jr. 
General Manager of the Aladdin Manufacturing Co., Muncie, Ind. 


66 ND God said, ‘let there be light’ and there was 
light. And God saw the light that it was good; 
and God divided the light from the darkness. 

And God called the light day ; and the darkness He called 

night. And the evening and the morning were the first 

day.” 

The significant phrase of the above quotation, as ap- 

plied to the question of artificial lighting, is “And there 

was light.” Not alone the light of the sun by day nor of 
the moon by night, but the potentiality of light by day 
or night, to be produced by man as he wills. 

How primitive man first came into possession of fire— 
artificial light—is of ttle import. The fact remains that 
either from the fall of a meteor from heaven, overflow 
of lava from the bowels of the earth, or from a spark 
struck out during the manufacture of his primitive im- 
plements, with its comforting warmth for the body and 
the flickering glow of light which was. to be the first 
stepping stone in artificial illumination. 

That man valued highly this gift of God is shown by 
the mythology and songs of all lands. “Greek mythology 
elevates the fire bringer to the dispenser of light in a 
spiritual sense, while the Romans worshipped Vesta as 
the Goddess of the Hearth and also of sacrificial fires, 
and in honor of the birth of light the eternal fire was 
guarded by Vestal Virgins.” 

For a long time the fire on the hearth served at the 
same time as a source of light; among the Eskimo no 
other artificial light is known at this present day. First 
came the flickering kindling wood pan, then resin and 
pitch fagots, then reeds covered with wax, pointing to 
the separation of heat from light, which was nearly ac- 
complished in the lamp of the ancients and the taper 
of the Middle Ages. 

It is interesting to conjecture in just what manner 
primitive man developed the oil burning wick lamp. In 
all probability, a bit of glowing bark or splinter from a 
blazing log dropped into the fat dripping from the roast- 
ing animal and man, quick to see the advantage of the 
feeble flame, fashioned for himself rude, shallow stone 
or clay receptacles with a funnel for the filling—a reed 
for the wick and olive oil for the illuminant. This crude 
lamp was the forerunner of the more shapely bronze and 
stone lamp of the Egyptians and Greeks; nay, it was the 





forerunner of the wrought iron, fish-oil burning Betty 
lamp of our Pilgrim forefathers, the Franklin lamp of a 
little later date and of the kerosene lamp of our grand- 
father’s day. 

In dim antiquity the Medes, Persians, Assyrians and 
Egyptians illuminated their streets and temples with 
luxurious prodigality, often having the streets lined with 
rows of stone and bronze vases, with a capacity of as 
much as 100 Ib. of oil, and burning a wick 3 in. in 
diameter. 

A step in advance was taken when our forefathers. 
developed the making of candles. The principle is the 
same as in the oil lamp of the ancients—the oil in the in- 
stance of the candle being in a solid form. The lamp 
was further improved in the eighteenth century by the 
invention of the hollow wick and the lamp chimney ; 
though it needed the substitution of kerosene for olive 
oil and rape seed oil to bring the oil lamp up to its 
present day efficiency. 

There are those of us who can remember when our 
houses were first piped for illuminating gas, and with 
what joy we hailed that feeble, yellowish flame as absolute 
perfection in the matter of lighting. Then the Welsbach 
burner with its more agreeable glow became the next 
improvement, only to be superseded in time by the car- 
bon lamp of our early days of electric lighting. 

What a change has come about since the electrical 
wizard, Thomas A. Edison, has made it possible for us 
to illuminate our homes by pressing a button. We no 
longer seek for the glare of a harsh, bright light but 
rather do we choose to beautify our homes by our light- 
ing equipment. We seek to have harmonious and effi- 
cient illumination by. placing beautiful lamps just where 
we want them; a floor lamp’s soft glow beside the piano ; 
a bridge lamp to throw the light upon our magazine when 
we drop into our comfortable reading chair. Upon the 
writing desk, in the boudoir, in the babies’ room, we 
solve the problem of beautiful illumination by placing 
soft shaded lamps at the psychological and strategic 
points. 

“And God said, ‘let there be light,’ and to man he gave 
the power to extract it from the elements of the universe, 
that he might illuminate his pathway through life—‘“‘And 
there was light.” 


Verified Retail Store News Notes 


A. M. Griffen Co., 119 E. Front St., Plainfield, N. J., will move on 
April 1, 1928, to 24-34 Somerset St., Plainfield, N. J. 

Mason City Hdwe. Co., 8S. Federal Ave. and 2nd St., Mason City, Iowa, 
will soon move to Manley Bros. Bldg. 

McLane-Schanck Hdwe. Co. has succeeded Harshaw-McLane Hdwe. Co. 
in Linesville, Pa. 

L. L. Fleischman, 8006 5th Ave., Brooklyn, N. Y., has moved to 8011 
6th Ave., Brooklyn, N. Y. 
— & Shaw have succeeded Gaylord & Ostrander in Stockbridge, 

ich, 

Muller-Raymond Hardware Co., 402 Navarro, San Antonio, Tex., has 
succeeded Schmid-Raymond Hdwe. Co. 

Boatwright & Henderson of Harlingen, Texas, have taken over the 
store of Farmers Hdwe. Co. . 


Peter Dina, formerly at 2941 W. 63rd St., Chicago, Ill., has moved to 
29438 W. 68rd St., Chicago, Il. 

Lee’s Hardware & Implement Store planned to open about Oct. 1, at 
Malvern, Ark. J. W. Lee is proprietor. 

Morgan Hardware is the name for the former business in Azusa, Cal., 
run by August Morgan. 

S. N. Van Dusen & Son, 651-D St., Chino, Cal., has bought the La 
Verne Electric Co. of La Verne, Cal., but will still continue business 
under that name. 

William Healy opened a retail store on First St., Claremont, Cal., on 
Sept. 1, 1927. 

Churchill & Cassou of Escondido, Cal., are the successors to Robertson 
and Cassou of that place. 
on en has purchased the business of F. G. Hodges in Harbor 

ity, Cal. 
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/ HIS corner of 


the sporting goods 
department of the 
Erie Hardware 
Co., Erie, Pa.. 
shows how small 
space may be util- 
ized for display. 


Ask for Henry! 


That’s What the Sports Enthusiasts Do When They Come to 
Erie Hardware Co. for Athletic, Hunting or Fishing Equipment 


ENRY YUNKER has become a_ vital 
factor in the athletic, hunting and fishing 
activities of Erie, Pa. As manager of the 
sporting goods department of the Erie 
Hardware Co. he has carved for himself 
and the firm a very definite and profitable 
niche. He can tell them where to fish, 
hunt or play any particular outdoor game, 
sell them the proper equipment, give data 
on game and fish laws and advise accurately on the care 
of all such equipment. He takes apart quickly and with 
skillful ease the intricate parts of firearms, and fishing 
reels and as quickly and easily reassembles or adjusts 
these pieces. Ballistics he has studied earnestly and 
is now able to select the proper ammunition for all 
kinds of hunting and explain his selection in simple 
language so that the consumer may also appreciate the 
reasons for the different gun loads. 

James Saint the owner and manager of the store has 
given Henry full swing in the sports department and 
tells us that this young man’s reputation has spread all 
over the city. Frequently strangers come in and ask 
for Henry. Some friend has advised this procedure as 
a sure way to get the proper equipment. Two friends 


activities in lr 


‘ 
may plan a hunting or fishing party. One mentions a 
need of a new gun or reel, perhaps a jacket, boots or 
some other necessary article to make the proposed trip 
a success. His friend who has already visited the Erie 
Hardware Co. and is wise to the company’s excellent 
service and stock on sporting goods will say “Go down 
to the Erie Hardware Co. and ask for Henry. He will 
fix you up with exactly the right thing, give you a few 
pointers and tell us just where to go and whats doing.” 
\nd that is the way it works. “Ask for Henry” is 
on the tongue tips of many Erie sportsmen. 

Mr. Saint. himself a real merchandiser, is very proud 
of Henry Yunker. He has a right to be for this de- 
partment’s sales pass the $25,000 mark every year. 
Henry's limited spare time prevents him from indulg- 
ing in all of the hunting, fishing, football, baseball, basket 
hall and gym work which might be desired but he does 
find time to study these sports. He is conversant with 
i¢ and knows who is playing, who is win 
ning and in general is well posted on sports. 

He makes personal solicitations to teams, clubs. 
schools, gyms, and other group buyers of sporting equip- 
ment. His stock includes everything for hunting or 
fishing, football goods, gym equipment, golf goods, 
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baseball outfits, in fact Henry can fix them up in line 
of sports. 

Though Mr. Yunker makes a special bid for the team 
buyers on football equipment he doesn’t forget the in- 
definite number of youngsters who form scrub teams 
to play in empty lots or wherever they may find some 
room. These little fellows don’t have the money to 
buy complete outfits, but take about six of them and 
between them there is a sale of a football, at least one 
head guard, a couple of nose guards, shin pads, jersey 
or the football shoes. They get the same treatment and 
helpful, friendly advice as the man buying for an entire 
squad. A week or two later one of the boys may have 
a little more money to spend and directly to Yunker he 
goes to buy an additional item in the football line. 

Shinny is fairly popular among the boys of Erie. 



























The Fall Season Brings In- 
creased Sports Activity 


With the schools at the height of 
their athletic enthusiasm, the hard- 
ware merchant mey do a little cheer 
leading on his own account. With 
basketbali, football and general field 
and gymnasium sports in full swing, 
it will be a most satisfactory season 
for the sporting goods department 
that gets out on the “forward line.” 


Here is an excellent example of a 
window trim for the fall sporting 
goods display. It embraces the many 
lines without becoming a_ confusing 
collection of unrelated items. It is 
sure to arrest the attention of anyone 
even remotely interested in sports, 
both indoor and outdoor. Note the 
effective cutout used here. 


They need roller skates, shinny sticks, and a puck. Some 
of them have the money to buy a pair of shin guards 
Whatever their financial status Henry gives them care 
ful attention and wins their friendship. As he says, 
in a few vears those boys will be working. They will 
continue to play the games of their childhood days, and 
will probably have the necessary money for more com- 
plete outfits. If they were treated right before the Erie 
Hardware Co. will gain the business later on. 

The indoor athletic season opens soon. There will 
be a large market for gvm suits, sneaks, indoor basebail 
eoods, basketball nets, basketball suits, boxing gloves. 
striking bags, wrestling mats, dumbells, exercisers, 
weight pulling machines, and megaphones. The foot- 


ball season is about here. Basketball starts soon. Golf 





continues active and the real devotees of tennis and 
baseball will keep on playing even though the big league 
fellows may have ended their season 

lev in. their 
sports. The hardware merchant has a gold 


Americans spend a lot of time and moi 
en oppor 
tunity for profitable sales in supplying the necessary 
sporting goods. The individual players will be best 
atiracted by window displays, newspaper advertising 
appropriate letters and of course will come to your store 
more quickly if someone in charge of sport goods has 
some local reputation for knowing the line. The team 
buyers should receive very special attention. — Get 
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acquainted with those in charge af obtaining equipment 
for | teams. ‘Learn their needs and*bid in on this 
busin It runs into real money, is a good clean line 
and has profits to attract your best merchandising 
abilities. 

One of the most effective yet simple means of adver- 
tising your sporting goods department is by the means 














SCHEDULE 
SEWICKLEY HIGH SCHOOL Foot BALL TEAM Prev 
Sepremper - 30 CRAFTON = - .. AT Howe, Sh V4, 
Octoser - 7 AMBRIDGE - At AmsRioce Nig 
Octoser - 14 BEN AVON - AT Home 
Octoser 21 BELLEVUE - Ar Beievue 
Ocroser 28 BEAVER At Home 
Novemser. 4 - \GRBYALON AT AvALon a 
Novemeen - 10 “DOR MONT A¥'Doruont 
Novemser - 16 COnacpous «2+ = AT Home 
E. J Grav, Heao Coscu JOHN MCELWAINE. StuvenT Manacee 
Rosert THOME. Ass'r. Coacn KEWNETH JOHNS. Cartan 
ie 


Rresinisinien 


of an attractive schedule card bearing your advertising 
on the reverse side. During the baseball season a card 
showing when and where your local school or club 
teams play, will be an efficient reminder of your store. 








During the football and basketball seasons the same 
practice may be followed. You can hav@*one séf@of 
cards for schools and another for clubs. They are not 
expensive, will be greatly appreciated, and carried in 
the pockets of prospective customers during the partic- 
ular season for which they are intended. 

The sample football card shown here is used by Hegner 
Hardware Co., Sewickley, Pa. This card, printed on 
aluminum sheet, is very novel, indestructible and handy. 
It is calling card size and carries the Sewickley High 
School football route on one side and the store adver- 
tising on the other. Frank A. Hegner, president of the 
Pittsburgh Retail Hardware Association and a_ well- 
known convention participant, very wisely included the 
names of the school’s head coach, assistant coach, team 
manager and team captain. This simple appeal to the 
pardonable vanity of these four executives is a thought- 
ful acknowledgment of their efforts and helps create a 
little additional good will. + 

With the present practice of radio broadcasting im- 
portant sporting events it would pay to have a radio re- 
ceiver and power speaker in some convenient place to give 
the public the benefits of the radio reports. Score sheets 
in your windows with current reports on games and 
fights will also help. Lyford Hardware-Sporting Goods 
Co., Torrington, Conn., do this for the World’s Series, 
fight events, important football games, etc. This store 
also publishes advertising score and schedule cards for 
football, basketball and baseball. 


Erie Hardware Co. Vehicle Merchandising Plan 


Embraces Both Sexes and All Ages 


HEN the Erie Hardware Co., Erie, Pa., displays 

or advertises vehicles an appeal is made to boys 
and girls from four to forty. Like all good hard- 
ware stores, the stock includes everything from a kiddie 
kar to a bicycle for both sexes, with scooters, juvenile 
automobiles, velocipedes, tricycles, etc., in between. As 
manager and owner James Saint says too many hardware 
merchants remember only the smaller children when fea- 
turing vehicles. The complete merchandising plan 
should certainly include items for all ages. When the 
child outgrows the kiddie kar stage he is ready for a 
scooter, pedal car and a little later for a three-wheeler, 
automobile and then a bicycle. If these several numbers 
are displayed together the progress of the child will 
result in successive sales in the vehicle department. A 
window display such as the one shown here reminds the 
parents of this progress in the child’s vehicle require- 
ments and suggests the Erie Hardware Co. as the source 
of supply in each step upwards. 





HE Erie Hardware Co., Erie, Pa., is well 
known for its window displays, and the 
one pictured here is one of the reasons why. 
The whole line of vehicles is represented 
here, commencing with a kiddie kar and top- 
ping off with a high grade modern bicycle. 
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The children’s department of the Phillip Gross Hardware Co., Milwaukee, located on the mezzanine floor and near the toy 
department, but not a part of it in any way 


This Children’s Department 
Brings Women In The Store 


Phillip Gross Hardware Co., Milwaukee, Wis., have 
brought more trade to their store as a result of the 


interest of children and their parents. 


A good idea 


well applied 


N the face of ever increasing competition, hardware 
dealers are finding it more imperative than ever to 
maintain attractive store displays of their merchan- 

dise and then use every effort to induce people té visit 
the store. It is especially desirable to bring women 
into the store as they are naturally shoppers and will 
look around more and in addition do more of the house- 
hold buying than do men. 

With these facts in mind, the Phillip Gross Hardware 
Co., Milwaukee, has recently established a “Children’s 
Department” in an effort to interest younger boys and 
girls in the store and incidentally bring them in together 
with their mothers. The new department is located on 
a mezzanine floor adjacent to the regular toy depart- 
ment but it is not a part of the latter in any way. The 
stock consists principally of children’s educational desks 
and also includes some children’s toys and wheel goods. 

The particular line of educational desks handled by 
the Gross store have always before been sold by house- 
to-house canvassing by the manufacturers. The agree- 
ment between the hardware store and the manufacturer 
is largely an’€xperiment on both sides but up to date 
it has worked out exceedingly well. Naturally the store 
can carry on the floor all of the various sizes and types 


of these desks while the canvasser could carry only one 
and that is a decided advantage to the manufacturer. 

From the standpoint of the store the sale of the desks 
themselves has proved satisfactory and the new depart- 
ment has acted as a direct stimulant to the regular toy 
department and indirectly has helped other sections of 
the store by bringing women into it. 


“‘What Time Is It?” 


The retail hardware dealer can answer this oft re- 
peated question and improve his reputation for depen- 
dability, by supplying dependable time as a sideline to 
Gependable merchandise. Many dealers have installed 
clocks in their show windows. Some prefer to hang 
them on the side wall where they will be visible to the 
interior as well as the street. Others have found that 
placing a clock in the center of the window facing the 
street, causes many people to stop to set their watches, 
incidentally looking over the display. 

“Set your watch by the hardware clock,” will become 
a slogan in the community where a dealer is known by 
the time he keeps. 
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Baird Hardware Co., of Gainesville, Fla., are now moving items 

that were formerly inactive, and store has become the pride of 

Gainesville. Greater turnover with smaller inventory is 
achieved with new equipment 





S. McK. Mixson, Secre- 
tary and Manager City 
Store 


VER since the Baird Hardware Co. installed present name. Last spring the officers of the company 

modern fixtures in its Gainesville, Fla., store, many decided that the old time equipment and methods would 

items formerly classed as “inactive” have had a no longer successfully meet the present day demands 
satisfactory sale and there has also been a marked in- and so decided to remodel and reorganize the store. The 
crease in the number of women customers. ‘These two new store was planned, systematized and sampled by 
successful factors have more than repaid the company the Duluth Show Case Co., Duluth, Minn., who also 
for the investment in new equipment. The company — supplied the new fixtures. Department signs, suspended 
has also been able to increase the gross volume of busi- rom the ceiling, serve a double purpose. They save the 
ness, giving a better rate of turnover on a smaller in- customer's time and eliminate the bother of asking the 
ventory. salesmen where certain merchandise is kept. They also 

In 1890 I. Baird founded the business as E. Baird act a8 continual reminders of the various lines carried. 

& Co. and ten years later it was incorporated under the The heavy hardware and the wide variety of stock 




















carried, presented a problem in housing. It was met 
quite successfully by placing the wall cases away from 
the wall, leaving space for an aisle and stock shelves 
behind the cases. Surplus stock and some of the hard- 
ware items are stored on this shelving. These wall 
panels are only seven and one-half feet high, placing 
every item within easy reach and eliminating ladders. 
On top of the cases are displayed juvenile vehicles. 
There are handsome glass display cases for cutlery, etc . 
display tables for household hardware, display doors for 
tools and builder’s hardware and special cabinets for the 
sporting goods. The equipment throughout the store 
has been kept at a low height so that an unobstructed 
view can always be obtained. 
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These photos show the interior of the Baird Hardware Co.'s 
store at Gainesville, Fla. Note the open display arrange- 
ments and the general accessibility of the many departments 


The Baird Hardware Co. is one of the show places 
of the city. Quite frequently visitors are brought to 
the store. The people of Gainesville are proud of it and 
take a keen interest in its success. Both a retail and 
wholesale business is conducted. 

The officers of the company are: E. Baird, president 
and founder of the business C. A. Pound, vice-president 
and general manager, and S. McK. Mixson, secretary 
and manager of the city store. Mr. Pound and Mr. 
Mixson have been with the company since 1908. 


Help Customers to Help Themselves 
Says Tom Scally of Stockton, Cal. 


“If they won’t come to me,” he says, “I believe in going 
to them.” People like to help themselves and ‘anything 
that interferes with this is not good merchandising 


OM SCALLY, Stockton, Cal., is a hardware amer- 

chant who believes in anything that helps customers 

to help themselves. Consequently, he is going to 
use open displays from now on. 

“Both from the point of view of the customer and of 
the clerk,” Scally says, “the open display is the vogue 
today. The customer likes to wait on himself or her- 
self, especially when they have grown used to doing so 
in five-and-ten-cent stores and department stores. The 
clerk often dislikes to disarrange a display in an old- 
fashioned glass display case which he has taken a good 
deal of pains arranging, and he doesn’t like to have to 
walk behind it, sometimes a long yay down an aisle to 
get behind the counter, in order to open it up to take 
out some item that a customer may want to examine. 

“People like to help themselves and anything that in- 
terferes with this is not good merchandising.” 

Scally also believes in sidewalk displays. He thinks 
that the average city street has so many distractions that 
lots of people don’t bother about looking into display 
windows, 


Ile got his idea about sidewalk displays from second 
hand book stores. He noticed that ‘lots of people passed 
by the book stores that only had window displays, but 
that most of the second-hand shops had sidewalk dis- 
plays which caused people to stop to examine the mer- 
chandise openly offered for their attention. 

He tried it with some of his own merchandise and 
found that it worked; that whereas few people stopped 
to look into his windows, many stopped to examine his 
sidewalk displays. They have increased the number ot 
people who enter his store and have accelerated his 
stock turn. 

Mr. Scally says that he is not afraid of losing much 
by having petty thieves take merchandise from his side 
walk bins. In the first place he or a clerk keeps a weather 
eye open for just such things, and in the second place 


the prominence of the displays lessens this danger. Ile 
savs he can afford to lose a little anyhow because he 
sells so much more as a result of putting the goods outside, 


“If they won't come to me,” he says, referring to cus- 
tomers in general, “I believe in going to them.” 
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AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Convention, Atlantic City, N. J., Oct. 17, 18, 19, 20, 
1927. Headquarters, Marlborough-Blenheim Hotel. 
Charles F. Rockwell, secretary-treasurer, 342 Madison 
Avenue, New York City. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 

CALIFORNIA RetTaAiL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 14, 15, 
16, 1928. LeRoy Smith, secretary, 112 Market Street, 
San Francisco. 

IpAHO RetaiL HarpwarE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

Itttnois RetaiL HARDWARE ASSOCIATION CONVEN- 
TION, February, 1928, definite date and place of meeting 
to be announced later. Leon D. Nish, secretary, 14-16, 
No. Spring Street, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Jan. 31, Feb. 1, 2, 3, 1928. 
Convention headquarters, Claypool Hotel. Exhibit will 
probably be held at the Cadle Tabernacle. G. F. Sheely, 
secretary, 911 Meyer-Kiser Bank Building, Indianapolis. 

Iowa RetatL HARDWARE ASSOCIATION CONVENTION 
AND Exuisition, Des Moines, Feb. 14, 15, 16, 1928. 
A. R. Sale, secretary-treasurer, Mason City. 

Kentucky HARDWARE & IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Seelbach Hotel, Louis- 
ville, Jan. 17, 18, 19, 20, 1928. J. M. Stone, secretary- 
treasurer, 202 Republic Building, Louisville. 

Louts1ANA RetatL HARDWARE IMPLEMENT AsSO- 
CIATION CONVENTION, New Iberia, June, 1928, exact 
dates to be announced later. S. H. Sale, secretary, 
Shreveport. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 

MississipP1 RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND Exursition, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 

Missourt Retail HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

MounTAIN STATES HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Denver, Colo., Jan. 17, 18, 19, 
1928. Place of meeting to be decided later. W. W. Mc- 
Allister, secretary-treasurer, P. O. Box 513, Boulder, 
Colo. 

NATIONAL HARDWARE ASSOCIATION CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 1927. Headquar- 
ters, Marlborough-Blenheim Hotel. George A. Ferniey, 
secretary-treasurer, 505 Arch St., Philadelphia, Pa. 

NaTIONAL Retart Harpware ASSOCIATION CON- 
Gress, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 


” ‘Coming Hardware Conventions 


40 


New EncLtanp Harpware DEALERS ASSOCIATION 
CoNVENTION AND Exuisition, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Omaha, Jan. 31, Feb. 1, 2, 3, 1928. Headquarters 
to be announced later. George H. Dietz, secretary, 414- 
419 Little Building, Lincoln. 


New York STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Rochester, Feb. 7, 8, 9, 10, 1928. Hotel 
headquarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary, 
City Bank Building, ‘Syracuse. 


Ou1o Harpware ASSOCIATION CONVENTION AND 
ExHIBITION, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 
Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bldg., 
Oklahoma City. . 

Orecon Retart Harpware & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Portland, Jan. 31, Feb. 1, 2, 
1928. E. E. Lucas, secretary, Hutton Building, Spokane, 
Wash. 

Paciric NortHwest HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26, 
27, 1928. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Wesley Building, Philadel- 
phia, Pa. 

South Daxota Retait HarpWARE ASSOCIATION 
CONVENTION AND ExursiTion, Coliseum Building 
Sioux Falls, Feb. 27, 28,, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th St., Minneapolis, Minn. 

SouTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
tion CoNnvENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bidg., Los 
Angeles. 

TExAS HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND ExursiTIon, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary, College Station. 

West VIRGINIA HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
Carson, secretary, 411 Mutual Home Building, Dayton, 
Ohio. 

WESTERN RETAIL HARDWARE & IMPLEMENT Asso- 
CIATION CONVENTION, Coates House, Kansas City, Mo., 
Jan. 17, 18, 19, 1928. H. J. Hodge, secretary, Abilene, 
Kan. 

WIsconsIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND ExHIBITION, Auditorium, Milwaukee, Feb. 
7, 8,9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention. and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 
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Norvell Announces Separate Unit 
for Remington Cash Registers 


Saunders Norvell, president Remington 
Arms Co., Inc., 25 Broadway, New York 
City, announced recently that Remington 
will make an entirely separate unit of its 
cash register business. 

The Remington Cash Register Co. will 
continue as a subsidiary of the parent com- 
pany, but in all its departments, manufac- 
turing, selling and accounting, it will func- 
tion as a unit distinct from the arms, am- 
munition and cutlery divisions. 

There is a very logical reason back of 
the new policy. Cash registers are sold 
direct to the users, and not through the 
established channels of distribution as are 
guns, ammunition and cutlery. 

They are sold on an entirely different 
basis, under different terms, and -by an 
entirely different type of salesman. They 
also require a certain amount of servicing, 
which necessitates the maintenance of a 
corps of trained service men. 

The difference in handling is so marked 
that it has been definitely decided to handle 
the cash register business through a sepa- 
rate organization. 

Hereafter the salesmen of the Reming- 
ton Arms Co., Inc., will devote their time 
and energy exclusively to the sale of the 
company’s gun, ammunition and cutlery 
lines. 


Eastern N. Y. Hardware Club 
Discusses “Store Problems” 


“Key speakers” were dispensed with at 
the initial fall meeting of The Eastern 
New York Hardware Club and an open 
session for discussion of “Store Problems,” 
from the floor, was inaugurated. This 
meeting was held at the Hendrick Hudson 
Hotel, Troy, N. Y., on Sept. 29, with 34 
members in attendance. 

The program followed along the lines of 
the recent N. R. H. A. Convention at 
Mackinac and the subjects with Standards 
of Practice adopted at that convention 
were the topics around which a lively 
series of discussions centered. “Unit Stock 
Control” brought out an interesting dis- 
cussion and President Edward Mahoney of 
Schenectady, N. Y., introduced the new 
form of stock record card, adopted by the 
N. R. H. A. and explained some details of 
its uses and advantages. His remarks were 
supplemented with expressions of approval 
from Mr. Rictor of the Clark-Witbeck Co., 
Schenectady, and W. Dearstyne of the 
Albany Hardware and Iron Co., Albany, 
N. Y. A few of the members favored the 
use of this record on loose-leaf sheets. 
“Arrangement and Display” brought sev- 
eral expressions of approval from dealers 
who had installed the flat top display table 
and the general trend of opinion seemed 
to be that increased sales resulted with 
little pilferage loss. 

William E. Carney of the William E. 
Carney Co., Philmont, N. Y., advocated 
concerted effort;to combat the increase of 
mail-order competition and suggested that 
the club sponsor some form of cooperative 
advertising, in an effort to build up con- 
fidence in the local dealer. The program 





was a great success, and by a majority 
vote it. was decided to repeat a “Stgre 
Problems” discussion on alternate meeting 
nights, interjecting key speakers occa- 
sionally. 


Osborn Sells Du-All Division to 
R. F. Henn, Former Owner 


The Du-All Mfg. Co., incorporated un- 
der the laws of Ohio, has again come into 
existence as Ralph F. Henn, former presi- 
dent and general manager of the company, 
has bought outright the “Du-All” Division 
of The Osborn Mfg. Co., Cleveland, Ohio, 
and will organize the company at Geneva, 
Ohio, for the manufacture of dry, chemi- 
cally treated and oil mops, chemically 
treated dusters and Du-All furniture polish. 

In December, 1925, The Du-All Mfg. 
Co. was sold to The Osborn Mfg. Co., 
who make an extensive line of industrial, 
bristle and wire brushes. Mr. Henn, then 
president and general manager, became as- 
sociated with the Osborn company and has 
now completed negotiations for the return 
of the business. Although the former Du- 
All business was located in Cleveland, a 
plant has been acquired in Geneva, where 
labor and overhead are less. The factory 
is on a siding of the New York Central 
making convenient shipping facilities. The 
Du-All products will be manufactured un- 
der the original processes and will be dis- 
tributed by the jobber and dealer, not by 
agents or canvassers. 


Distribution Census Planned by 
U. S. Chamber of Commerce 


A national census of distribution, which 
will serve as a barometer of consumption 
and a guide for production, will be the 
outstanding project in the field of distribu- 
tion to be considered at the meeting of 
directors and national councillors of the 
Chamber of Commerce of the United 
States, to be held at West Baden Springs, 
Ind., Oct. 15 to 18. 

Secretary Hoover, of the Department of 
Commerce, has proposed that the first na- 
tional census of this kind be taken in 1930. 
Steps which can be taken by business in 
relation to the project will be discussed 
from the viewpoint of business as a whole 
and of many individual industries which 
will be represented at the meeting. 

' 


Leonard Refrigerator Catalog 


The Leonard Refrigerator Co., division 
of the Electric Refrigeration Corp., Grand 
Rapids, Mich., has issued a catalog de- 
scribing its line of refrigerators. Several 
new models have been added, which are 
constructed throughout of porcelain. This 
line is very complete as to style, size and 
finish, and is satisfactory for both electric 
and ice refrigeration. 

Among the other models listed and de- 
scribed in this catalog are the Steel 
Klad Cabinets with porcelain linings, Ash 
Cabinet with porcelain lining, Hardwood 
Cabinet with white enamel or galvanized 
steel lining. 











Sidney Archery Co. Assists in 
Popularizing Archery 


The increasing number of inquiries re- 
garding archery which are received at the 
Sidney, Ohio, office of The Sidney Archery 
Co., indicates that the present revival of 
archery is widespread and that it is grow- 
ing rapidly. This company has assisted ma- 
terially in the organization of archery clubs 
in Louisville, Ky., Elyria and Dayton, 
Ohio; Saginaw, Mich., and Huntington, 
W. Va., which has greatly stimulated busi- 
ness for Sidney dealers in those cities. 

The Sidney Archery Co. entered the field 
of archery tackle manufacture several 
years ago, with several juvenile numbers 
and now is producing a complete line of 
adult or professional models. The various 
models follow the style and general design 
used by famous English bowyers and are of 
excellent cast and graceful design. Yet, the 
wood of the ancient yeoman is used ex- 
tensively, both alone and in connection with 
other woods. Laminated bows are now 
being produced ‘with yew, rock elm and 
lemonwood combined. Considerable ex- 
perimental work has been done with tropi- 
cal woods but archers in general prefer 
yew and lemonwood. 


Ralph Cheyney Resigns from 
New Haven Clock Company 


Ralph Cheyney has recently resigned as 
director of publicity of the New Haven 
Clock Co., New Haven, Conn. 

Mr. Cheyney has had a wide experience 
as an advertising and publicity man, and 
was at one time advertising service man- 
ager for the Washington Post, Washing- 
ton, D. C., and also in the sales promotion 
department of Remington Arms Co., New 
York City. He can be located through 
Post Office Box 46, New Haven, Conn. 


Williams Issues Table on 
Sirhplified Wrench Stamping 


To avoid unnecessary confusion and to 
educate both mechanics and distributers to 
the new practice of stamping only the size 
of the opening on wrenches, the J. H. 
Williams & Co., 400 Vulcan Street, Buf- 
falo, N.Y., has prepared a table of stand- 
ard bolt, nut and cap screw sizes served 
by each opening size. This table is dated 
Oct. 1, 1927, and in its announcement 
the company states: 

“Because of the recent addition of the 
new American Standard of bolt and nut 
sizes necessitating additional combinations 
of wrench openings, it is no longer feas- 
ible to stamp wrenches with all of the 
various standard bolt and nut sizes, and 
the symbols heretofore employed. 

“The principal members of the drop 
forged wrench industry have heretofore 
seized the present opportune occasion to 
simplify their stamping practice by stamp- 
ing wrenches with only the size of the 
opening. Except for disposal of stock on 
hand, all wrenches shipped hereafter will 
carry this simplified stamping.” 

Copies of this handy table will be fur- 
nished free to customers of the company. 
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Charles D. Gates Completes 50 
Years’ Continuous Service 


On Sept. 20, 1927, the Turner Day & 
Woolworth Handle Co., Louisville, Ky., 
with an appropriate celebration honored 
their president, Charles D. Gates, in appre- 
ciation of his fifty years’ continuous ser- 
vice with the company. The prominence 
of Mr. Gates not only in Turner Day & 
Woolworth Handle Co., but in the indus- 
try, can best be shown by brief historical 
review. 








Charles D. Gates 











The mechanical manufacture of hickory 
handles is first recorded in the years 1848 
to 1853, during which period the first prac- 
tical use was made of the copying lathe 
invented by Thomas Blanchard early in the 
eighteenth century. The pioneers of this 
work being Aaron Ober Blanchard, 
who in 1853 commenced to manufacture 
handles by machinery at Warren, Mass., 
and John Force, who about the same time 
manufactured handles in Pittswood, N. Y. 

In 1855 Sidney Turner and Norman Day 
started in the handle business in Norwich, 
Conn., while Joseph Woolworth started 
the handle business in Sandusky, Ohio. In 
1877, when Turner & Day moved to Louis- 
ville, Ky., and increased their capacity, Mr. 
Gates came to Louisville to work under 
his uncle, Albert Day, who at that time 
was president of Turner & Day. 

From 1877 to 1897 Mr. Gates by close 
application and study with the various 
phases of handle making, succeeded in mas- 
tering every detail, rising by successive 
steps to the management of the company. 
Today, after thirty years under the leader 
ship of Mr. Gates, the Turner Day & 
Woolworth Handle Co. are said to be the 
largest manufacturers and distributers of 
hickory handles in the world, having dur- 
ing that time consolidated or absorbed, not 
only the business of the pioneers named 
above, but many other companies, until at 
the present time they are running eight 
large finishing factories and thirty supply 
mills in the United States and Canada, 
marketing their product in all corners of 
the globe. 


and 





Mid-West Trade Conference to 
Be Held in Chicago 


“Death by Mail” is the striking title of 
an address to be delivered by George H. 
Cowan, formerly vice-president and gen 
eral manager of the Wilson Packing Co., 
at the Mid-West Trade Conference, which 
is to be held at the Hotel Shoreland in 
Chicago Oct. 26-29, inclusive. 

The conference has been called by a 
committee of manufacturers, bankers and 
merchants scattered throughout the Mid- 


| dle West, and is for the purpose of con 
| sidering 


the mail 
manufac 


plans for combatting 
order houses, the “direct sales” 
turers and the chain store systems. 

The sessions of the conference are ex 
pected to attract thousands of prominent 
business men from Minnesota, Wisconsin, 
Michigan, Iowa, Missouri, I[llinois and 
Indiana. Papers will be read by manu 
facturers, bankers, merchants, editors, stat- 
isticians and trade experts. Following 
the reading of each paper of the program 
there will be an open discussion in which 
all delegates will participate. 

It is considered likely the organization 
will be incorporated under the laws of Illi- 
nois, to take concerted action looking to 
the alleviation of conditions under which 
business throughout the Middle West at 
present is suffering. 

“The constitutional form of government 
is safe today only in the United States,” 
said Mr. Cowan, in speaking of the forth 
coming trade conference, “and our Consti- 
tution is safe in this country only so long 
as American newspapers continue to thrive. 
The American newspaper is dependent for 
its life upon the prosperity of the indi- 
concern, engaged in the 
the products of industry. 


vidual business 
distribution of 


Destroy this individual business concern 
and you ring the death kneel of the 
American newspaper. When this is ac- 


complished the country must return to a 


condition not unlike that existing in the 
Dark Ages. 

“The mail order houses, the ‘doorbell 
ringers, and the chain stores contribute 
not one iota to the maintenance of the 
American community. It is upon these 
American communities that the very life 
of American free institutions depend, 
wherefore it is the duty of every true 


American to exert himself to the utmost 


| to see to it that there is perpetuated that 


remarkable system of economics under 
which our country has become the greatest 
of all world powers, and the only country 
in the world in which Democracy is sate. 

“The mail order houses, the ‘doorbell 
ringers,’ and the chain stores are bringing 
about a condition which is certain to ef- 
tect the destruction of the American com- 
munity. And this within a decade, unless 
drastic efforts are made to prevent their 
further progress.” 

L. M. Michelsen of Clinton, Iowa, who is 
the secretary of the conference, is expected 


| to speak on the subject, “The Doorbell 


Ringer.” Mr. Michelsen for nearly twenty 


| years has been the publisher of a daily 
newspaper and during that time he has 
made a careful study of the activities of 
| the so-called “direct sales’ 


manufacturers. 


| members of 


| stitutions 


These industrial parasites send their sales 
people into all parts of the United States, 
“ringing doorbells.” By high-power sales 
methods and what Mr. Michelsen calls 
“hypnotic salesmanship” these sales people 
are enabled to sell approximately $4,000,- 
000,000 worth of merchandise, annually, 
in the United States. 

“They pay no local taxes. They con- 
tribute not a single dollar to the better- 
ment of conditions locally. They have no 
civic pride. No community spirit, and for 
the most part, they sell inferior merchan 
dise for higher prices than the same goods 
that can be obtained from local mer 
chants,” said Mr. Michelsen. 

“Hundreds of thousands of these door- 
bell ringers stalk up and down the coun- 
try, using methods of salesmanship which, 
to say the least, are questionable, and they 
are offering goods which are not as good 
as the merchandise offered by local mer- 
chants, at prices really higher than those 
charged by the local merchant. These 
doorbell ringers, representing vast capital 
invested in manufacturing industries in 
certain industrial centers of the Fast, pre- 
sent a serious menace to American life.” 

The general committee of the Mid-West 
Trade Conference is composed of some 
prominent manufacturers, publishers, bank- 
ers and merchants, scattered throughout 
the seven States mentioned. The executive 
committee is composed of prominent busi- 
ness men of Chicago and vicinity. Mr. 
George H. Cowan is the chairman of the 
executive board. The treasurer is Mr. C. 
H. Pattison, a prominent banker, and a 
Chicago manufacturer. Mr. Pattison for 
many years was the president of a large 
bank in Fort Worth, Tex. He begun in 
the banking business in Kansas, more than 
thirty-five years ago. The statistician of 
the executive committee is Logan Lough- 
borough, of the World Trade Promotion 
Service, of New York and Chicago. All 
of these gentlemen as well as all of the 
the general committee are 
acting without remuneration. The mem- 


| bers of the executive committee have been 
| giving their exclusive time to the work for 
' several months. 


“But that is a pleasure,’ explained Mr. 
Pattison. “Either American business in- 
must be saved from the fal- 
lacious system of economics which is de- 
stroying American community life, or 


| grass will grow in the streets of every 
| town and city of America. 


The destruc- 
tion of the local mercantile establishment 


| means the destruction of the local bank and 


the local newspaper. Destroy these in- 
stitutions and you have nothing left. I 


| consider, that in engaging in this work I 


am doing quite as much for my country 
as though I had died on a dozen battle 
fields in war.” 

The Hotel Shoreland, which is consid- 
ered one of the beauty places of America, 
overlooking Lake Michigan in Hyde Park 
in Chicago, is making elaborate prepara- 
tions for the holding of the sessions of the 
conference. 
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Landers, Frary & Clark Uses | eastern New England salesman for E. C. 


Color in New Merchandise 


A handsome portfolio of catalogue 
pages, entitled “New Merchandising Plans, 
Hall, 1927,” has been issued to jobbers’ 
salesmen by Landers, Frary & Clark, New 
Britain, Conn., in which are described and 
illustrated the many electrical appliances, 
aluminum goods, household hardware items 
which they manufacture. 

This portfolio is attractive in appear- 
ance, printed throughout in color, and is 
of accordion construction which allows 
the entire book to be spread out for the 
dealers’ inspection. 

Realizing that the housewife is grate 
fully accepting the introduction of brightly 
painted breakfast nooks and furniture, tin 
ware, china ware and glassware, the com- 
pany has adopted the slogan, “More Color 
i*nters the Home!” and is equipping many 
of its products with rainbow hued han- 
dles and some products are finished en- 
tirely in brilliant colors. The housewife 
is now ab‘e to have her percolator with 
1 red, green, blue, etc., handle, and the 
scale in the bathroom or heating pad in 
en attractive pink, or woodland 
rhe company states that the woman may 
have in her kitchen a complete outfit of 
kitchen ware in brilliant colors, which will 
take away the drabness and make the room 
a bright and cheery place, now that they 
have added this splendid feature to many 
products in their line of cutlery, silver- 
ware, electrical appliances, aluminum goods 
ind household hardware. 


green 


Morse Twist Drill Co. Opens 
New York Stock Room 


Morse Twist Drill & Machine Co., New 
ledford, Mass., has opened a distributing 
center in charge of J. R. SeNay at 92 
lafayette Street, New York City. A 
complete stock of high speed and carbon 
drills, cutters, reamers, taps and dies, ete., 
have been installed for the convenience of 
the distributors, dealers and users of the 
company’s products. 


Hoover Co. to Broadcast Through 
21 Radio Stations 


At quartette of quartettes, vocal, brass, 
string and wind instruments will furnish 
the talent for a compaign of radio adver- 
tising by The Hoover Co., North Canton, 
Ohio, manufacturer of Hoover Electric 
Cleaner. For thirteen weeks, commencing 
Oct. 6, these programs will be broadcast 
on Thursday evenings from 8:30 to 9:00, 
Eastern standard time, from Station 
WEAF, New York City, and a chain of 
twenty-one stations east of Colorado. 


“Bill” Bailey Passes Away; Was 
Veteran Hardware Salesman 


Arthur S. Bailey, better known as “Bill’ 
Bailey, passe away Friday, Sept. 30, in his 
sixtieth year at Cambridge, Mass. He was 


Atkins & Co., Indianapolis, Ind., and 
worked from the company’s New York 
office. Bill was born in Great Barrington, 


Mass., and entered the hardware business 
there about forty-five years ago. Ina short 
time he moved to Bridgeport, Conn., where 
he went to work for P. Hawley & Co. His 
next connection was with Sickels, Sweet & 
Lyons, New York hardware jobbers, now 


\% 


| 





= 


Arthur S. Bailey 


as Sickels, Loder & Co., from 
sales department 


operating 
which job he joined the 
of E. C. Atkins & Co. 

When the Atlantic Coast Hardware Co., 
Boston, Mass., was formed, “Bill” Bailey 
Was assistant manager. Later he managed 
a retail hardware buying syndicate in Chi- 
cago, and about five years ago again joined 
the Atkins sales staff, covering a large 
amount of eastern territory from the New 
York office. \bout two years ago Mr 
Bailey was concentrating on the eastern 
New [ngland territory. 

His fatal illness began a little more than 
a year ago. Burial was made at Kingston, 
N. Y., on Oct. 3. Mr. Bailey is survived 
by his widow. He was a member of The 
Nutmeggers, at one time an active member 
of the Hardware Boosters, and was one of 
the best known and best loved traveling 
hardware salesmen in the East. His passin. 


| will be a real loss to all hardware men. 


Catalog No. 60 Is Issued by The 


F. E. Myers & Bro. Co. 


The F. E. Myers & Bro. Co. of Ashland, 
Ohio, has just published Catalog No. 60. 
It contains complete listings of the pumps, 
water systems, hay tools and door hang- 
ers, etc which the company manufactures. 


Realizing that the dealers appreciate the | 


system of uniform lists, to permit a single 


discount to be applied, the list has been | 


again harmonized throughout the entire 
catalog for a single discount. 

Four catalogs compose the No. 60 edi- 
tion. No. P60 includes pumps, water sys- 
tems, etc. No. 60, Hay Tool Edition is 
devoted to hay tools, door hangers, etc. 
No. PP 60, covers power pumps, power 
water systems and fittings. 
plete, illustrates, describes and lists the 


entire line of products. 


No. 60 Com- 
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Morris Falk, Jr., Chicago Man- 
ager for Independent Lock Co. 


The Independent Lock Co., 
Mass., has made some changes in its or 
ganization. Falk, Jr., 
general sales manager, is now in charge 
of the Chicago branch, 183 West Lake 
Falk, Sr., president and 


Fitchburg, 


Morris formerly 


Street. Morris 
treasurer, is now assisted by Bernard Falk 
and William Falk. 

William H. Brackett, formerly 


traveling for the 


tactory 
superintendent, is now 
company in the South with headquarters 
at Charlotte, N. C. It is announced that 
the Heo night latch is now made with the 
knob and button finished in bronze instead 


of brass as formerly. 


Greene-Tweed Secure License 
from Tidey Thermostat Co. 

109 Duane Street, 
New York City, have secured an exclusive 


Greene-Tweed & Co., 


license to manufacture and sell the prod 


vets of the Tidey Thermostat Co. of 
Madison, N. J., of which S. E. Tidey 1s 
the owner. These products include ‘he 
lidey Furnace Clock and the Tidey 


] 


Thermostat. The latter is designed to sell 


at a popular price and is actively in pro- 
duction in the Greene-Tweed 


Newark, N. J. 


Mr. Tidey will be in charge of the sales 


factory in 


of these products. 
It had been previously announced. that 
Greene-Tweed & Co. had purchased the 


Tidey Thermostat Co., which was in 


correct. 


Firestone Tire & Rubber Co. 
Buys Mill at New Bedford 
I“irestone Tire & Rubber Co., Akron, 
Ohio, has purchased Manomet Mill No. 4 
in New Bedford, Mass. 
mill, part of the Manomet chain, was built 
in 1920 at a cost of $7,000,000. It has 
for quite 


This tire fabric 


never been fully qperated and 


a while has been closed. The transfer of 
the No. 4 mill to the Firestone company 
should mean a vast improvement in busi- 
ness conditions in New Bedford, as it will 
give employment to about 3000 workers. 


Catalog M. Issued by 
Wickwire Brothers 
Wickwire Cortland, N. Y., 
have issued Catalog M, listing, describing 


Brothers, 


and illustrating the many products which 


they manufacture. Several pages are de- 


voted to wire, cloth, special cloth, netting 


and coal sieves. Among other products 


listed are, wire and wire, rods, nails, 


barbed wire and staples. Open hearth steel 


is used exclusively in all the products 


which bear the label of Wickwire Bros. 


ee ee 
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Armstrong Bros. Pipe Wrench 


A drop forged, all-steel pipe’ wrench is 
being manufactured in six sizes from 8 to 
24 in., by Armstrong Bros. Tool Co., 317 
N. Francisco Avenue, Chicago, Ill. The 
wrench is frameless and there is a patented 
“ball and socket” nut which gives in- 
creased flexibility and greater strength. 


Any side pull strain is taken up by two 
solid forged steel lugs which are reinforced 





by the recessed nut. The inserted lower 
jaw of this wrench is of tool steel and 
properly hardened to give long life to the 
teeth. All parts of the wrench are self- 





cleaning in action. Each wrench is boxed 
separately. 

A lithographed display stand, made of 
heavy gage metal, can be secured for this 


wrench. 


Handy Combination Can Opener 


The Voos Co., 161 Porter Sireet, New 
Haven, Conn., manufacturers the No. 100 
Combination Can Opener. The blade of 
this product is made of cutlerv steel, hard- 
ened as well as tempered, and cuts equally 
well around the can, as on top. The bottle 
opener is placed so that a maximum lever- 
age is obtained. A corkscrew folds out 








of the way when not in use. The handle 
of the No. 100 is white enameled and 
shaped to fit the hand. 

One dozen can openers are packed in 
an attractive display box. 


Set Is Completely Equipped 


The Simplex Radio Co., Sandusky, Ohio, 
has produced this new Simplex Electric, 
six-tube, light socket powered radio set. 





It was designed by M. B. West, former 
United States naval radio expert. 

The new alternating current, three volt 
tubes, recently brought out bv several lead- 
ing tube manufacturers, are used. Power 
is supplied by the light socket. The single 








control with dial calibrated in station wave 
lengths is one of the features. There are 
three stages of low ratio transformers used 
in the amplifying circuit. The handsome 
cabinet has detachable legs. Its dimensions 
are 36 in. high, 34 in. wide and 14 in. deep. 
A built-in light-socket aerial is provided 
and the set is said to operate equally well 
on this as on an outdoor aerial. The set 
comes complete with tubes, speaker and all 
accessories. 


Three Sizes of Wheelbarrows 


The Pressed Metal Products Co., 6925 
Colfax Road, Cleveland, Ohio, is manu- 
facturing in three sizes, a_ wheelbarrow 
which is finished in red with natural wood 
handles. This barrow can be assembled 








in three minutes. The two smaller sizes 
Nos. 40 and 41 are shipped half a dozen 
to a carton, while No. 42, the largest 





size, is shipped two to a carton. 


An Automatic Water Heater 


An electric water heater i$’ being ‘matiu- 
factured by the Standard Electric Stove 
Co., 1714 North Twelfth Street, Toledo, 
Ohio. This new heater is an automatic 
type and has a connected load of 2640 
watts, or less on order. When the heater 
switch is turned on, the water around the 
heater tubes is heated to 120 deg. over 
the initial temperature. It rises and de- 
posits at the top of the tank and is re- 
placed by cold water drawn by circulation 
from the bottom of the tank. As soon as 
the tank is full of hot water the electricity 
is automatically turned off. It will not 
turn on again until one-third of the water 





the tank has been used. The heater 
is designed for the domestic 
is known as Model 


in 
illustrated 
type of boiler and 
CA 26. 


National Carbon’s New Unit 


The National Carbon Co., 30 East 
Forty-second Street, New York City, is 
now offering flashlight Unit No. 04, which 
has been introduced to give dealers an 
opportunity to carry a representative stock 
with a minimum investment. 

This unit has six No. 2604 black case 
flashlights, complete with batteries. The 





container is lithographed in red, blue and 
gray, and when opened makes an attractive 
counter display. This unit is packed in a 
shipping carton for the comvenience of 
distributors. 
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Improved Steel Tape Hook 


The Lufkin Rule Co., Saginaw, Mich., 
has just brought out an improved hook for 
steel tapes. The hook is of composition 
metal, sturdy and light weight, is quickly 
slipped on and off a tape, yet cannot fall 
off. The zero of the tape falls at the 
inside of the hook. The hook is so built 
that it takes a firm grip on any material 
when tension is applied to the line, and 
releases itself when the tension is released. 


[UFKIN TAPE HOOKS 
a a? 
25 


ew 





This hook is known as No. 252 and is 
suitable for use on standard steel tapes 
of the usual 3-in. width. 

It is put up on a blue and white display 
card with easel back. There are one dozen 
hooks to a display card. Each display 
is packed in an individual box and is ready 
to be set up as soon as unpacked. 


Frost Window Spring Bolt 


C. L. Frost & Son, 345 Summer Avenue, 
Grand Rapids, Mich. are now manufac- 
turing the No. 151 Window Spring Bolt. 





The case: of the bolt is of rustproof zinc 
and the spring is made of fine spring brass. 
The steel plunger is heavily nickled for 
both beauty and protection. 





New Type of Sash Pulley 


Velguth Metal Parts, Inc., 420 Fourth 
St., Milwaukee, Wis., has placed on the 
market the new Invisible Overhead Sash 





Pulley. This pulley is mounted, with screws 
or shingle nails, to the top of the window 
frame. When installed there is nothing 
to be seen of the device, save two ropes 


TWO FERULED 

HOLES TO 

GUIDE THE 
ROPES 


NO HOLES 
MERE 


To INVITE 
INSECTS OR 
BLEMISH THE 

Finish 





emerging from two small ferruled holes 
in the top of the frame. 

The weights lift the window from the 
top and not from the side. Another ad- 
vantage is the fact that all sizes of sash 
cord can be used. 

These pulleys are made of lead coated 
terne plate. The two %-in. pulley wheels 
are mounted in the pressed steel sides and 
revolve on \%4-in. shafts. 





























Using this pulley eliminates, the manu- 
facturer states, blemishing wheels, splin- 
tered frames, dust and insects coming into 
the house through the window pulley open- 
ings. 


“Stearns” Mower, Model No. 20 


E. C. Stearns & Co., Inc., 100 Oneida 
Street, Syracuse, N. Y., is manufacturing 
the No. 20 “Stearns” lawn mower, which 
is of pleasing design, smooth running and 
quiet in operation. This mower has 10- 
in. wheels, mounted on steel bearings. The 
four revolving blades are of crucible 
tempered steel and‘the cylinder is mounted 
on ball bearings. The cones are self-ad- 





justing, made from cone steel, hardened 
and ground. The stationery knife is also 
of tempered crucible steel. All bearings 
are equipped with oil cups. Model 20 is 
manufactured in six sizes, from 10 to 20 in. 





It will bé of interest to know that the 
Royal lawn mower No. 35 is_ being 
equipped in its various sizes with Hyatt 
Roller Bearings. This is the highest grade 
of mower manufactured by E. C. Stearns 
& Co., Inc. 


The Distinctive “Mailtainer” 


An artistic and unusual mail box is being 
manufactured by the Patent Novelty Co., 
Fulton, Ill. The Fulton Imperial “Mail- 
tainer” is made from wrought iron, wrought 
brass, and heavy galvanized iron. <A con- 
venient space has been allowed between the 
Mailtainer and the wall for papers and 
periodicals. The box is large enough to 





accommodate the average big envelope. 
The “Mailtainer” is furnished in any one 
of the three colors, deep brown crackle, 
sea green crackle and wrought iron black. 
Each is shipped in a heavy corrugated 
cardboard container with complete in- 
structions for installation. Weight, 6% lb. 
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A Sturdy Coaster for Boys 
A sturdy, all-steel coaster, called the 
“Little Giant,” is now being manufactured 
by the Pressed Metal Products Co., 6925 





“| pee 
Colfax Road, Cleveland, Ohio. It has Y2- 
inch square beading and mortised corners, 
electrically welded. The bolsters are made 
from channel steel and will support a great 
weight. The body and the double disc 
steel wheels are enameled in bright red. 
There are large rubber tires and nickel 





plated hub caps. 


“Shok-Pruf” Screw Driver 


H. J. Harrold Tool Co, Columbiana, Ohio, 
recently placed on the market the “Shok 
Pruf” screw driver, with an insulating, 
semi-hard molded rubber handle, which, 
under ordinary conditions, will not break, 






Will not Twist 
in the Handle 








Perfect Handle 
&n lnoglstod Hence 
Warranted ots 
Pat. Oct. 7, 1924 
come off, or twist loose. The serpentine 


of the tempered steel blade penetrates al 
inost the entire length of the handle, and 
the rubber is molded to the blade. Two 
types of handles are provided, a flat-sided 
handle for three sizes and a round handle 
ior the other sizes. 


White Porcelain Oil Ranges 

The Perfection Stove Co., Cleveland, 
Ohio, has included three types of white 
porcelain oil ranges in a new line of stoves, 
recently announced. A new arrangement 
of burners provides a cooking top that is 
almost square, as two burners are in front 
and one in rear. The built-in oven is 
served with two burners. 

The range illustrated has five of the ex- 
tra fast Perfection Superfex burners, one 
of which is a “Big Giant” burner. 





The range can be had with the regular | hoes have the same type handle, but (B), 


' double wall, long chimney burners, the Su- | the shank of the hoe. is inserted into the 
perfex burners or the Puritan short-drum | handle and welded together at point (C). 











“ELAM 





This makes the blade, shank and handle 


burners. It is finished in porcelain inside | "0 Oe Prece. 


as well as outside, and is equipped with 


Checking Floor Hinges 


The Shelby Spring Hinge Co., Shelby, 

Ohio has placed on the market a new 

“Fairy Prince” Velocipede line of checking floor hinges for both 

single and double acting doors. These 

checks are of the. liquid type, simple in 

construction, having cam and _ rollers of 
hardened steel. 

There is practically no hardware ex- 
posed when this hinge is installed as the 
cast case is placed beneath the floor line. 
\ll working parts are sealed in an oil 
proot cast case. There is a needle valve 
adjustment which controls the closing 
speed of the door and the Single Actine 
Check which is illustrated has an addi 
tronal adjustment to take care of latching 
These checks are made in both hold open 


i heat indteator. 


The Colson Co., Elyria, Ohio, is manu 
iacturing a velocipede with noteworthy 
features. This new model, called the 





“Fairy Prince,” has a cone-type ball bear- 
ing head, nickel trimmings and is finished 
in a new tone of green. The wheels are 
rubber tired, and there is a spring saddle. 


“Corksteel” Implement Handle 


The Connors Hoe & Tool Co., Columbus, 
Ohio, is manufacturing a new handle for 
the line of garden implements which it 
manufactures. This is called “Corksteel” 
and is made from a special analysis steel, 
wrapped with cork, which acts as an in- 
sulator to keep the steel from getting hot 
in summer and cold in winter, 








The illustrations show how the handles 
are attached to the tools. (A) in the fork 
is a steel tube swaged to shape and cork 
covered. (B) is a hardwood plug, driven 
into the handle and riveted in the tube at 
point 1, then bored the correct size for | and non-hold-open types, the single act- 
the shank. (C) the shank of the tool is | ing hold open, opening to 180 degrees 
driven into the hardwood plug and riveted | and holding at any angle beyond 9%) 
into the handle at point 2. The one-piece degrees. 
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hom 6 Washington News Letter 


The Franco-German Tariff Treaty—August Shipments of 








Galvanized Sheet 


Metal—Alleged Unfair 


Practice in 


Golf Ball Industry 


By L. W. Moffett 


(Washington Bureau of Hakpware AGE) | so long as they do not discriminate against 


WasHINGtTon, Oct. 11—The exchange 
of notes between the United States and 
France regarding the Franco-German taritf 
treaty show only too plainly that the differ- 
ences between the nations are wide and 
may precipitate commercial relations that 
are decidedly unpleasant. Necessarily the 
hope is entertained that an accord may 
he reached, but to attempt to smooth the 
question over without realizing the serious- 
ness of the situation would be folly. At 
the outset there is seen a fundamental di- 
vergence of view between the way each 
country thinks. The interpretation which 
the French notes seek to place upon the 
\merican tariff certainly is not accepted 
in this country as being well taken and 
evidently the same may be said as to the 
view of the American Government toward 
operation of French tariff systems. 

In a nutshell American Government 
takes the position that it must have most- 


favored-nation treatment in the way of 
getting as low tariff duties as France 
grants to any other country. Under the 


ranco-German treaty Germany and other 
countries are given certain minimum rates, 
while the United States is given maximum 
rates. This situation is intolerable to the 
\merican Government and grossly unfair 
it. The French Government seeks to 
claim that the American goods affected 
represent only about $10,000,000 worth of 
exports to France annually. The goods in- 
clude certain types of machinery. bolts, 
nuts, rivets, etc. Also the French Govern- 
iment has suggested the peculiar idea that 
the United States Tariff Commission, act- 
ing under the flexible provision (Sec. 315) 
of the Fordney-McCumber Act, investi- 
vate the costs of French goods and hinted 
broadly that the inquiry would result in re- 
ducing the duties on the French imports. 
Such a proceeding is held to be not only 
altogether impracticable, but the proposal 
is faulty in that it implies duties would 
he increased whereas the opposite might 
turn out to be the case; that is higher 
duties might result. Moreover the plan is 
entirely aside from the contention of the 
United States that the big thing involved 
in the issue is the principle. It has not 
made and will not make any complaint 
against duties assessed by any government 
provided the United States not dis- 
criminated against. The amount of the 
American tariff rates also have no bearing 
on the situation for the point is made that 
it is no country’s business what rates the 
United States prescribe so long as it does 
hot discriminate in their application. In 
other words it has no dual tariff code. It 
assesses the same rates against all countries 


to 


1s 


But it can retaliate sharply in case of 


it. 
discriminations. It can even go to the 
point, under Sec. 317, of declaring an 


embargo, a decidedly drastic step, or of in- 
creasing prevailing duties 50 per cent ad 
valorem. Also under a number of pro- 
visions as to certain commodities it can 
offset increased duties assessed by other 
governments on products exported from 
the United States by assessing duties 
equivalent to those fixed by other countries 
provided the duties do not exceed 50 per 
cent ad valorem. 

It is the latter provision which was ap- 
plied by the Treasury Department last 
week regarding imports of a number of 
products from France. By reason of the 
fact that this was done at the time the ne- 
gotiations over the Franco-German treaty 
De- 
circles 


were under way through the State 
partment there was much ado in 
which were not informed of what had been 
done. The cry was raised that retaliation 
had already been begun by the United 
States over the treaty and that the trade 


war was on. Actually the Franco-German 


treaty had nothing, to do with it. The 
action of the Treasury Department was 
taken in the course of its routine work. 


It develops that France has raised duties 
on imports of automobile parts, headlights, 
lamps, bicycles, tricycles, motorcycles, ac- 
cessories and detached parts of velocipedes, 
wheel rims and bars, tire valves, brakes, 
lubrication devices, saddle springs, wheels, 
board in sheets, pulp, vulcanized rubber 
fiber, solid and hollow bricks, cement and 

chemical products. Germany at 
the same time reduced duties on 
cycles and cement. Among the list 
products involved in these French 
German duties are some on which, undet 
particular paragraphs, the United States 
tariff act provides that similar duties can 
be assessed by this country. The result 
is that where these articles are so covered 
and duties have been increased on them 
as they have been by the French Govern- 
ment, the United States orders the appli- 
cation similar duties. This has been 
erdered done. The particular articles af- 
fected are motor cycles, automobile parts, 
bicycles, boards in sheets, pulp, calcium and 
cement. Germany having reduced rates on 
cement and cycles will get decreased duties. 
Cement and calcium are on the free list 
but when any other country assesses duties 
on these products this country can do like- 


certain 
about 
ot 


and 


of 


wise. 


It has been noted with considerable 


| speculation as to its significance, that coun- 


tries throughout the world have been in- 
creasing duties and apparently are striking 


| 


} 


of galvanized sheets. 


, temper-testing thing in golf. 


| ticular company. 


at the United States and its tariff system. 
Whether breaking down of the American 
tariff walls actually is under way through 
organized understanding or not can be 
only circumstantial, but the principle in- 
volved is recognized as being overwhelm- 
ingly important and one to which the 
United States will not submit any more 
than it will submit to discrimination with 
out sharp retaliation as regrettable as such 
a step would be. 

August shipments of galvanized sheet 
metal ware, as reported by 15 
comprising a large proportion of the indus 
try, were 234,820 doz. valued at $676,982. 
as compared with 160,648 doz. valued 
$602,551, according to the Department 0! 
The 1927 figures 
strictly comparable with those for 1926 
due to in the number of re 
porting concerns from 13 to 15.) The 
galvanized ware included in the report ts 
the product resulting from dipping made 
up shapes in molten zinc and not utensils 
\ugust shipments of 
enameled sheet-metal ware, as reported by 
18 manufacturers, comprising approximate 
ly 80 per cent of the industry, were 330, 
746 doz. valued at $1,278,257, as compare? 
248,893 doz. valued at $887,603 in 
The enameled ware included in the 
cooking, household and 


concerns 


at 


Commerce. are not 


an increase 


with 
July. 
report 
hospital utensils having a vitreous coat on 
and does not 
heaters, 


consists of 


a sheet steel or iron base 


include equipment such as stoves, 
signs, tc. 


. 
Getting out of sand traps is not the only 
Professionals 
say explosion shots, properly made, may 
get one out of this embarrassing position 
But when there are unfair practices in 
the golf ball industry itself that is some 
thing else again. The Federal Trade Com 
mission has to be called in. So it has an 
nounced that on Oct. 28 it will conduct « 


trade practice conference at Cleveland 
through Commissioner Edgar A. Me 
Culloch. It is charged that unfair prac- 


tices prevail in the industry. Chief among 
these is listed the payment by golf ball 
manufacturers of salaries and fees to pro- 
fessional golf players and instructors for 
playing and featuring golf balls of a par- 
If professionals are the 


| only ones involved that will let out a super- 


abundance of people who gambol around 
the tees and frequently mutter things that 
are a strain on their Sunday school train- 
ing. The Commission announcement. said 
that calling of the conference has the ap- 
proval of a majority of members of the 
golf ball industry. 
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General Market News- - 





Hardware Market Conditions 


Show Continued Improvement | 


NEw YorK, Oct. 11—General conditions in the hardware trade have 
steadily improved during the past week. 

The early indications that autumn business is developing in a normal 
fashion reveal a generally healthy situation. The improvement in 
commodity prices seems to be more than a merely temporary fluctuation, 
although its continuance in part may be dependent upon developments 


abroad during the next month or two. 


Continuance of the unusually easy money situation seems assured 
during the next three months, when demand for funds is active. Low 
interest rates facilitate the current production and marketing of goods; 
and they have already stimulated the flotation of new securities, through 
which the funds of investors find outlet in labor and commodity markets 
and thus sustain the volume of business activity. The present evidence 
clearly suggests a good volume of trade this fall. 


Easy Money Dominant Factor 
in Present Business Conditions 


Easy money conditions form the domi- 
nating factor in the business and specula- 
tive outlook for the months immediately 
ahead. Money in the main became easier 
beginning July 1, while wholesale com- 
modity prices generally have since shown 
an upward trend, says the American 
Exchange, Irving Trust Co., New York 
City. Should the upward movement con- 
tinue, the stage is set for a marked in- 
crease in inventories in anticipation of a 
wide improvement in trade this fall. Sev- 
eral influences have worked together to 
bring about a speculative fever in the 
stock market which is unparalleled in our 
business annals. Since the beginning of 
the year, gold imports have added a net 
amount of $146,424,000 to our already 
swollen hoard and the end is not yet in 
sight. The pooling of the gold reseurces 
of the Australian banks may cause a new 
influx here of the yellow metal. 

The Federal Reserve banks have still 
further eased the money market by a na- 
tionwide reduction of the rediscount rate 
from 4 to 3% per cent. In the case of 
the Federal Reserve Bank of Chicago the 
reduction was opposed to the best judg- 
ment of the managers of that institution 
and it constituted an unexampled attempt 
by the Federal Reserve Board to enforce 
centralized control. Many surmises have 
been made as to the weighty questions of 
banking policy which underlay this action. 
The most reasonable deduction, based upon 
comment by the board itself, would seem 
to be, first, a desire to assist the Bank of 
England in its maintenance of the gold 
exchange standard, which was under con- 
ditions of stress due to heavy withdrawals 
of gold by France, and second, a desire to 
facilitate the unusually heavy volume of 
fiscal operations by our own Government 
this fall. 





U. S. Money in Circulation 
Totals $4,850,471,632 Oct. 1 


The Treasury reports the total money in 
circulation on Oct. 1 as $4,850,471,632 with 
a per capita of 41.35 against $4,750,047,- 
053, a per capita of $40.54 on Sept. 1. 

The total stock of money Oct. 1 was 
$8,572,136,593 against $8,522,320,633 Sept. 
1. Of the total stock Oct. 1, $4,581,829,381 
represented gold coin and bullion. 


Exports Decline; Imports 
Increase for Month of August 


A decline in August exports from the 
United States as compared with the same 
month last year was shown by Commerce 
Department figures issugd Oct. 6 to have 
been due largely to lessened buying by 
Great Britain, which took only $57,077,411 
of American goods last August as against 
$73,480,752 a year ago. 

There was a substantial increase in im- 
ports into the United States, in which 
nearly all the geographical divisions of the 
world participated. 

August exports from the United States, 
by grand divisions, as compared with those 
of August, 1926, were: 

Europe, $167,690,101 against $186,039,- 
949; North America, $109,732,683 against 
$101,626,645; South America, $38,392,504 
against $34,287,695; Asia, $34,591,801 
against $37,579,013; Oceania, $15,900,116 
against $16,075,177; Africa, $8,527,033 
against $8,840,248. 

Imports were: Europe, $110,204,796 
against $105,873,027; North America, 
$82,863,485 against $80,012,885; South 
America, $46,401,402 against $44,623,392; 
Asia, $120,675,104 against $96,986,137; 
Oceania $3,174,029 against $4,115,057; 
Africa, $5,682,297 against $4,866,702. 





Two Chain Systems Report 
Bigger September Sales 


Two chain store systems reported last 
week that their September sales were 
larger than those for the corresponding 
month last year. Sales of F. & W. Grand 
5-10-15c. stores for September were 
$1,002,414, as compared with $799,141 for 
September, 1926, an increase of 25.4 per 
cent. For the first nine months of 1927 
sales were $8,247,210, an increase of 23 
per cent over $6,701,164 for the corre- 
sponding period in 1926. 

Neisner Bros., Inc., reported September 
sales of $477,017, as compared with $334,- 
075 for September, 1926, an increase of 
42.7 per cent. For the first nine months 
of 1927 sales were $4,068,310, an increase 
of 63.4 per cent over $2,488,825 for the 
corresponding period in 1926. 





Improved Business Coming Soon 
Report Two Investigators 


“Very much improved business condi- 
tions will soon be felt in the hardware 
trade in the Middle West, the Southwest 
and the Coast, and will continue for a long 
time in the future,” is the optimistic pre- 
diction made by two of the eastern repre- 
sentatives of the Moore Push-Pin Co. of 
Philadelphia, who have just returned home 
after a three months’ motor trip made 
for the purpose of studying business con- 
ditions in the West in comparison with the 
East. 

Alan Mills, the eastern representative of 
the company, and Harold R. Horn, the 
New England representative, were the in- 
vestigators who made the tour. From Ohio 
westward through the Middle West as far 
as Denver; then through the Southwestern 
section; up the Pacific Coast, and return- 
ing by the Northwestern States, the two 
investigators visited a number of repre- 
sentatives of chambers of commerce, 
boards of trade, newspaper writers, job- 
bers and wholesalers in leading centers, 
and representative stores in two important 
trades—hardware and stationery. 

Wherever they traveled they heard much 
about the increased prices which the year’s 
crops will bring to the growers, and that 
this added prosperity will soon be reflected 
through every industry, thus benefiting 
the wage earners in all the States. 

Both Mr. Mills and Mr. Horn were 
deeply impressed with the appearance and 
the activity which they found in the larger 
stores in the principal cities visited. On 
all sides they were met with optimistic re- 
ports regarding the outlook for a most 
active two or three years’ period. In the 
smaller cities and towns they were even 
further impressed by having jobbers’ repre- 
sentatives and the smaller dealers them- 
selves assert that a most busy session is 
approaching and that the volumes in buy- 
ing and selling will be largely increased. 
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Builders’ Hardware Has Been More Active 
in New York Market—Prices Are Firm 


New York, Oct. 11.—The demand for builders’ hardware has been 
showing a very healthy improvement in the New York wholesale market. 
This has been particularly true in the past ten days. Building forecasts 
for this section add further encouragement that this demand with the 
sale of kindred supplies will continue strong throughout the fall. 
disputes in the building trades are practically all settled and local 
authorities see no cloud for the third quarter, feeling that good build- 


ing will mean good business. 


Staple hardware continues reasonably active though individual orders 
Prices generally are firm. Collections show some improve- 


are small. 
ment. 





Labor 





AXES.—Demand has started in this 
territory. Prices are uniform through- 
cut the city. Local wholesale stocks 


are considered adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Axes, Jersey pattern, 3% to 4% 
Ib., $1.82%4 each; 4 to & Ib: . 81:88 
each. Box lots extra 5 per cent. 

New England pattern, 3 to 4 Ib. 
$1.77 each; 3% to 4% Ib., $1.821%4 
each. Dayton pattern, 3% to 4% Ilb., 
$1.82%4 each; 4 to 5 Ib., $1.88 each; 
box lots of Dayton extra 5 per cent. 

Rockaway pattern, 3 to 4 ls 
$1.81% each; 3% to 4% Ib., $1.87 
each, and 4 to 4% Ib., $1.92 each; 
box lots extra 5 per cent. 

Boy's axe, $1.14 each, box lots ex- 
tra 5 per cent. Boy Scout axe, with 
sheath, $1.181%4 each; box lots extra 
5 per cent. Boy Scout axe, without 
sheath, $1.00 each; sheaths only, 16% 
cents each. 

House axe, $1.11 each, box lots 5 
per cent extra. 

N. B.—There are six axes to a box. 


BATTERIES.—Interest 


radio batteries very active. 
firm ‘and stocks ample. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Dry cells, No. 6, ignition 
peck: al No. 7111, same type, 


“B batteries No. 767, $2.62 each; in 
units of 5 $3.44 each; No. 772 (ver- 
tical type), $2. G2 each; in units of 5 


type, 
35 lee. 


$2.44 each; heavy duty vertical type, 
No. 770, .40 each; in units of 5, 
$3.17 each. Layerbilt No. 486, $3.59 
each; units of 5, $3.33 each. 


BOILER LIQUID, ETC.—Price reduc- 
tion is announced on Hercules boiler 
New prices on quart can is 
Demand is good. 


liquid. 
$2, a decline of 25c. 
Stocks ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Hercules tile and porcelain 
cleaner, $2 per dozen; in gross lots, 
$1.90 per dozen. 

Hercules Radiator Stop Leak, 8 oz. 
cans, 1, 2 and 3 dozen cans to a car- 
ton, "94/50 per dozen, 

Hercules boiler liquid, quart cans, 
$2.25 each. 


BOLTS AND NUTS.—Consistent de- 
Stocks are 


mand with prices steady. 
satisfactory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Carriage bolts, % by 6 and smaller, 
50 and 10 off list. rger, 50 per cent 


off list. 
Stove bolts, 80 per cent off list. 


in World Se- 


ries broadcasting has kept demand for 
Prices are 





Machine bolts, % by 6 and smaller, 
50 off list; larger to 1 by 30, 45 per 
cent off list; 1% to 1%, 30 off list. 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 


CARPET SWEEPERS.—This line has 
been very active. October business to 
date is reported unusually good. Prices 
are firm. Local stocks are apparently 
adequate. 


JOBBERS’ > ty gen ben pga xe. RE- 
TAILERS, F.O YOR 

Carpet shnse ia peace $3.00 
each; Universal japanned, $3.50 each; 
Universal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, $4.00 
each; Elite, $5.00 each; Princess, $4.17 
each and American Queen, $4.50 each. 
Sterling, $2.10 each. 


CLOCKS.—Current demand is very 
good. Holiday trade expected to be 
heavy. Local wholesale stocks are ade- 
quate and prices firm. 


JOBBERS’ QUOTATIONS ae, RE.- 
TAILERS, F.O.B. NEW YOR 

Alarm clocks, Big Ben, Na lots, 
$2.29; dozen lots, $2.21; 2 dozen lots, 
$2.15; same luminous, broken lots, 
$3.16; dozen lots, $3.06 and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 
luminous take same respective prices. 
Ben Hur, broken lots, $1.76; dozen 
lots, $1.70; and 2 dozen lots, $1.65; 
same luminous, broken lots, $2.46; 
dozen lots, $2.38, and 2 dozen lots, 


broken 
and 2 
broken 


luminous dial, 


Black Bird, 
lots, $1.70 


lots, $1.76; dozen 
dozen lots, $1.65. Blue Bird, 
lots, $1.22; dozen lots, $1.19 and 2 
dozen lots, $1.15. ‘Sleep Meter, 
broken lots, $1.40; — lots, $1.36; 
and 2 dozen lots, $1.3 Jack-O-Lan- 
tern luminous dial, joan lots, $2.10; 
dozen lots, $2.04 and 2 dozen lots, 
$1.98. America, broken lots, $1.05; 
dozen lots, $1.02 and 2 dozen lots, 99 
cents. 

Auto clocks, Westclox, plain, 
broken lots, $1.76; dozen lots, $1.70 
and 2 dozen lots, $1.65; same lumi- 
nous, broken lots, $2.46, dozen lots, 
$2.38 and 2 dozen lots, $2.32. 


DRAIN PIPE CLEANER.—Satisfac- 
tory demand, firm prices and good 
stocks reported. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Economy plumber, drain pipe 
cleaner, $2.00 per dozen 1-lb. cans, 
Same in 2-ib. cans, $3.90 per dozen. 
The 1-Ib. size is packed one, two 
and three dozen to a carton. The 
2-lb. size is packed in one and two 
dozen cartons. 


FRUIT PRESSES.—Demand continues 





very active. Local stocks fair. 
are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Fruit presses, cast iron base 
plunger, tinned, capacity 3 qt., $3.60 
each, capacity 6 qt., $4.50 each; 
same with removable steel legs, and 
12 qt. capacity, $6.20 each. 

Fruit presses, hardwood frame, 
varnished oak tubs, No. 0 plain tub, 
$6.00 each. Same with hinged tubs, 
No. 22, $7.50 each; No. 22, $8.50 each; 
No. 22%, $10.50 each; No. 23, $13.50 
each and No, 24, $18.00 each. 

Cherry stoners, No. 117, 90c. 
and No, 118, $1.25 each. 

Meat juice extractors, 95c. 
Beef tea presses, 65c. each; 
ricer, 37%c. each. 

Fruit crushers, galvanized steel 
hopper, aluminum frame and holder, 
capacity 50 lb., $6.25 each; same with 
double roller and wood hopper, $10.00 
each; same as latter with fly wheel 
instead of handle, $11.25 each. 


and 


each 


each. 
potato 


Prices 


FOOD CHOPPERS.—Demand reported 


fairly active. 
Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Food choppers, Universal No. 00, 
$1.25; No. 1, $1.52; No. 2, $1.86, and 
No. 3, $2.37 each. Universal meat 
chopper, $2.20 each. 

Russwin food chopper, 
each; No. 2, $1.83 each; 
each. 

Enterprise meat 
2.25; No. 10, $3.8 
No. 12, $3.65; No. 22, 
32, $7.75 each. 


No. 1, $1.50 
No, 3, $2.33 
chopper, No. 5, 


No. 20, $8.00; 
$6.36, and No. 


Local stocks are ample. 


LANTERNS.—Consistent demand con- 


tinues for all kinds of lanterns. 
stocks are apparently 
Prices are steady. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. NEW YORK: 


Lanterns, Hylo, 62%c. eac h; Vic- 
tor white globe, 66%c.; Victor, 
ruby, globe, 83%%c.; Blizzard, No. 2, 


$1.08144; Monarch, white globe, 66%c.: 
Monarch, ruby globe, 83%c.; Little 
Wizard, 75c.; D-Lite, $1.08% ; D-Lite, 
with large fount, $1.19; Sport, 46c. 

Junior Wagon, $1.50; Buckeye, Dash 
Lamp, $1.16%, and No. 39, Railroad, 
$1.58%4, and No. 30, Beacon, $2.62% 
each. 

N. B.—On all except Hylo an al- 


lowance of 25 cents per dozen is 
made on orderg of three dozen or 
more. 


LINSEED OIL.—Moderate demand 


Local 
satisfactory. 


is 


reported. Stocks are adequate. Prices 
on the Sept. 30 card were: Lots of less 
than 5 bbls., 11.1e. per lb.; in lots of 5 
bbls. or more, 10.7c. per lb., and Cal- 
cutta linseed oil in barrels, 15.9¢c. per lb. 
Boiled oil is 4/10c. extra per lb.; double 
boiled oil is 5/10c. extra per lb., and 
oil in half barrel lots is 7/10c. extra 


per lb. 


NAILS.—Though the announced price 
on nails in New York is $3.35 per keg, 
base, it is reported that quantity or- 


ders are taking a cut of 10 and 15c. 


in 


this market. Demand is steady. Stocks 


are satisfactory. 


ROLLER SKATES.—Fairly active de- 


mand reported in this market. 


Prices 
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are unchanged. Stocks are satisfac- 


tory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK 

Roller skates, extension model, 
steel foot plate, plain steel rolls, web 
heel and toe strap, 72 cents per pair; 
same with steel toe clamps, 78 cents 
per pair. Boys’ ball bearing, exten- 
sion skates, $1.42 per pair; Girls’ ball 
bearing skates, $1.52 per pair. 

Accessories, key, 2% cents each; 
skate wheel with ball bearings, 10 
cents each; ball bearings, 15 cents 
per 100; axles, 3 cents each; toe 
clamp, 12 cents per pair; cotterpin, 
15 cents per 100; axle nuts, $1.00 per 
100; axle nut washers, 60 cents per 
100; adjustment binding nuts, 65 
cents per 100, and adjustment bind- 
ing bolts, 65 cents per 100. 


ROPE.—October orders show steady 
improvement. Local wholesale price 
on manila rope, No. 1, 24c; No. 2, 22c., 
and No. 3, 20c. 


SASH CORD.— Demand continues 
steady. Stocks are ample and prices 
appear firm. 


JOBBERS’ tgp ge TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Sash cord, Sampson spot No. §, 70c. 
to 72c.; Aetna No. 8, 3lc., and Phoe- 
nix No. 8, 38c. to 39c. 
No. 7 is le. higher and No. 6 is 3c. 
higher on all brands, 


SCREWS.—Current demand is active 
with stocks in good condition. Prices 
are uniform. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Screws, flat head, bright iron, 75- 
20-10-10-10-10-10; round heads, blued, 





72% -20-10-10-10-10-10; round head 
iron, nickel plated, 65-20-10-10-10-10- 
10; flat head, galvanized, 60-20-10- 
10-10-10-10; flat head, brass, 72%- 
20-10-10-10-10-10; round head, brass, 
70-20-10-10-10-10-10. These discounts 
apply to standard screw lists. In 
package lots an extra 10 is allowed. 


SPARKLET SYPHONS.—Steady de- 
mand in this section. Jobbers predict 
very active holiday trade. Prices are 
unchanged. Local stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Sparklet syphons, No. 41, $4.25 
each; in lots of six or more, $4.00 
each, Sparklers, 9 7/12c, each packed 
in cartons of one dozen. Sparklet 
syrups, 50c. per pt. bottle. 

Extra parts, pin washer, 15c. each; 
piercing pin, 15c. each; tube and 
washer, 50c. each; tube washer, 1l5ic. 
each; head complete, $2.00 each, and 
Sparkler holder, 50c. each, 


STOVE SUNDRIES.—Normal seasonal 
demand is reported. Warm October 


weather has not helped the sale of this 
merchandise but business to date com- 
pares favorably with that of last year. 
Local stocks are ample and prices are 
firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Stove pipe, No. 28 gage, black iron, 
12 lengths in a bundle, 4 in., 13%c. 
each; 4% in., 15c. each; 5 in., 16%c.; 
5% in., 18¢. ; 6 in., 21c. each. 

Stove pipe elbows, black iron, No. 
28 gage, 12 in a bundle, 4 res 13\%c.; 


4% in., 14c.; 5 in., 15¢c.; 5% ‘in. 
16 Ige.; 6 in., 18c. each. 
Pipe dampers, cast iron, wooden 








handle, 4 in., 8% 4% in., 9c.; 5 in., 
9c.; 5% in., "100.3 6 in., 104c.; 7 in., 
13c. each. 

Flue stops, tin rim, lacquered, ad- 
justable steel hoops 8 3/16 in. diam- 
eter, 12 in a box, 6c. each. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 34%4c. each; 
4% in., 3%c.; in., 4%c.; 5% in., 
4%c.; 6 in., 5c.; 7 in., 6c. each. 

Stove lifter and shaker, cast iron, 
length, 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 6%c. each. Same with loop 
handle, 12 in a box, 744c. each. Stove 
pokers, nickel plated, cold_ spiral 
handle, 12 in a box, No. 7, 7T%c. 
each; No. 8, 16c. each. Neverbreak, 
19¢. =. Furnace pokers, wrought | 
iron, ft., 66c. each; 4 ft., 84c.; 5 
ft., $1. ‘0 and 6 ft. $1. "16 each. 

Flue scrapers, black iron, 30 in. 
long, 12 in a bundle, 4c. each. 

Fire shovels, one piece steel, ja- 
panned, 3 in a bundle, No. 54, 5%c.; 
No. 56, 5%4c.; No. 57, 9c. each. Gal- 
vanized shovels, No. 256, 7%c.; No. 
257, lle. each. Extra heavy, one 
piece japanned scoops, 6 x 9 in., 
capped end, 16%c. each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 in., $1.40 
each; 32 x 42 ‘in., $1.73 each; 18 x 
18 in., 58c.; 24 x 24 in., Tic.; 26 x 26 
in., "8c. ; 28 x 48 in., 88c.; 30 x 30 
~ $1.03 32 x 32 in., $1.22; 35 x 35 
in., $1.5 2 each, 

WATCHES.—Current demand very ac- 
tive. Large holiday trade predicted. 
Stocks are satisfactory and prices uni- 
form. 


JOBBERS’ ag pgp hh ne 4 a RE- 
TAILERS, F.O.B. NEW 

Watches, Pocket 5 od pa lots, 
$1.05; dozen lots, $1.02; 2 dozen lots, 
99c. Glo-Ben, luminous, broken lots, 
$1.58; dozen lots, $1.53 and 2 dozen 
lots, $1.49. 


Cincinnati Market Reports Trade Better 
Than Last Year—Prices Firm 


(Cincinnati office of HARDWARE AGE) 


CINCINNATI, Oct. 11.—Fall business in the local hardware jobbing 
market is proving to be fully up to the level attained in past years. 
Sales of seasonal merchandise have been of liberal volume, and the 
movement of shelf goods has been brisk. There are now positive 
indications that the total bookings of Cincinnati jobbers in 1927 
will exceed those during last year by a small, but nevertheless, 


comfortable margin. 


A period of warm weather lasting about ten days aided in ma- 
turing the corn crop, and buying power in the rural sections of 
Ohio, Indiana and parts of northern Kentucky will be greater than 
had been anticipated. This will be of considerable benefit to the 


hardware trade. 


Prices in all commodities are showing unusual stability. Further- 
more, retail dealers are finding it advantageous to carry well- 
rounded stocks to meet the current demand. Collections in general 


are fair. 





AUTOMOBILE ACCESSORIES.— 
Business has continued to be fairly 
good, the warm weather having brought 
out an active demand for tires and 


tubes. Prices are steady. 


We quote from Cincinnati jobbers’ 
stocks: 


Tires: 80x3%, 29x4.40 
Cheap grade ............ $5.45 cous 
Medium grade ........ 6.10 $7.55 
ON ae 8.75 9.65 

Tubes: 
| eae 1.05 1.40 
Medium grade ......... 1.25 


Best grade ............. 1.45 1.85 





Luggage Carriers.— Light weight, 
65c. each; 60c. in lots of 10; heavy 
weight, 80c. each; 75c. in lots of 10. 

High Lustre Automobile Polish.— 
% pt. size, $4 per doz.; 1 pt. size, 
$8 per doz.; 1 qt. size, $12 per doz. 

Ford Replacement Springs.—7-leaf 
front spring, $1.25 each; 8-leaf front 
spring, $1.45 each; 9-leaf front spring, _ 
$1.95 each; 9-leaf rear spring, $4.55 
each; 10-leaf rear spring, $4.90 each. 


BOILER LIQUID.—Orders have been 
received by local jobbers at a moderate 
rate. 





We quote from Cincinnati jobbers’ 
stocks: 
Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 
Hercules Radiator Stop Leak, 8 
oz. cans, 1, 2 and 3 dozen cans to a 
carton, $4.50 per dozen. 
Hercules boiler liquid, quart cans, 
$2.00 each. 
BOLTS AND NUTS.—Business in 
these items is about normal, and the 
price situation is showing stability. 
We quote from Cincinnati jobbers’ 
stocks: 
Cut-thread carriage and machine 
bolts, 60 per cent off list; rolled- 
thread carriage and machine bolts, 
60 and 10 per cent off list; stove 
bolts, 80 per cent off list; square 
on and tap nuts, 60 per cent off 
st. 
BUILDERS’ HARDWARE.—Favorable 
weather for outdoor construction work 
has been responsible for a continuation 
of activities on an extensive scale. 
Prices are firm and unchanged. 
We quote from Cincinnati jobbers’ 
stocks: 
Sash Weights.—Sash weights, $1.75. 
Inside Sets. — Square bevel inside 
sets in case lots, $5.75 per doz. 


DENATURED ALCOHOL. — Demand 
for this item is still slow, but an im- 
provement is expected before the end 
of the month. 


We quote from Cincinnati jobbers’ 
stocks: 

Denatured alcohol in 52-gal. drums, 
5le. per gal.; in lots of three drums, 
50c. per gal.; in 10-gal. lots, 72c. per 
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‘ ar cans, 73c. per gal. A 
a of $6 for each drum is made, 
but this amount will be rebated when 
the empty drum is returned. 

Ivo radiator glycerine, $2.25 per 
al, for 55-gal. drums; $2.30 per gal. 
for 30-gal. drums; $2.45 per gal. for 
3-gal. cans. 


DRAIN PIPE CLEANER.—In this 
commodity business has been about 
normal. 


We quote from Cincinnati jobbers’ 
stocks: 

Economy plumber, drain 
cleaner, $2 per doz, 1-lb. cans. Same 
in 2-lb. cans, $3.90 per dozen. The 
1-lb. size is packed one, two and 
three dozen to a carton. The 2-lb. 
size is packed in one and two dozen 
cartons. 


FIRE SHOVELS.—Sales to the retail 
trade have been fairly good. 


We quote from Cincinnati jobbers’ 


pipe 


stocks: 

No. 80, 56c, each; No. 56 galvanized, 
95c. each; No. 9, $1.50 each; No. 11 
$1.65 each. 


GAME TRAPS.—Jobbers report that 
shipments in the past two weeks have 
been satisfactory. 
We quote from 
stocks, f.o.b. factory: 
Two-Trigger game trap, $5 per 
doz.; 15 doz. per barrel; Single Grip 
No. 1, $1.88 per doz., 35 doz. per bar- 
rel; Single Grip, No. 2, $3.35 per doz., 
18 doz, per barrel; Single Grip No. 3, 
$5.50 per doz., 15 doz. per barrel; 
Single Grip, No. 4, $6.70 per doz. 10 
doz. per barrel. 


JUVENILE VEHICLES.—tThis item is 
moving exceptionally well at the mo- 
ment. 

We quote from Cincinnati jobbers’ 


stocks: 
Scooters.—No, 109, $2.90 each; No. 
$11.50 


110, $3 each. 
Sidewalk Cycles.— No. 11, 
each; No, 12, $12.75 each. 
Veiocipedes. —No. 6E, $2.90 each; 
No. 7E, $3.30 each; No. 46, $7.40 each. 


LAMPS.—Here is another commodity 


manufacturers’ 





which shows improvement, now that 
the days are getting short. 


We quote from Cincinnati jobbers’ 
stocks: 

Quick Lite gasoline lamps, C317, 
$7.40 each; C329, $6.25 each; C318, $7 
each; C324, $7 each; Quick Lite lan- 
terns, L327, $5.25 each; L427, $6 each. 


OIL HEATERS.—Orders received by 
local jobbers have been about normal. 


We quote from Cincinnati jobbers’ 


stocks: 
Nesco No. 12, $3.70 each; No. 15, 
$4.65 each; No. 016, $5.50 each; No. 


0190, $7 each; No. 505 $7.50. 


RADIO BATTERIES.—Business has 
been stimulated greatly by recent major 
events reported by radio, and the 
World’s Series also is proving to be 
beneficial from a sales standpoint. 


We quote from Cincinnati jobbers’ 


Giant, 


stocks: 
Less than 
Unit In Unit 
Packages Packages 
Each Each 
alee. CS FA ee $0.40 $0.3544 
“B,"* No. 4156....6.. 1.05 0.97 
Es . Pe BEBO cccece 1,22 1.14 
: ee | 1.40 1.30 
“Eh,” Oe BERS chins s c0 1.40 1.30 
ph oad RS 2.27 2.11 
SE BER cceass Bee 2.44 
ge ee. 3.40 3.17 
a eee ae 3.58 3.33 
iy Seg OE SR 0.28 0.26 
a ee a 0.42 0.39 
“Cl” No. 5540....... 0.59 0.55 
a 8 Sd | 1,22 14 
Note.—Nos. 5156, 5308, 2308, 10308, 


21308, 5360, 5540 and 5156 are in unit 
packages of 5. Nos. 4156, 2156, 2158 
and 2370 are in unit packages of 10, 
No. 6 is in a unit package of 50. 


ROOFING MATERIAL. — Demand 
from the retail trade has been sustained 
remarkably well. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper. — Light standard, 
$1.10; medium standard, $1.35; heavy 
standard, $1.60; light Holdfast, $1.35; 
medium Holdfast, $1.60; heavy Hold- 
fast, $1.90; red and green slate 
surface, $2.10. 

Roofing Coating.—Coal tar, refined 





in barrel lots, 25c. per gal.; in half 
barrel lots, 28c. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half-barrel lots, 27c. per gal. 

Roofing Cement.— Liberty elastic, 1 
b., 12c.; in 5-lb. cans, 9c. per Ib.; 
in 10-lb, cans, 9c. per Ib.; in 25- Ib. 
cans, 8c. per .Ib. Certain- teed ce- 
ment, 36 lb. to the case, $4.25 per 
case; in 5-lb. cans, 12 cans to the 
box, 8%c. per Ib.; in 10-lb, cans, 6 
cans to the box, 744c. per Ib. 


STOVE PIPE AND ELBOWS.—The 
fall trade has been fully up to normal 
and retailers are well supplied with 
stock. 


We quote from Cincinnati jobbers’ 
stocks 

Stove Pipe.—29 gage u. c. crated 
pipe, 4 in.,. $9.75 per 100 joints; 29 
gage u. c. crated pipe, 6 in., $11.75 
per 100 joints; 29 gage u. c. crated 
pipe, 7 in., $14.25 per 100 joints; 28 
gage u. c. crated pipe, 6 in., $12.25 
per 100 joints; 28 gage u. c. crated 
pipe, 7 in., $14.75 per 100 joints. 

Elbows.—U. c. elbows, 4 in., $1.05 
per doz.; 6 in., $1.25 per doz.; 7 in., 
$1.65 per doz. 


STOVE BOARDS.—In this line also or- 
ders have been of fairly liberal pro- 
portions. 


We quote from Cincinnati jobbers 
stocks: 

Paped-Lined Stove Boards.—24 x 24 
in., $6.75 per doz.; 30 x 30 in., $9.60 
per doz.; 35 x 35 in., $14.25 per doz. 

Wood-Lined Stove Boards. — 24 x 
24 in., $11.15 per doz.; 30 x 30 in., 
$18 per doz.; 36 x 36 in., $25 per doz. 


WEATHER STRIPPING.—Sales have 
been good in the past two weeks, and 
jobbers have been called upon to fur- 
nish quick delivery on numerous refill 
orders. 
We quote from Cincinnati jobbers’ 
stocks: 
Wood 


, 


and rubber weather strip- 
ping, No. 1, $17.25 per 1000 ft.; No, 
1%, $24 per 1000 ft.; No. 4, $34.50 per 
1000 ft.; No. 7, $41 per 1000 ft. 

Wood and felt weather stripping, 
No. 71, $19.50 per 1000 ft.; No. 71%, 
$27 per 1000 ft.; No. 75, $46. 50 per 
1000 ft. 

All rubber weather stripping, No. 
9, $2.10 per 100 ft.; y No. 10, $2.85 per 
100 ft.; No, 11, $3.55 per 100 ft. 





Verified Retail Store News: Notes 


Lennox Hdwe. & Paint Co., 


852 Marsh St., San Luis Obispo, Cal. 
Johnstown — & Imp. Corp., 


officers: Carl Krause, pres.; C. 
Krause, sec’y and treas. 


Lowell, 


L. C. Drow Hdwe., 67 E. Side Square, Canton, IIL, 


for the former business of C. N. Mosher. 


10795 Hawthorne Blvd., Lennox Cal., 
been opened by Geo. A. Snell and Gustave R. Schlimmer. 


The Farmers Hdwe. & Implement Co. has recently opened a store at 


of Johnstown, Col., 
L. vice- pres. ; 


has 
Minn. 


has the following 
and H. E. 


is the new name G. H. Smith. 


Dan Janson has taken over the business of Janson Bros. 


Holm Bros. of Kandiyohi, Minn., purchased the Kroona Hdwe. 
and the Dassel store in Dassel, 


A. Green & Co., Hazelhurst, Miss., 
furniture departments of B. 


Marsten Van Doran in Hershey, Neb., 


in Waverly, 
store 
Minn., and will consolidate them. 


is successor to the hardware and 
B. Nesmith & Co. 


has purchased the business of 


Fred Winter opened a store recently in Western, Neb. 


Rich Hdwe. Co., Theo. S. Rich, prop., has been opened in Gridley, Ill. 

The Foster Hdwe. Co. and Nelson & Nelson, both of Vermont, IIl., 
consolidating. 

W. J. Bacon, at 312 E. Main St., 
moving to Temple Court Bldg. soon. 

Clarance Riester has opened a retail store on 18 E. Main St., 

nm, Ind. 
; J. M. Krumm has opened a harness and hardware shop in Newhall, 
owa. 

Paul Noffsinger, of South English, Iowa, 
store in that place. 

The New Hardware Store has been opened in Pikeville, Ky. 


are 
Washington, Ind., is contemplating 


Washing- 


recently opened a hardware 


Taubman’s have opened a hardware department in their store at 305 
W. Baltimore St., Baltimore, Md. This company operates 31 stores. 


Arthur Desrochers has opened a store at 518 Lincoln St., 
Mass., succeeding Amanda Courtemancho. 


Marlboro, 


Pelton Bros. have taken over the business of Jas. Pelton & Son in 


Bentley, Mich. 


Charles C. ao has succeeded H. G. Winters in 222 Harrison Ave., 


Harrison, N. 


Kings Hdwe. & Housefurnishings, Arthur C. King, prop., 
Ave., Brooklyn, N. Y., opened recently. 


Kahn & Son, 34 West Burnside Ave., 
Jerome Ave., Bronx, N. 

Townsend Hardware Co., C. G. 
Lumberton, N. 


1912 Church 


Bronx, N. Y., will move to 2058 


Townsend, prop., has opened a store in 


Johnson Hdwe. Co., Greeneville, Tenn., has taken over the Casteel-Crum 


Hdwe. Co. of that place. 


Pontotoc Hdwe. Co. 
store. 


E. H. Benson who purchased the business of ~H. 
La., wants manufacturers’ catalogs. 


of Pontotoc, Miss., has recently opened a retail] 


A. Finley in Jena, 


Charles Fox’s retail store in Wolverine, Mich., was recently damaged 
by fire. He lost many catalogs and desires manufacturers and jobbers 
to send new catalogs to him. 
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Pittsburgh Hardware Prices Show 
Steadiness—Collections Slow 


> 


(Pittsburgh office of HarDWARE AGE) 


PITTSBURGH, Oct. 11.—Hardware prices show a good deal of 
steadiness and the market on bolts and nuts is working into a 


stronger position. 


Manufacturers have found that small orders 


mean a good deal of expense in both packing and billing and with 
an idea of driving that business into jobbing and warehouse chan- 
nels, are naming the same prices that the supply houses and hard- 
ware jobbers are quoting. According to the size of the order, they 
are quoting 55 to 60 per cent off list and the 70 per cent discount is 


reserved strictly to the large lot 


buyers. Some of the hardware 


jobbers report difficulty is making sales of bolts and nuts at 60 per 
cent off list and continue to quote 6214 per cent off, but supply 


houses are holding verly firmly to the lower discount. 


Collections, 


like business suffer from the rather low rate of industrial em- 


ployment. 





BATTERIES.—Local jobbers are well 
satisfied with the movement of radio 
batteries and also note a steady call 
for those for flashlights. They quote: 


Broken Unit 
Packages Packages 
in cee $0.97 
ha 3.33 
No. 1.14 
No, 1.14 
No. 7 1.30 
No. 2.44 
No. 2.44 
No. 3.17 
No. 39 
No. .36% 





No. 6 dry cells, ignition type unit 

ac 2s, 32%6¢c. ‘ 

Pare lights.-No. 935, 9%c. each; 

No. 950, 9%c.; Rg Bees os; a 

705, 28c.; No. 750, c.; No. 761, 25c. 

Pict Shot. No. 1461, $1.67; No. 1661, 

$2.37. 
BOLTS, NUTS AND RIVETS.—Firm 
prices prevail, while a few jobbers still 
are quoting them at 62% per cent off 
list; distributors generally are asking 
60 per cent, and as high as 55 is being 
quoted by manufacturers for small lots. 
The demand upon jobbers is fairly 
active, but with only about half of the 


productive capacity of the country en- | 


gaged, it is patent that manufacturers 
could stand a considerable increase in 
orders. Jobbers quote: 
Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 50 and 
10 per cent off list. 
ee ae styles, 60 
-ent off list. 
°*Rivets.— Large, $3.50 base, per 100 
pieces; small wagon and tinners 
rivets, 60 per cent off list. 
BUILDERS’ HARDWARE.—A _ good 
many large building projects are un- 
der way in Pittsburgh, but these do not 
help sales by local jobbers nearly as 
much as homes and garages, and in 
these lines activity is rather light com- 
pared with other recent years at this 
season. Business may be described as 
fairly good. Jobbers quote: 
Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 


to 62% per 


33 in. x 3% in., $19; 4 in. x 4 in., 

Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.95; 10 in., $4.80; 
extra heavy, T, 6 in., $2.30 per doz.; 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, T, 3 in., $11 per 100 
pair; 4 in., $12.60. 

Hasps.—Hinge, without screws, sin- 
gle dozen lots, 3 in., 65c. per doz.; 4% 
in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz. ; 4% in., $1.14; 6 in., $1.60. 

Garage Sets.—Swinging hinges, 10 
in., $3.10 per set. 


FERTILIZERS.—Prices for 1928 have 
been announced on one line of garden 
fertilizers, put up in small packages, 
and show a slight decline from those of 
the past year. 


GAME TRAPS.—tThis line is doing 
well, as usual at this time of year, but 
the weather has hardly been favorable 
for trapping, and the bulk of the sea- 
son’s needs are yet to be supplied. Job- 
bers quote: , 

Victor, No. 0, $1.10 per doz.; No. 1, 
$1.38; No. 1%, $2.44; No. 2, $3.36; 
jump, No. 0, $1.59; No. 1, $1.83; coil 
spring, No. 1, $1.28; Gibbs, 2-trigger, 
$5 per doz.; single grip No. 1. $1.88; 
No. 2, $3.35; No. 3, $5.50; No. 4, $6.70. 

GUNS AND LOADED SHELLS.—Job- 
bers still are shipping shells quite free- 
ly, and a steady demand for shotguns 
is noted. Jobbers quote: 

Shells.—Repeater or Nitro Club 12 
gage, 3 in. x 1% in., $32.22 per 1000; 
chilled, $34.17 per 1000, with other 

loads in proportion. 

Guns.—Winchester shotgun, Model 
1912, $37.50 each; Savage, Model 1921, 
$37.50 each; Remington, Model 17, 


HEATING ACCESSORIES.—Prepara- 
tions against the winter’s cold weather 
continue, and with them is a steady call 
for stove and furnace accessories. Job- 
bers quote: 
Stove Boards.—Square, wood lined, 
24 in., $12.60 per “doz.; 28 in., $18 per 
doz. ; 30 in., per doz.; 36 in., $29 
per doz.; paper lined, 24 in., $7.50 per 
doz.; in., $9.50 per doz.; 30 in., 
$10.80 per doz.; 35 in., $16.20 per doz. 
Stove Pipe and Elbows. — First 
quality nested stove pipe, 3 in., $2.75 





per crate; 4 in., $2.90; 5’in., $3.11; 
Reading matter continued on page 96 





6 in., $3.57; 8 in., $4.17; elbows, cor- 

rugated, 3 in., $1.01 per doz.; 4 in., 

ee 5 in., $1.30; 6 in., $1.42; 7 in., 
00. 


Dampers and Flue Rings.—Damp- 
ers, 3 in., $1 eee n., $1.10; 


5 in., > 
1 per doz.; 4 in., $1.25; 

5 in., $1.90; 6 in., $2.20; 7 in., $2.75. 

Coal Hods. — Galvanized, 16 in., 
$4.30 per dozen; 17 in., $4.75; 18 in., 
$5.25. 

Coal Chutes.—Black, 8 ft., $6 each; 
10 ft., $7.50; 12 ft., $9. 

Register and Radiator Shields.— 
Register shields, floor, $12 per doz.; 


wall, $6 per doz.; radiator, sheet steel 
adjustable, $2.67 to $4.37 each. 


HARVEST SUPPLIES.—Corn _husk- 
ers and fodder twine still are being 
called for quite steadily. Jobbers quote 
No. 1 sisal twine at 12c. per lb. and 
corn huskers from 75c. to $2.60 per doz. 


HUNTING CLOTHING.—Demand still 
is good with local jobbers, who have 
not reflected in their prices the ad- 
vance announced several weeks ago by 
manufacturers, and quote: 


Coats, $2.25 to $6 each; vests, $1.20 
Py each; trousers, $2.25 to $4 per 
pair. 


LANTERNS.—The usual good demand 
for this time of year is reported by 
local jobbers, who quote: 


Monarch lanterns with white globes, 
$8 per doz.; with ruby globes, $10 per 
doz. ; Little Giant lanterns with white 
globes, $11 per doz. ; with ruby globes, 
$13 per doz.; D’Lite, $13 per doz.; 
junior wagon, $17.25 per doz.; Cole- 
man gasoline, No. 327, $5.25 each; 
No. 427, $6 


PAINTING SUPPLIES.—Good busi- 
ness is being done,-but the market does 
not show much firmness and is again 
lower on oil and turpentine. 


Prices to retailers: Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2; white lead, 13%c. 
per Ib. in 100-lb. lots; 10 per cent less 
in lots of 500 Ib. or more and extra 4 
per cent less in lots of a ton or more: 
turpentine, 68c. per in barrel 
lots; raw linseed oil, per Ib. 
in barrel lots. 


ROLLER SKATES.—Jobbers here have 
not yet experienced much increase in 
the demand for roller skates, but are 
looking for larger orders with colder 
weather than this part of the country 
yet has had. They quote: 
Roller Skates.— Union Hardware 
Co. line, No. 2, 70c. per pair; No. 3 


75c.; No. 10, $1.05; 6, $1.55: 
Winslow line, No. 38%, 
$1.60. 


gal. 
11.9¢e. 


$1.50; No. 38, 


STEEL WINDOW VENTILATORS.— 
Sales of this line continue to expand 
as the season of cold weather ap- 
proaches. Jobbers quote: 
No. 01, $4.40 per doz.; No. 02, $4.80; 

No. 1, $5.20; No. 2, $5.60; No. 3, $6.40. 
WEATHER STRIPPING.—Very steady 
demand is noted for stripping, which 
jobbers quote: 


Meta-Felt, % in., $19.50 per 1000 
ft.; % in., $26 per 1 ft.; cushion, 
all felt, No. 18, $2.40 r 100 ft.; No. 

20, $3.25 per 


19, $2.85 per 100 ft.; No. 
100 ft. 
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The Remington Weekly Letter 


Every Week, in This Place, We Will Write Informally 
About the Policies and the Plans of the Company 


E believe in the present jobber’s system 

of distribution. We believe that the 
hardware jobbers are stronger today than 
they have ever been before in their history. 


The element of SERVICE in business to- 
day is of greater importance than it ever has 
been in the past. The modern insistence on 
quick turnover — hand-to-mouth buying — 
makes the function of the jobber of greater 


importance in the field of distribution. 


We believe in the value of the service of 
the traveling salesmen, but, in our opinion, it 
must be our constant effort to develop better 
informed, better trained and more efficient 


salesmen. 


In this country, production has caught up 
with consumption, and on many lines, pro- 
duction capacity is in excess of consumption. 
With such a condition existing, we believe it 
is more than ever necessary that goods of high 
quality, sold under established brands, should 
be protected by the rigid maintenance of 
prices that will show a fair and reasonable 
profit to both jobbers and retail merchants. 


This Company manufactures arms, ammu- 
nition, cutlery, cash registers and service ma- 
chines. Arms, ammunition and cutlery are 


sold under similar conditions, to the same 


character of merchants. The cash register 
and service machine business, in every re- 
spect, is an entirely different kind of busi- 
ness. Arms, ammunition and cutlery are dis- 
tributed through jobbers. Cash registers and 
service machines are sold direct to users. We 
have decided that it will be to the best inter- 
ests of our Company, also to the best interests 
of the trade, to make our cash register and 
service machine business an entirely separate 
unit. Therefore, in future, the management 
and sales of the cash register and service ma- 
chine business will be separate from that of 


arms, ammunition and cutlery. 


The management of this Company have in 
view no radical changes whatever in the man- 
ufacturing or sales policies of the corpora- 
tion. If there are any changes in the future, 
they will simply be along the lines of a closer 
insistence upon the plans and practices as out- 
lined above. Certain changes in our sales or- 
ganization, with the end in view of separat- 
ing our cash register and service machine busi- 
ness from the arms, ammunition and cutlery, 
have led in some places, to a misunderstand- 
ing of our future plans. These changes have 
all been made, and we now propose to con- 
tinue with few, if any, further changes in our 


sales organization. 


REMINGTON ARMS COMPANY, Inc. 


25 Broadway 


New York City, N. Y. 
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WIRE PRODUCTS.—Demand for nails, | rs ee eee 3.35 4.00 


" . . Wi bdeaseapussda® 55 2 
fence and fencing materials is more — . AAAS CX - : 4 
notable for its steadiness than size. Barbed wire (per 80-rod spooi): 
j ee Pert ree ieee Te $2.90 
Prices are unchanged. SOMME MOG 5. 5 5 95 axe kee ds Be 3.10 
We quote from Pittsburgh jobbers’ eS ee oe ee ee ee 3.35 
stocks: a a oe eweRS Teeter . oo 
Fence Wire -point cattle (special).......... y 
(per 100 Ib.) Annealed Galvanized Field Woven Wire Fence (per 100 
Nos. 6 to 9 gage...$3.00 $3.45 
SS Se ae 3.05 3.50 39. 
OMEN a cow skola 3.10 3.55 . 
Ob) eee 3.15 3.65 : ’ 
eS eee 3.25 3.80 Ds bxbihns sehuwindkaduarsa ce 36.15 











EE cop uss. cew keen Pecteidenans 35.00 
rer ys ee 48.25 
Poultry: 

Ph SR Ses cuponn tn seuke meegoed $35.60 

SS ae 6 eae 43.00 

a i. 2S eee eee 48.50 


Steel Fence Posts: 


Galvanized, Painted, 
Tubular Formed, 





OS See rere rs; a EE ore 
) Sree 55c. each 38c. each 
rrr eres 65c.each 40c. each 
EAS Py Serre ere 45c. each 

Bright nails, base, per keg, $2.85 
to 





Good Assortment of Hardware Selling in 
New England but Buying Is Conservative 


(Boston office of HARDWARE AGE) 


Boston, Oct. 11.—A mighty good assortment of hardware is be- 
ing sold in New England, but the average individual order handled 
by the shelf hardware jobbing trade calls for a very conservative 
amount of stock. Each retail store, however, is buying several 
times a week. The amount of detail necessary to handle business 
in its current form is greater than ever before in the history of 
Boston jobbing houses. This necessarily costs money and necessi- 
tates the jobbers carrying a large and well assorted stock. Of 


the many kinds of merchandise 


selling, toys have the distinction 


of being the most active. It is really remarkable the amount of toys 
that have been bought by retail hardware firms, and jobbers insist 
that a great many orders will be taken between now and the week 


before Christmas. 


Competition in all New England cities is exceptionally keen, par- 
ticularly in Boston. Here the retail hardware dealer not only has 
the drug store as a competitor, but the big department store with 
its liberal newspaper advertising policy. Announcement is made 
that the Amoskeag Mfg. Co., Manchester, N. H., is to be liquidated. 
The company is the biggest thing in Manchester, and its passing 
will hurt the hardware and general business in that city. Other 
New England mill towns and cities report less unemployment and 
expanding business, and small town hardware dealers apparently 


are doing a very good business. 
month. Many hardware dealers 


Collections started off slow this 
will have taxes to pay this month 


or in November, which is one reason why collections ’are slower 


in the hardware trade. 





AXES AND HANDLES.—Jobbers are 
securing a few orders for axes and han- 
dles each day, but there is no snap to 
buying, they say. 


We quote from Boston jobbers’ 
stocks: 

Axes.—Standard makes, without 
handles, $14.50 per doz. net. The 
eanae extras for weights and handles 
obtain. 

Handles.—Single bit. Woodsman’s 
Pride, 28-in., $7 per doz. net: New 
York, 30-in., $6.40, 32-in., $6.40; Sun- 
flower, 32-in., $4.86. Northern New 
York pattern, Triumph, 30 and 32- 
in., $5.30 per doz. net: Hercules, 30 
and 32-in., $4.76: Success, 30 and 32- 
in., $4.05; Eagle, 30 and 32-in., $2.97. 
French pattern, Triumph, 28-in., 
$5.67; Hercules, 28-in., $5; Success, 
28-in., $4.16. 


BATTERIES.—Battery sales have held 
up remarkably well. Following the 
scrap out in Chicago, the world’s base- 
ball series stimulated buying. One of 
the remarkable things about the bat- 
tery situation is that, despite the great 





number purchased by the retail trade 
the past nine months, its stocks are 
down to a minimum. 


We quote from Boston jobbers’ 
stocks: 

Batteries. — Columbia dry cell, in 
lots of 50, 32%c. each net, freight al- 
lowed. Hot shot, in barrel lots, No. 
1461M $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 

Radio.—Dry cell, in lots of 50, No. 
7111, 35c. each net; in smaller lots, 
40c. each net. B batteries, in units 
of 10, No. 764, $1.14 each net; No. 760, 
$1.30; No. 771, 39c. Storage Cog tied 
6 to 9, $9.75 each net; 6 to 11, $11.10; 
6 to 13 $13.05. Radio, No. 46 $5 list 


CELLEO GLASS.—Celleo glass is be- 
ginning to show signs of life, accord- 
ing to Boston jobbers. 

We quote from Boston jobbers’ 


stocks: 
Celleo Glass.—In 100 ft. rolls, 13c. 
per sq. ft. net; in 50 ft. rolls, 13\c. 


COMBINATION DOORS.—People are 





weather notwithstanding the fact that 
recent days have been unseasonably 
warm. The demand for combination 
doors is better than it has been for 
some time. 


We quote from Boston jobbers’ 
stocks: 

Doors.—Combination screen and 
storm, 2 ft., 6 in. x 6 ft. 6 in., $7.09 
each net; 2 ft. 8 in. x 6 ft 8 in., $7.64 ; 
2 ft. 10 in. x 6 ft. 10 in., $8.04; 3 ft. 
x 7 ft., $8.55. 


CORN POPPERS.—There is a call for 
corn poppers, but jobbers say they do 
not begin to sell as many as they did 
several years ago. 


We quote from Boston jobbers’ 
stocks: 

Corn Poppers. —Meteor, $4 per doz. 
net; All Wire, No. No. 
684- % Fe 35; Wellesley, No. 947, $3. 68, 
No. 949, $7; competitive, $1.20. 


FOOD. CHOPPERS.—Food _ choppers 
have moved fairly well the past month, 
presumably because many people are 
putting up foods for winter consump- 
tion. ' Retail buying has been steady, 
vet conservative. 


We quote from Boston jobbers’ 
stocks: 

Food Choppers.—Russwin, No. 1, 
raf each list; No. 2, $3. 30; No. 3, 
4.20 Discount, 40 and 5 per cent. 
Universal, $1.25 each net; No. 
1, $1.52; ‘No. as OeF 86: No. 3, $2.37 ; 
No. 323, $2. 20;' No. 331, $3.38; No. 
333, $3. 72: No. 304, $5.91; No. 344, 
$9.43. Enterprise, No. 5, $2.26 each 
oe: No. 10, $3.82; No. 501, $1.39; No. 

2, $1.74; No. 703, $2.26. 


GARDEN TOOLS.—Some buying of 
garden tools for next spring retail re- 
quirements is noted by jobbers, who 
feel confident that the coming week or 
two will bring in additional orders. 
The jobbing trade is giving a special 
discount to those retail dealers who 
cover their spring requirements now. 


We quote from Boston jobbers’ 
stocks: 

Garden Tools.—Trowels, No. 214, 6- 
in., $2.25 per doz. net; No. 6X, 6-in., 
$1.32; No. 85, 85c.; No. 120, $1.50; No. 
140, $2.50. Forks, No. 300, $3.50; No. 
40, $1.75. Weeders, $2. 


GLOVES.—A few cotton gloves are be- 
ing moved by the jobbing trade. Owing 
to the rapidly mounting cost of raw 
cotton, manufacturers of gloves recent- 
ly advanced prices about 15 per cent, 
and jobbers have adjusted their lists 
accordingly. The advance has served 
to curtail buying, say jobbers. 

OIL CANS.—There is a call for oil 
cans, particularly from those retail 





evidently getting ready for cold 
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dealers catering to the so-called coun- 
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- HAVEN - CLOCKS . BEAUTIFY -. THE . HOME 











New HAVEN CLOCKS 











These “Distinctive Gift (locks 


displayed in your store 


will sell, sell, sell! 


Feature this New Haven NO. 3650 GIFT SELECTION 19 TO ‘5 
Each Clock retailing from . . . 


b par gift business will thrive if _ feature these 18 good- 
looking, good timekeepers. Their beauty of design and 
popular prices — from $2 to $5 — make them good sellers. 
Practical, appreciated gifts for the Fall, Holiday and Christmas 
season, for birthdays, and ae and as bridge prizes. 
Display these nationally advertised True Time Tellers, with 
the three free merchandising placards—then watch them sell ! 





For a Quick Turnover and a Good Profit 


THE NO. 3650 GIFT CLOCK SELECTION 


Suggested Dealer’s Cost Price 
Consumer’s Price 2% Cash Discount 


3—NIFTY, assorted colors............ at $2.00—$6.00 at $1.30—$3.90 
4—AIGRETTE, assorted colors........ a# 2.50—10.00 at 1.65— 6.60 
3—IOTA, assorted colors.............. at 3.00— 9.00 at 2.00— 6.00 
1—SQUARE, Jr., with alarm.......... .25 2.20 
1—SQUARE, Jr., with alarm, radium. 4.25 2.85 
1—GOTHIC, Jr., with alarm.......... 3.75 2.50 
1—GOTHIC, Jr., with alarm, radium. . 4.75 3.15 
i—IDOLE ALARM, Special.......... 5.00 3.00 
1—IBIS RM, Special.............. 5.00 3.00 
1—TELL-TALE (square) with alarm.... 2.00 1.40 
1—TELL-TALE, (square) with alarm, radium 3.00 2.05 

Total 18 Clocks............ $56.00 $36.65 


Three Merchandising Placards, No charge, packed in shipping case with each se- 
lection. Each selection is packed sn one case {single shipping unit}, weight, 14 lbs. 











is QuICK saLeEs— Order from your Jobber today—a.s QuIcK PROFITS 


Beet Riw HAVEN CLOCK COQ. 


NEW HAVEN CONN. 
Makers of Good Clocks for more than five generations 


Cepr 1927, N. H.C. CO 
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try trade. 
condition and prompt deliveries are 
made. 
We quote from Boston jobbers’ 
stocks: 
Oil Cans.—Aurora, 1 gal., No. 1, $3 
per doz. net; Aetna, 2 gal., No. 51, 
$5.75; gasoline, No. 505, $10; Electra, 


5 gal., No. 5, $12; Red Band, No. 14, 
$14.50; peerless, No. 23, $17.50. 


POULTRY SUPPLIES.—Incubators 
and brooders are beginning to engage 
the attention of the retail trade. There 
is also a very good call for all other 
poultry supplies, and although a little 
backward as compared with a year ago, 
the season gives evidence of being a 
good one. 
We quote 
stocks: 

Brooders. — Rite Heat, oil burner, 
wickless, No, 101, $18.55 per doz. net; 
No. 102, $22.05. Oil burner, Blue 
Flame, No. 27A, $12.25; No. 28A, $14; 
No. 80, $13.30; No. 81, 
burners, Standard, No $11.55; 
No. 118, $15.05; No. 119, $18.55. Elec- 
tric burners, No. 90, $10 pas: Oy BAe 
$13.83; No. 92, $17.33; No. 93, $20.65. 

Incubators._-Mammoth, No. 40, $175 
each net; style E, No. 14, $11.50; No. 
34 $19.25; o. 17, $25.73. Standard, 

1, $26.25: No. 2, $31.15; No 
340. 43; No. 4, $47; No. 5, $74.90. 
ROOFING MATERIALS.—All kinds 
and makes of roofing materials are 
wanted. Jobbers stress the activity of 
stormtite. It is claimed sales are well 
in excess of those of a year ago. 
from Boston jobbers’ 
stocks: 

Sheathing Paper. — Building, Red 
Star, 25 to 35 lb. to roll, $1.25 per roll, 
net; Continental black, 35 to 40 Ib. 
to roll, $2.25; Continental Red Rosin, 
$66 a ton; Bermico, sheathing paper, 


X grade lb. to roll, in 500 ton 
lots, $80 a ton; 25 lb. to roll, A, $75 a 


from Boston jobbers’ 


quote 


ton; 30 Ib. to roll, AA, $75 a ton; 40 
Ib. to rol, AAA $75 a ton; in less 
than 500 Ib. lots, add $5 a ton. 

Duck. — Double thread, 12 oz., 29 


in., 34c. a yard net. 

Stormtite. — Plastic, 33144 per cent 
discount; in lots of 500 gallons or 
more in one shipment, 331% and 5 per 
cent discount. 


SAWS.—Business in frame and cross- 
cut saws is coming along encouraging- 
ly. The retail trade, however, has by 


Jobbers’ stocks are in good! no means scratched the surface, say 





jobbers, who anticipate steadily in- 
creasing sales from now until the turn 
of the new year at least. 


We quote from Boston jobbers’ 
stocks: 

Saws.—Frame wood, Disston, No. 
222, 30-in., $20 per doz. net; Hub, 
No. 10, 32-in., $13.50, No. 426, 32-in., 
$15; No. 545, 32-in., $14.65; No. 812, 
32-in., $15.80; No. 341, 32-in., $13.40. 
Atkins, No. W914, 32-in., $14.05: No. 
638, 30-in., $10.2 

Cross Cut. Ating, No. 12, Pi ft., 
i, 


Es tga 
one-man, ee AA tooth, No. 
3 ft., $2.40 each net; 34 <c., 
4 ft., $3.20; 4% tt., 3.60. 
cutter, No. D110, 3% 3: 80. Dock- 
ing, No. ts 24- ia) tease 40 per doz.; 
30-in., $31. Two-man _  Disston, 
narrow icemets — toothed, 
No. 286, 4% ft., $2 each; 5 ft., $2.20; 
5% ft., $2.45; 6 ft., $2.60. Triumph 
Toledo, No. 598, 5 ft., $2.95 each; 
5% ft., $3.20 
SLEDS.—There are always those retail 
dealers who cover their sled require- 
ments very early in the year. The rank 
and file, however, are inclined to hold 
off until the last minute. Jobbers are 
getting some orders for sleds, but do 
not expect any real buying movement 
until we have had a protracted spell 
of snappy weather or have a snow- 
storm. 


We Boston jobbers’ 
stocks: 

Sleds.—Speedaway, No. 99, $10.80 
per doz., net; No. 100, $12; No. 150. 
$14.40; No. 200, $18; No. 250, $20.40; 
No. 300, $25.20. Flexible Fliers, No. 

2.50 each net; No. 2, $3.17; No. 3, 
: ‘No. 4, $4.34; No. 5, $5.84. Racer, 
$4.34 each net: Racer, Jr., $3.50. 
Framed sleds, 5 
$17.40 Clipper, 
$14.40; No. 6, $18. Baby sleighs, No. 0. 
$10.80 each net; sleigh boxes, $43.20 
per doz. Lightning snow scooter, $24 
per doz. net. 


STOVE PIPE.—As is usual at this time 
of the year, there is a brisk demand for 
stove pipe, elbows and kindred mer- 
chandise. It is commonly said here in 
the jobbing trade that sales of stove 
pipe this year are running a little 
heavier than usual. The long wet spell 


quote from 





earlier in the year evidently rusted out 
a lot of stove pipe, consequently it has 
been necessary for consumers, who fig- 
ured they were all set, to purchase new 
pipe. 

VENTILATORS.—tThis is the time of 
year when the retail dealer should take 
account of ventilators and cover his 
requirements, because it will probably 
be less than a month when public buy- 
ing will start in. 

We quote from Boston jobbers’ 


stocks: 

Ventilators. — Window, slidi 
screen, Continental, No. V937, $4. o 
per doz, net; No. V1537, $6. 12.’ Dia- 
mond E, No. 01, $4.40 per doz. net; 
No. 02, $4.80; No. 03, $5.60: No. 1, 
eet No. 2, $5.60: No. 3. $6.40; No. 

7 60: No. 5, $8.40. Wurldsbest, 
No. A 3 each net; No. 4, $2.34; No. 
5A, $2. 


WEATHER STRIP.—Weather | strip 
sales hold up splendidly. As a matter 
of fact, jobbers’ shipments since Sept. 
1 have run quite a little ahead of those 
of last year. 


We quote from Boston jobbers’ 
stocks: 
Weather Strip.—Bosley, wood. and 


felt, Nos. 60 to 65, in full bale lots, 60 
and 10 per cent discount; Clincher, 
double contact, Nos. 7 to 75, 50, 10 
and 5 per cent discount. Economy, 
metal, 24 cartons to the case, for win- 
dows 36 x 36 x 36 in., $27.36 per —— 
net; 42 x 42 x 42 in., $31.68. Fo 
door, 36 x 84 in., $28.80 per case; 42 
x 84 in., $30.96. Home Comfort, 500 
ft. reels, maroon, $4.20 per 100 ft., 
white, $5. Victor, flexible felt, 20 per 
cent off the list. Spring bottom strips, 
32 in., $5 per doz., in., $5; 42 in., 
$5.65. Axtell, all metal 368 in., $6 per 
doz.; extra fixtures $4 per dozen. 


WINDOW GLASS.—Window glass 
sales are fairly good in total volume, 
but the average retail dealer is pur- 
chasing in small lots, indicating that 
retail stocks are in fairly good condi- 
tion. 
We 
stocks: 
Window Glass.—Third quality, sin- 
gle B, 25 bracket, 90 per cent dis- 
count, 34 bracket and higher, 89 per 
cent. Double B, 25 through 54 
bracket, 89 per cent discount; all 
above, 87 per cent discount. 


’ 


quote from _ Boston jobbers 





New Haven’s Three Selections 


The New Haven Clock Co., New Haven, Conn., 
three clock and watch selections. 
One of these selections consists of 24 True Time Teller Alarm 














Clocks. 


be removed and sold. 


Another selection is the No. 3650 Gift Clock Selection, which 


They are widely varied in design, size and finish. The 
display and sale case is 16% in. long, 18 in. high and 8% in. 
deep, made of metal with a mahogany finish. The clocks are 
placed on shelves equipped with hinges, so that the clocks can 


is featuring “The third selection 


No. W-24. Here are 
Proof Krystals.” 


The display case is 
hogany finish. 


Reading matter continued on page 100 


consists of 18 novelty clocks. 
placards are packed in the shipping case with each set. 


of octagon design with silver dials and non-breakable, 
These watches are popular with all types and 
all ages, as they are both attractive and reliable. 


Three attractive merchandising 


is of Tip-Top Watches and is known as 
24 moderately priced watches, thin models 
“Krack- 


durably constructed of metal with a ma- 


There is a removable black velveteen display 


plaque with inset spaces that display the watches to the best 
advantage. 
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# bm Mansfield Tire & Rubber 
Co. has just completed its fif- 
teenth year in business. 


From a very conservative start 
in 1912, a continuous period of 
growth and progress has been en- 
joyed. Vitally important in this 
successful business are principles 
embracing the exclusive wholesale 
distribution of automobile tires, 
established in the beginning and 
carefully maintained throughout 
our entire history. 


Today the great Hardware 
Wholesalers of the country have, 
in a peculiar sense, combined their 
facilities to give our product the 
widest, most thorough, most eco- 
nomical wholesale distribution 
ever enjoyed by any tire. 

They have found that automo- 
bile tires represent one of the most 
important major lines distributed 
by them, and this department of 
their business has thrived and 
grown with us. 

Our fifteenth year closes as one 


of the most successful we have ever 
known. Sales have reached greater 
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To Hardware Wholesalers 


volume, we have expanded our 
trade relations, we have made 
more tires and more money for 
our distributors and ourselves than 
ever before. 


We propose to continue carry- 
ing out policies of manufacturing 
and marketing that will render the 
utmost support to Hardware 
Wholesalers. 


I feel that I would be lacking in 
appreciation if I did not at this 
time publicly commend the truly 
great service of the Hardware 
Wholesalers and their fine spirit 
of co-operation. 


The oncoming year of 1928 
looms as a still greater period of 
success in automobile tire distribu- 
tion, and our part will be done in 
building the best tires possible to 
produce. Our manufacturing facili- 
ties are being substantially in- 
creased and new modern equip- 
ment is being installed to take 
advantage of the most up-to-date 
and efficient methods of tire 
manufacture. : 


‘President 


THE MANSFIELD TIRE & RUBBER CO., Mansfield, Ohio 


The Cost of Distribution is Lower—The Standard of Quality is Higher 


MANSFIELD 


Built—Not to Undersell, but—to Overserve 





} 


Ts 


WS 


or>= 
Soe 


wy 
} 
YY, 


\ 


Ce 5 
\ \ 
Wes 


IN 


=F. 
Ee) 


OR 


SO 


Ss 


WN 


Ly 


= 


@ 
NS 























KB Om Vee cn Cape 








Va Can 


<<. 


@z 


aE Wap 
SD ASS 






<7 


aN 
SS 


— 
v6 
3) 


s, 


Aa) VB 


ye 





= 
Ce 


C g3 “a 


























ahh REL 











100 HARDWARE AGE for OCTOBER 13, 1927 





Fall Buying Now Well Under Way— 
Chicago Prices Are Unchanged 





Additional Price Trends as Reported by Chicago Jobbers 


WORK GLOVES—Due to the advanced cost of both FIRE POKERS AND STOVE LID LIFTERS— 











cotton and leather, work gloves are apt to be While there has been no decline in the prices on 

advanced again. There was an advance reported standard goods, some special lines of somewhat 

about the middle of August. cheaper quality are on the market at lower prices. 
(Chicago Office of HARDWARE AGE) per doz. pair, case lots—less quan- 


CHICAGO, Oct. 11.—There is a slight but steady improvement to po cer pee lag Bp A mgr ge = PEE 
be noted in the general conditions surrounding the hardware trade |  fiuis™, $2.65 Per oo Oe ae oir 
as the fall season advances. Fall merchandise is being ordered in a | Pisher; heavy steo! bevel trate. steel 
volume that compares favorably with this same period last year oor eect bikes’ Sit -thved “eines 


and orders for winter items for later delivery are being placed in a door sets, $2.49 per set; cylinder front 
: ° ° ° ° door sets, $6 per set. 
very satisfactory amount. There is also a fair sprinkling of future | cyarn—tThe demand is very good. 


business on spring items. Prices ate firm. 

The price situation is unchanged with continued stability in tak- Cin he teed tee 
evidence. The only change to be reported is an additional drop of |  ¢hains, $8. 60 per 100-1 eae” eae 
fifty cents per hundred pounds on all grades of solder. no Br yeh vg my gt < ieee 


Local building operations, after lagging most of the year, have | copppr RIVETS AND BURRS.—A 
taken a spurt during the past four or five weeks and have, during | fair demand is reported and prices are 


that period, run somewhat ahead of the same time in 1926. This is | unchanged. 
causing an active demand for builders’ hardware, roofing materials, | ...¥,° Quete Gop err ons 
burrs, 40-5 per cent discount. 


paint and glass. 
° ° : ° . . . . EAVES TROUGH AND CONDUCTOR 
The situation in the steel industry in the Chicago area is still dull | pipe The usual good demand is ex- 


but hopeful. Implement makers are buying bars freely and there | pected until winter weather sets in. 


is some increase in the demand for sheets but any increase in gen- _ Wve quote from jobbers’ | stocks, 
eral buying has failed to materialize as yet. Mill operations have io. iP tee & ee Otte per tt 


been raised very slightly and are now at between 60 and 65 per cent Spat Fag hE EY 
in., per ; corrugate con- 
of capacity. ductor elbow, 3 in., $1.51 per doz. 


ELECTRICAL MERCHANDISE.— 
Th i h . The bat- 
AUTOMOBILE ACCESSORIES.— | the season. The canning season has bag Aes dt P a heave, “anal "S 
The demand has fallen off with the ap- | exhausted jobbers’ stocks of fruit-jar | potteries. 





proach of autumn. rubbers. e We quote from (heat stocks, 
° We uote from obbers’ stocks, o <: o ectrical merchan- 
eon? ee tem jobbers’ stocks, A a . j at ng TI agg a Ms ghee ml 
Spark Plugs.—Splitdorf, for Fords, Bottles and Caps. uarts, $8 per $6.50 per 1000 ft: in 1000 ft. lots; $6; 
50c. each; regular, 58c. each; Cham- gross; caps, 18c. to 22c. per gross; No. 18 lamp cords, $12.50 per 1000 ft.; 
ion X, 45c. each; Champion Blue stoppers, $2.25 per doz.; cappers, in 1000 ft. lots, 12c.; %-in., brush 
~ line, 53c. each; A. 53c. each; $8.50 to $9.50 per doz. brass key sockets, 15%6c. each; two- 
lots of 100, 50c.; A. C. Special Ford, Strainer Sets.—Strainer stand and way plugs, 45c. each, in lots of 10, 
36c. each. — bag, $8 a? —. cpenestohe. . oo. . iret Pg piece wk Gee 
Ss _ ruit Presses.—Enterprise, No. 6, g c. Ss 0 
A A sai Appleton, No. 3280, $6.25 each ; Juic Fruit, 3 t., $8.50 " 50, 82%c. each; jess than ‘case lots, 
-—N each ; qt., i. each; at., each. Cc. ea 
eon eT a aare, No. mz, | TERMS Ns Hacihls ee | pont nets, REGS PGE, ae 
ad ec. per doz.; No. 2, ar $3. er ‘0 six, $3.89; n- 
Jacks. mation Standard, No. 21, Pp j D cam’ Ue ie of ie SA as 


doz.; jar wrenches, 75c. per doz. 
$1. Fa each j “4 stove, Armstrong, $8. Percolator, 


Pumps. — Rose, 1% in. cylinder, BOLTS AND NUTS.—Stove bolts are Universal 9169, $16.65. 








$1.85 each. . . 
Tires and Tubes.—30 x 3% over- having a large sale at present. Prices Radio Super ies.—-Radio B batteries, 
size cord tires, $8.75 each; regular are firm No. 186, ¢ oneh; eet, pack- 
cord, $6.60 each; gray inner tubes, . age of 10, $1.30; No. 101, $2.62 each; 
30 x 314, $1.24 each; red inner tubes, We quote from jobbers’ stocks, o. 767, ro of 5 Ne $2.44 —: 
30 x 314; $1.45 each. f.o.b. Chicago: Carriage bolts, cut No. 770, $3.40 each; No. 770, pack- 
. thread, 60 per cent discount; small ages of 5, $3.17; No. 772, $2.62 each; 
AXES.—Axe prices have been on pres- carriage bolts, rolled thread, 60-10 poamages “.*. a he yt ie gs 
ent basis for several seasons. Active per cent discount; machine bolts, cut “isc Ualiieaes tee ist 
thread, 60 per cent discount; small t = er 0. 413 60° —e 
sales reported. machine dots, yolied thread, . 0-10 FILES... ‘No. 1 4 $ gies : a 
We quote from jobbers’ stocks, per cent Ciscount; ab stove 8, 19° ——No changes in prices an 
Be 10 per cent discount; lag screws, 60 
axes, unhandied, at $14 per dos: han: per cent discount. ping 
dled at $19.25 per doz.; double bit BUILDERS’ HARDWARE.—The de- uote from jobbers’ stocks, 
base weight axes, unhandled, at $19 ° : , ° 1 Sg Chicago: American files, 60-10 
per doz.; handled at $24.50 per doz. mand is still holding up fairly well.) per cent off list; Nicholson files, 50 
: er cent off list; Blac amond files, 
BEVERAGE AND PRESERVING | J°bbers’ prices are unchanged. 50 per cent off list. 
SUPPLIES.—Sales are commencing to PP es I ge A a my GALVANIZED WARE.—No change in 
let up a little, as it is getting late in old copper and dull brass finish, $1.92 manufacturers’ prices, but there are 
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NEW COMFORT—The first 
truck cab and upholstery 
to give the driver the same comfort 
he could have in a Coupe. 


NEW POWER—For holding the 
paceonhillor heavy road. 
NE ACCELERATION —To 


make the truck hold its 
own in passenger car traffic. 


NEW SPEED—For shortening 
miles on the straightaway, 
for beating schedules in city traffic. 


NE EASE OF HANDLING 

—Easy to stop with 4- 
wheel, internal-expanding brakes. 
Easy to steer with modern adjustable 
bevel pinion and sector steering 
gear. Easy to shift—oversize single 
plate clutch. 


NE, COMPLETENESS — 
Myers Magazine Oilers for 
automatic chassis lubrication, crank- 
case ventilation, electric starter, Tilt- 
Ray headlights with switch on steer- 
ing column, extra accessible tire 
carrier at rear under frame, speed- 
ometer, electric horn, etc., etc. 


MORE And even more of the 
ruggedness and dura- 
bility which have saved thousands 
of dollars for former Speed Wagon 
owners. 


REO MOTOR CAR COMPANY 
Lansing, Michigan 


SPEED “WAGON 









S faster, suter. 


easier cheaper 
hauling 


Wheel goupe £.Cylinder 
yo oa 9 
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some concessions in jobbers’ prices in 
an eae: to stimulate business. 


& uote from jobbers’ stocks, 
f.o. the icago: Standard lvanized 
after made > No. No. 2, 


1, $6; 
$6.85; No. 3, 0 oat. galvanized 
after made pai ; $2. 12; 12 qt. $2.33; 
14 qt., $2.60; 1 gal. all galvanized oil 
cans, special, doz. . eof a 
doz.; 3 gal., $5. F doz. ; x doe ~ 
1 bu. galvanized baske doz. ; 
No. 26% bu. bailed skots, (96.20 meas- 
urers, $4.50. 


GLASS AND PUTTY.—Sales are run- 
ning about the same as at this time 
last year, but with prospects for an 
improvement later. Jobbers’ stocks are 
in good condition. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 89 per cent discount; single 
strength PB, all brackets, 90-5 per 
cent discount; double strength A, all 
brackets, 89 per cent discount; double 
strength B, all brackets, 90-5 per 
cent discount; putty, pure grade, 
$4.25 per 100 lb.; commercial, $3.50 
per 100 lb. 


GOLF GOODS.—Sales are dropping off 
slightly, but are still good. 


We uote from jobbers’ stocks, 
f.o.b. Shicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
$3.50 each; Grand 
Slam wood clubs, $4.75 each; Grand 
Slam iron clubs, $3.35 each; U. S. 
Royal Golf Balls, $6.50 doz.; St. Mungo 
Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND HATCH- 
ETS.—The demand is satisfactory, es- 
pecially on the cheaper grades. 


shaft iron clubs, 


HAMMERS.— 
We uote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 


nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz., nail hammers. 
$6 to $8 doz. 


HATCHETS.— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, TOOL.—Axe and pick han- 
dles are in very active demand. No 
recent price changes. 


We quote from jobbers’ 
f.o.b. Chicago: 

Axe _ Handiles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Prices are firm and the de- 
mand is holding up well. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Heavy strap hinges 
in bundles, 4 in., 88c.; 5 in., $1.16; 6 
in., $1.28; 8 in., $2.05; 10 $3.45 per 
doz. pair; extra heavy T hinges, in 
bundles, 4 in., $1.21; 5 in., $1.49; 6 in., 
$1.53; 8 in., $2. 49; 10 in., $3. 71 <8, doz. 


HUNTING CLOTHES.— Prices are 


stocks, 


very firm. The demand is increasingly 


good. 


ICE CREAM FREEZERS.—There is 
still a fair demand in spite of the late- 
ness of the season. 


We quote -s jobbers’ stocks, 
f.o.b. Chica White Mountain, 1 
qt., _* 80 list: 2 qt., $5.60 oe 3 qt., 
$6.75 list: 4° qt $825 list; 6 at.. 
$10. 35 list; 8 qt., $13.40 list: 10 qt., 
17.90 list; 12 at., 21.50 list; 15 at., 
25.60 list; 20 33.20 list; 25 at., 
$42.60 list; Arct ~ 1 qt., $4 list; 2 qt., 
$4.60 list; 3 at. $5.45 list; 4 ~ 4 6.80 
list; 6 qt., 8.66 list; 8 qt., $11. 10 list. 
All the above less 50 per cent dis- 








count. ‘Alaska, 1 qt., $2.05 list; 2 at., 
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$3.45 ee 3 ts $4.10 list; 4 qt., $5 
list; 6 0 Fag 8 at., $8.20 list; 
10 qt., 7 - ts qat., $14 list; 15 
qt., $17 lis , $21.50 list. A dis- 


count of i mt per cent on all 
above prices. "Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz. ; 
4 qt., enamel, $18 per doz. Above 
prices are net. 


ICE SKATES.—Orders for later deliv- 
ery are now coming in in good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: ag | Clamp, Rocker, 
men’s and boys’, bright finish, 75c. 
pair. Half Key Clamps, Rocker, 
women’s and girls’, $1 pair. Key 
Clamp, hockey, men’ ws oo 
pair. Half Key lamp, hockey, 
women’s and girls’, $. 40 pair. Tu- 
bular skates, men’s or women’s, racer 
or hockey, $5.50 pair. 


LANTERNS.—Sales are steadily im- 


proving as the days become shorter. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Long or short globe 
tubular lanterns, $13 per doz. net. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are a little slow 
in starting and cooler weather is 


needed. 


We uote 
f.o.b. Chicago: 
qt., $8 each; No. 31, 6 qt., 
No. 35, 8 qt., $9.50 each. 


from jobbers’ stocks, 
Enterprise No. 25, 4 
$8.65 each; 


NAILS.—Total volume of sales con- 


tinues very good. Prices are quite firm. 


We quote from jébDBers’ stocks, 
f.o.b. Chicago: lLe.l. quantities com- 
mon wire and cement coated nails, 
current orders, $2.95 per keg base. 


PAINTS AND OILS.—Prices remain 
unchanged and sales are seasonal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil, Raw.—Barrel lots, 89c. 
per gal.; 5 barrel lots, 86c. per gal. 
Linseed Oil, Boiled.—Barre! lots, 
92c. per gal.; 5 barrel lots, 89c. per 


al. 

Denatured Alcohol. — Barrel lots, 
58l%c. per gal.; steel drums, extra 
$6, returnable. 

— lots, 89c. per 
gal. net 
White Lead.—100-Ib. lots, $13.75; 
50-lb. lots, $7; 25-Ib. lots, $3.50; 
12%-lb. lots, $1.80. 

Shellac. sear Ot at Ib. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 7%c. per 


PREPARED ROOFING.—Orders are 
large and frequent. Prices continue 
very strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 per 
square; best grade talc surfaced, $2.65 
per square; medium talc, surfaced, 
$2 per square; light talc, surfaced, 
$1.20 per square; red rosin sheathing, 
$57 per ton. 


PYREX WARE.—The demand is stead- 
ily improving as the fall season ap- 
proaches. 


We uote 
f.o.b. Chicago: 

Bread Pans.—No. 
No, 214, $12 doz 

New andied Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz. : Shallow Oval, No. 642, $12 doz. ; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 


from jobbers’ stocks, 


212, $7.20 doz.; 


No, 209, $7.20 per doz. 
Tea Pots.— op: 3 _ doz.; 4 cup, 
$24 doz.; 6 cup, 


ose a1? Gen Pans. . ie or $8 doz.; No. 


Iced Tea * Sets.—$4 per set. 
ROPE.—Fall demand is never very 
active. Prices are firm. Some early 
orders for 1928 are coming in. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 nila, standard 
brand 23%c. to 26c. per Ib.; No. 
Manila, a 3 and t.3 No. 1 sisal, 
14%c. to ; No. 2 sisal, 
13%c. to 15c, oo — 





| 


| 


| 
| 





SAWS.—There is a fair demand and 
prices are without change. 


We quote from jobbers’ 
f.o.b. Chicago: Circular cord 


moar 
wood, 
3 4 in., $2.64 to $4: 


20 in., $2.20 to 
24 in., 3 to $4. 6 in., $3.50 to $5; 
28 in., $4 to $6; "Fo 1 Ae $4. 75 to $6.50. 


SASH CORD.—Sales are very good 
and prices are strong. 

We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 7 standard brands, 
$8.50 per doz. hanks; No. 8, $9.70 per 
doz. hanks. 


*SASH PULLEYS.—Prices are  un- 


changed and sales are very satisfac- 
tory. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c, per doz.; barrels, 50c. per doz.; 
Common sense, 2 in., 55c. doz.; bar- 
rels, 50c, doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. 


SCREWS.—Prices are considered very 
low, and resulting sales are large. 


We — from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 75-20-35 per cent; round head, 
brass, 72%-20-35 per cent; flat head, 
brass, 72%-20-35 per cent; round 
head, brass, 70-20-35 per cent. 


SLEDGES AND WEDGES.—Fall de- 
mand is opening well. Prices are with- 


out change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5 lb. and heavier, 
10c. per lb.; common wood choppers’ 
wedges, 7c. per Ib. 


SOLDER AND BABBITT.—Prices are 
again considerably weaker, but sales 


are good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $38.50 per 100 lb.; medium 


45-55 solder, $37.50 per 100 Ib.; tin- 
ners, 40-60 solder, $36.50 per 100 Ib.; 
high speed babbitt metal, $20 per 
100 Ib. ; standard No. 4 babbitt metal, 
$13 per 100 Ib. 


STEEL SHEETS.—The demand is 
somewhat better and price concessions 


are being lessened. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 &: 28 gage black 
sheets, $4.20 per 100 Ib. 


TRAPS.—The seasonal demand is be- 


ginning to get under way. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1%, $2.44 
per doz.; No. 2, $3.36 per doz. 


WIRE PRODUCTS.—Sales are in good 
fall volume and prices are without 


| change. 


We quote from jobDers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 8 gaivan- 
ized plain wire, $3.40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 lb. 


WRENCHES.—The demand is satisfac- 


tory and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Agricultural wrenches, 
60-10 per cent’ discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list;  Stillson 
wrenches, 70 per cent discount; 
Trimo, 65-70 per cent discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $8.80; No. 
608 Crankcase Drain Plug Socket, 
3.20; No. 90 Square Socket Set, 
3.70; No. 1817 Giant “Snap-on’’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 
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‘See here, 








KESTER ACID CORE SOLDER 


Bob e@ @ : sis 
Kester is the one brand of Solder 
with a package for every need” 


That’s the beautyofthe Kester line. Youcan always 
satisfy every customer’s soldering requirements. 
For instance, there’s Kester Metal Mender for 
the housewife and the home tinkerer. Itsells easily 
to this group because it’s easy to use —and it’s the 
only kind of solder that gives them perfect results. 
Then for the mechanic, the farmer, and the handy 
man there’s the spool of Kester acid core Solder in 
one, five, ten and twenty — sizes. The larger 
user, of course, buys the larger package because 
he gets more solder per dollar. 

And for the radio fan who builds his own there’s 
Kester Radio Solder with pure rosin flux, the only 
safe solder on the market. The larger packages 
of Kester rosin core are just the thing for delicate 
electrical work, and sell quickly to electricians 
and telephone companies. 

So remember, Bob, always feel conscious of the 
entire Kester line when a customer asks for solder. 
Hand ’em the package they need. That’s the way 
to do a clean profitable business that gains us 
good-will. 

CHICAGO SOLDER CO., 4205 Wrightwood Ave.,Chicago 
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Self-Fluxin 
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This is your market ~ 


from the smallest cottage 
to the largest apartment building 


Probably you’ve been selling ACCO No. 8 Sash Chain only to 
your customers who ask for it. Now is the time of the yéar to 
remind them, for folks usually fix up their windows before win- 
ter sets in. Put a carton of ACCO No. 8 Sash Chain on your 
counter,.and watch how this display will work for you. 


ACCO No. 8 Sash Chain is permanent steel — it withstands 
wear, tear and weather. The specially shaped links operate 
freely and silently over pulleys originally intended for cord. 
Recommend ACCO No. 8 Sash Chain because it is more 
economical and gives longer life than cord. 


AMERICAN CHAIN COMPANY, Inc. 
Bridgeport, Connecticut 


wants District Sales Offices: 
Boston Chicago New York Philadelphia 
Pittsburgh San Francisco 


In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 


ACCO 
No. 8 Sash Chain 














Use this counter display 


In addition to the regular 100-foot 
lengths in bags, ACCO No. 8 Sash 
Chain is now furnished in individual 
cartons containing 14 feet of chain 
with attachments for one window. 

The counter display holds ten car- 
tons, does not take up much room on 
your counter and is a sure business 
getter. Ask your jobber to send you 
this display, or write direct to the 
American Chain Company, Inc., 

Bridgeport, Connecticut. ; 
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Blue decorated handle with sani- 
tary coating of Duco or Nitrous 
Cellulose Lacquer. Non-absorp- 
tive of grease or moisture. 


Stainless Steel—highly polished, 
tempered and ground to give 
lasting sharpness. 





Here is a new Russell Royal Blue Arrow line, 


Assortments—packed in display boxes— 
(with decorated handle in blue) which comes 


Cook’s Knives. Butcher’s Knife. Slicer, 


within the quality class and yet stays within Kitchen Butcher, Kitchen Fork, Spatula. 
the po epee ; Kitchen Lunch Knife, Three Paring 
pop I . no age Grapefruit Knife and Bread 
nife. 
Dainty enough in appearance to please Her 
: ee : 2 Made at the Russell Plant—known for its 
Royal Highness—The American Woman—and quality products for over 90 years. 
sound enough in workmanship to suit the most 


_ Sold through the Jobbing trade with advertis- 
ing dealer helps. Send for complete information. 


(JOHN >R-USSELL CUTLERY COMPANY 


GREEN RIVER WORKS TURNERS FALLS, MASS. 


exacting. 





























we, ALadder for Every Purpose \\f 
err Every Home needs a step ladder 
-\\-Every Farm needs along ladder — 

; We pay the Freight 


/\\\\ rw, BABCOCK CO. | 
Bath New York. 
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antl 
Tackzy 
Metal Weatherstrip 


Why not cash in on cold weather? Now is thetime 
when your customers begin to feel the chill, shiver in the drafts, 
complain about cold rooms, and need Weatherstripping. 


You ought to push this timely spe- 
ciality as hard now as you push lawn- 
mowers in April and turkey roasting 
pans in November. For now's the 
time to sell it. 

Here's a high-grade, low-priced, metal 
Weatherstrip like none you ever saw 
before. It does the work; keeps warm 
air in, shuts cold air out. It lasts and 
it satisfies. ““Tac-Ezy™ is its name and 
the name describes it. 





Made of real spring bronze, stout and 
sturdy. Hemmed on both edges for 
added strength. Tack-holes punched 
clear through. Special bronze tacks 
and full directions furnished. 


This is a better Weatherstrip at a price 
everybody can pay. Your profit is 
100%. Comes in 400-foot coils or in 
ready-cut lengths. Send the coupon 
for our special introductory offer. 
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Tac:Ezy Metal WeatherstripCo. 
5026 Penrose St., St. Louis, Mo. 
Send samples and prices on Tac-Ezy Metal Weatherstrip to 


| ae . 














Everybody’s Business 
(Continued from page 69) 


artificial light, making an 18-hour day, is as long a 
period of photo-synthesis as the tomato can stand. Let- 
tuce will produce a large head in three weeks on an 
18-hour schedule, but after this length of time it sends 
up a seed stalk. On a 12-hour growing day the lettuce 
produces no seed stalk at all. Red clover, like spring 
wheat, is able to withstand a 24-hour day, and in one 
iistance a crop of clover was grown from seed to flower 
in 38 days. Such investigations are leading to great 
economic achievements in the production of foods and 
fuels. 

Although man has been surrounded by air since life 
began, centuries passed before this common medium was 
utilized to any considerable extent in serving the indus- 
trial purposes of civilized peoples. It took us a thou- 
sand years to discover that air possesses compressibility 
which can be converted into a useful force. About 60 
years ago George Westinghouse sat in the coach of a 
railroad train brooding over the delay caused by a wreck 
ahead. It was then he first conceived the idea of using 
air to operate brakes to stop moving vehicles. Later he 
started experiments to prove the merits of his idea and 
in a few years the first air brake was completed. 

A railroad superintendent offered Westinghouse the 
use of an accommodation train made up of a locomotive 
and four cars. The air brakes were attached, the train 
steamed out of the station, and in five minutes the new 
device had been subjected to an unexpected test. As 
the locomotive emerged from a near-by tunnel, the en- 
gineer saw a horse and sleigh standing upon the track 
only a short distance ahead. The instantaneous appli- 
cation of the air brake brought the train to a sudden stop, 
a serious accident was prevented and the world had 
evidence of the wonderful work of a new mechanical 
marvel. Train control is now recognized as being as 
vital as tractive power, and air is the heart of the whole 
matter. 

A few years after Westinghouse started work on his 
revolutionary device, a young mechanic named Ingersoll 
was riding in a horse car in New York. He was ex- 
plaining to the man sitting beside him the details of an 
air device that could throw a line through a second-story 
window in case of fire. On an opposite seat sat a 
prominent contractor who was engaged in excavation 
work. After the mechanic had finished his story the 
contractor inquired of him: “Why don’t you invent 
something worth while? For instance, why not design 
a rock drill? Such a machine would save hand labor.” 

Ingersoll replied that he could do it if he had $50 to 
make the model. The contractor handed him that amount 
of money, at the same time giving him his card and 
telling him to go ahead. The mechanic went back to 
the contractor for many times $50, but the machine 
was finally finished and put to practical use. Since then 
rock drills operated by air have been shipped to every 
corner of the earth. 

New uses for air now run all the way from the harm- 
less practice of painting the body of an automobile to 
the deadly act of propelling a high-explosive torpedo 
from the tube of a battleship. It is compressed air that 
enables us to salvage sunken vessels, build deep foun- 
dations under water, transport grain and other materials 
by means of pneumatic conveyors, and clean the fronts 
|of buildings and even automobile pistons with blasts of 
'sand or steel grit. Pneumatic tie-tampers save the rail- 


: 
| roads money and cotton is cheaper because of the vacuum 
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picking machines. 
long-distance transmission of gas, and it is not only 


High-pressure air plays a part in the | 


used to increase the flow of petroleum from wells, but | 
to supply the force in great central telegraph offices | 


that renders possible the transmission of 200,000 mes- 
sages daily through 150 tubes. 

Although the most abundant of all nature’s elements, 
air still offers the inquisitive scientist unmeasured op- 
portunities for investigative work. 


Oxygen is found | 


in the air in a perfectly free state and yet we have not | 
perfected a way to utilize this most common element on | 


a large scale in concentrated form. 
oxygen at a dollar a ton will revolutionize all of the 
metal industries as well as gas manufacture. Laboratory 


practices in chemistry and medicine will likewise be | 


materially improved. 

For years science has discussed the possibility of the 
development of a safe explosive; one that would re- 
duce the hazards of industry, be unworkable in the 
hands of assassins, and yet would be abundant and low 
in cost. Liquid oxygen would seem to be the substance 
sought. 

Also in the earth’s great mass of atmosphere are a 
few nobles that can trace back their lineage to the be- 
ginning of creation. These lords of space form one per 
cent of the air we breathe and not one of them ever did 
a lick of work or served a useful purpose until a few 
years ago. The aristocrats referred to are the noble 
gases, argon, helium, neon, krypton and xenon, and these 
five stand farthest aloof of all the elements known to 
man. No one has ever succeeded in explaining or com- 


bining any of them and in the act of respiration they | 


exert no effect whatever upon the human body. 

Argon forms about ninety-four hundredths of one 
per cent of the air. Imagine the infinitesimal quantities 
in which the rest occur. Of neon there is one part in 
55,000 by volume in the air; helium, one in 185,000; 
krypton, one in 20,000,000; and xenon, one in 170,000,- 
000. If a person were existing on xenon alone, it would 
take him 2100 years to get a normal breath. 

Argon was discovered by Sir William Ramsay a third 
of a century ago, but it continued in its happy state of 
idleness until Irving Langmuir put it to work in electric 
light bulbs where the lazy argon not only refuses to 
serve as a conductor of heat, but its density discourages 
the evaporation of the tungsten filament. Argon now 
saves humanity tens of millions of dollars annually in 
lighting alone. 

One of these days we shall see electric lights in the 
homes of the rich giving off a strange and beautiful 
orange-and-pink glow, and inquiry will disclose that the 
striking effect is due to the use of the rare gas neon in 
the lamps employed. Krypton and xenon are yet a 
long way from earning their keep, but it is probable 
that if it were not for the former gas there could be no 
aurora borealis to awe us with its weird beauty. Helium, 
which is the most buoyant of gases, and so inert that 
no bullet can explode it, is making possible the more 
practical use of dirigibles. 

Let us therefore give thought to the air and its pos- 
sibilities. It is our friend and benefactor if we would 
have it so. It is our enemy when we rob it of its natural 
moisture in barbaric heating practices and then draw it 
into our lungs to dry up and weaken the membranes 
of the nose and throat. It all goes to show how slow 
we are to understand and utilize even the most common 
of all nature’s bounties. 


Eventually cheap | 











The Sani-Can Dealer 
Gets the Modern Home 


Business 


He gets it because SANI-CAN is the neatest, most 

compact, most convenient, best looking disposal 

receptacle on the market today—for kitchen, bath, 
nursery, dentist, doctor, hospital, comfort station 
or camp. 

—Dressed in its white, French grey, olive green, 
baby blue or mahogany baked enamel; 

—Standing from the floor on its substantial but 
trim legs for sanitary ventilation; 

—Tightly closed but conveniently opened by 
slight pressure of the foot on the “Press-Toe” 
pedal; 

—With capacity that surprises, considering its 
out-of-the-way compactness. 


SANI-CAN Harmonizes and Satisfies 


It’s a sentinel of sanitation, an ever-ready convenience, 
an evidence of particular thoroughness, a lasting fix- 
ture. Sani-Can quality endures. 

And there is the profit of six 49c pail sales in one 
SANI-CAN. Don’t you want the greater profits from 
SANI-CAN when ft takes no longer to sell? 


Get a sample “SANI-CAN” 
and full details about our unusual “Get Acquainted 


Offer.” Address 
SANITARY RECEIVER. CO., 
Dunkirk, N. Y. 


Manufacturers of ‘‘Sani-Can Receivers,” ‘“‘Sani-Can 
Junior” and “Hydawaste” Baskets. 


Inc. 
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~-(CHICAGO)— 


SPRING HINGES 
THE 
“SIMPLEX” 


Applied Direct 
to 
Door Casing 
without 
Hanging-strip 


yyy pp) 
LM, 
— 


40. 


Type 9001 


Dealers will find it of interest to examine important 
features in the construction and design of the “Simplex.” 

The Simplex Spring Hinge, designed for simplicity and 
economy in application, requires no jamb strip and only 
one mortise cut. 

The construction of barrels and web from one continu- 
ous piece of metal eliminates joints where the metal form- 
ing the barrels continues as the web and avoids exposing 
the spring to moisture which would cause rust and 
breakage. 


Send for Catalogue H 42 


Chicago Spring Hinge Company 


CHICAGO NEW YORK 











‘ 
Oliver 


Quality and 
Service 


Cw 


Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 


ow 


OLIVER IRON AND STEEL CORP. 





A Connecticut Yankee Courts the 
Kiddies 
(Continued from page 73) 


So the sale was made, the toy wrapped up and as the 
change was offered the boys were told “Now remember 
boys if your mother doesn’t like that derrick, you come 
right back here with it and pick out something else.” 
The boys nodded, and received their change. “Thank 
you boys. Come and see me again soon,” said Walter. 
Then came our turn to meet and talk with this young man 
who is certainly a real merchandising chip off the old 
block. He has those instincts of the merchant just 
like dad. 

The pictures give you a clear idea of the assortment 
of stock displayed, and in some spots you can see the 
price cards which are used throughout the department. 
The higher priced dolls are protected from dust and 
unnecessary handling. They are displayed behind glass. 
There are, however, several styles of dolls in the lower 
priced field displayed on the flat open display tables. 

Children have been encouraged to visit the Morse 
Toyland, even though unaccompanied or without inten- 
tion of buying. In other words Herman is known as 
the children’s friend in and around Meriden. Many 
kiddies do just visit. Observation shows that a substan- 
tial number of these visitors come back shortly after 
with parents to make purchases of toys seen during the 
“visits.” Note the wide aisles. These permit a young- 
ster to get the feel of a vehicle, which means it is half 


sold. The Morse vehicle stock is shown in the rear of 
the toy department. Sales in this group average about 
$5,000 a year. 


Herman Morse is a past president of the Connecticut 
Hardware Association and its incumbent treasurer. He 
has been in the hardware business 28 years and today 
runs a most successful store on a strictly cash basis. 
His stock includes general hardware and household hard- 
ware, cutlery, tools and china and glassware. 


A Loose System 


The Knight of the Grip was an earnest worker, selling Loose- 
Leaf Ledgers and Filing Systems. 

The Hardware Merchant was a cheerful, happy-go-lucky indi- 
vidual whose bookkeeping methods were slack, to say the least. 
The place was strewn with stray invoices, unopened letters, and 
unopened accounts. 

The salesman urged upon the merchant the efficiency of a 
Loose-Leaf System. 

“Loose!” roared the merchant as he glanced at the disarray 
of papers. “Loose System, did you say? Let me tell you, 
young fellow, if you can produce a looser system than I’ve got 
right here, you’re a genius!” 


Win or Lose? 


They had just finished playing a Ladies vs. Girls’ baseball 
match. Not a crowd of athletic young matrons, these. They 
were women of a rural community who played but once a year 
at the school picnic. Knowing very little about the game, they 
were sportsman-like enough to try “for the fun of it.” The 
winners were to play against another pick-up team. 

The girls won by a large margin, 12 to 3. 


After the game, one of the ladies prepared to go home. As 


she was driving away, another player, meeting her, asked if she 
was not going to play the next match. 
“Why, no,” was the answer. 
“Lost!” came the surprised exclamation. “Lost! 
ness me, I thought we were winning!” 


“We lost, you know.” 
Why, good- 
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Odd wa & Company 


(Continued from page 67) 


should have a Service Charge on their books. Certain 
large sums of money that are spent every year in the 
business should properly be charged, not to general over- 
head, but to service. Let me illustrate what I mean: 
A man I know, who does quite a little thinking on his 
own account, was in the wholesale grocery business. 


only charge for drayage was from the grocery house to 
the railroad station. 


of this kind at all. 


territory by motor trucks. 


ness. He could not get his mind straightened out on the 


subject. 


* * * 


One night he awakened from his sleep with a start. 
He jumped out of bed and turned on the electric light. 


As this grocery house happened to | 
be on the railroad tracks, there was frequently no charge | 
However, along came the motor | 
truck. Gradually this wholesale grocer was drawn into | 
the custom of delivering his goods almost all over his | 
For a long time he wrestled | 
with the problem of the increasing overhead of his busi- | 


| 


| 


For |) 
years he sold groceries f. 0. b. the cars in his town. The |X 


Suddenly a great idea had come to him. His problem, he | 


discovered, was, after all, not the buying and selling of 


groceries, nor was it warehousing. These problems were | 


The big problem of his business was that of 


simple. 
He realized that the very best brains, and his 


trucking. 


closest figuring, should be devoted to his Trucking De- | 


In other words, this man, who has since been 
very successful, developed a vast trucking business, 
originally to handle his grocery business. However, 
finally, in order to help out, he developed trucking routes 
and took on trucking for others. Now his main business 
is trucking and his wholesale grocery business is only 
incidental ! . 


partment 


* * * 


Here is another interesting idea: The other day I was 
talking to a well-known patent expert. This patent lawyer 
has had all kinds of experiences with people who own 
patents. Now, he said that in the years he had been in 
the patent business, while some men had made immense 
fortunes out of their patents, hundreds had failed, and 
he said the bad failures were caused not by the patents 
themselves but by the fact that every man who had a 
patent immediately started to manufacture this patent 
himself. He would buy a lot and put up a building. 
Usually this building and lot were plastered with a heavy 
mortgage at a good, round rate of interest. When his 
patent turned out to be a failure, this was not so serious; 
but the serious thing was that the man had a building on 
his hands for which he had no use. Jn other words, 
buildings, machinery and a little knowledge of manufac- 
turing have ruined many a good man. “It is a curious 
fact,” said this lawyer, “that almost every merchant 
thinks it is a simple thing to manufacture. He does not 
realize that manufacturing takes not only long experience 
and training but a curious kind of mind in order to 
succeed.” 

* 


* * 


“Now, on account of the excess manufacturing capac- 
ity of this country, many large manufacturers are syste- 
matically seeking small contracts to manufacture various 
items. Some of these articles they manufacture may be 
entirely different from their regular line of goods. How- 
ever, this work takes up floor space and uses their surplus 
direct labor, heat, light and power. How much wiser 
it is for a man who has a patent to have his goods manu- 








American Steel & Wire 
Company 























Millions of farmers know that 
Barb Wire, made by the Ameri- 
can Steel & Wire Company, 
stands supreme in tensile strength, 
quality of steel, regularity of 
twist, extra heavy galvanizing 
and firmness of barbs. 


The following brands are busi- 
ness builders for dealers: 
Baker Perfect Ellwood Junior 
Waukegan American Special 
Ellwood Glidden American Glidden 


Lyman Four Point 





Write for catalog and prices 


American Steel & Wire Company 
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“GEM’ 


Adjustable 
RADIATOR SHIELDS 


Their exclusive adjustable 
feature and moderate prices 
commend ‘‘Gem’’ Radiator 
Shields to dealer and consumer 
alike. 


8 popular sizes, gold-bronze or aluminum 
finish. Adjustable to radiator top widths, 
6” to 13”; lengths, 11” to 65”. Retail $4 
to $7. Beh & Co., Inc., 1140 Broadway, 
New York, N. Y. 


Buy from Your Jobber 
































AuntSarahs: te. 
| IVE | Drowns 


a Broils 
| $ Daien 





This top-of-stove oven prepares foods deliciously when used over 
single burner of any type gas, oil or gasoline stove. Fast selling 
$1 leader ($1.25 in Rocky Mountain States and West). Ask 


your jobber or write direct to 


JACKES-EVANS MFG. CO., 1944 N. Main St., ST. LOUIS, MO. 








PAINE TOGGLE BOLTS 
“The Most Practical Toggle” 
The Toggle with the “Spring Wings” 


ANY STYLE HEAD 
ANY LENGTH BOLT 


Nickel Plated or Galvanized. 
Having Tried the Rest 
NOW—BUY THE BEST 
Simplest and Quickest 


4 on request. 
'o charge. 


The Paine Company, 2951 Carroll Ave., Chicago, Il. 
{ 79 Barclay St., New York City, New York 
Stock Carried |, 915 Bryant St., San Francisco, Calif. 








factured for him by some experienced manufacturer at a 


fixed price instead of attempting to do the manufacturing 


himself! This at least gives the man who owns the 


| patented article an opportunity to go out and devote his 


entire time and attention to the selling of his invention. 
If he finds a good market; if the goods repeat; if he 
prospers ; when he has a fixed and satisfactory volume of 
business built up, that is the time for him to consider 


| buying land, putting up buildings and manufacturing on 




















New Packing 
of 


White Enameled 
(Brass) 


Cup Hooks 


on 10c Cards 
2 doz. cards to carton 
$1.60 per carton. 
Samples on Request 
Also Samples and Prices 
White Enameled Thumb- 
tacks on blocks or in boxes. 






MOORE PUSH-PIN CO. (Wayne Junction) Philadelphia, Pa. 
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his own account. “Why,” said this patent lawyer, “it is 
surprising how many things in this country are not manu- 
factured by the people who sell them.” He told me he 
could give me a long list of well-known articles that were 
on the market in this country today, articles that are 
almost household words, articles that have an enormous 
sale, that have no factory of their own. The goods are 
manufactured by other concerns. 


* * * 


I myself happen to know a man here in New York 
who has an income of fifty thousand dollars a year from 
a patented article. It is widely advertised in the drug 
line. This gentleman has nothing whatever but an office 
of two rooms in New York City. He receives his mail 
and his remittances in these rooms. He keeps his books 
in these rooms. He sells no one except jobbers. Every 
one of his customers discounts their bills. His goods are 
manufactured and are shipped by a certain factory. 
This merchant advertises widely. He told me recently 
that his office hours were usually from 11 until 12; that 
he ran his business efficiently and successfully, giving it 
his undivided attention for one hour per day five days in 
the week, eight months in the year. The other four 
months he was usually traveling for pleasure. Of course, 
he has several clerks working in the office. This friend 
of mine has often laughingly said to me: “I understand 
advertising. I know something about selling ; but when- 
ever you see me starting to manufacture my own goods, 
buying land and building a factory, take me up to Belle- 
vue and have my head examined !” 


* * * 


The business of one of the greatest drug manufactur- 
ing concerns in the United States is the manufacturing 
of private formule for hundreds of concerns all over the 
world. These goods are put up according to the patented 
ot copyrighted formula. The boxes, cartons bottles and 
packages all bear the name of the owner of the formula. 
In some cases, I believe, they even print his address on 
the goods with a picture of the factory in which the 
goods are made, but nowhere on the label do they say 
who owns the factory! I have seen goods coming out 
of this factory with trademarks and labels in foreign 
languages. With the goods are wrapped circulars in 
foreign languages. This factory is performing a useful 
service. They are reducing their own overhead and at 
the same time they are manufacturing for many owners 
of formule far cheaper than the owners could make the 
goods themselves. 

* * * 


The other day I saw a very large order for a certain 
new patented agricultural implement placed with a con- 
cern whose main business is the manufacture of railroad 
cars, both passenger and freight. This agricultural im- 
plement happened to fit in with the character of their 
business. The owner of the patent, when he goes out to 
sell his goods knows definitely just what each unit costs. 
In this respect he is far better off than the average manu- 
facturer who never knows what anything costs. Did it 
ever occur to you that the cost of manufacturing varies 
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from day to day with the volume of each day’s product? 
On every extra large run of goods, the cost of manufac- 
turing goes down. Every time there is a slow day in the 
factory the cost of manufacturing advances. There is 
no such thing as a fixed manufacturing cost to a manu- 
facturer. 

ok * * 


These meditations, | believe, will be more or less in- 
teresting to some of my readers who simply buy and sell 
in a jobbing or retail way and who have never had any 
manufacturing experience. 
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GLASS 
CUTTERS 








ARE YOU HAVING COMPLAINTS 
ON GLASS CUTTERS ? 


We will send you one dozen or one 
gross and if your customers do not 
say they are more satisfied with these 
than with any they have ever used, 
we will make no charge for these 


MEPHISTO Glass Cutters. 
W. A. Ives Manufacturing Co. 


Meriden, Conn. 














STR Y NETTING 


Galvanized Before and Galvanized cAfter Weaving? 





GALVANIZED STEEL WIRE CLoTH 
IncAl Grades 


Look for the tag, carrying our name, at the end of every roll! 


| The Gilbert & Bennett Mfg. Co. 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn Chicago Kanese Cty 
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oT of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. 
contemporary puts it: “Some of them 
have been copied, the rest will be.” 


Asa 












Cholly (to shopman)—“I say-aw-could 
you take that yellow tie with the pink 
spots out of the show-window for me?” 

Shopman—“Certainly, sir. Pleased to 
take anything out of the window any time, 
sir.” 

Cholly—“Thanks awfully. The beastly 
thing bothaws me every time I pass. Good 
mawning.” 





“Doctah,” asked a lady of color, “Ah’s 
come to see ef yo’ am gwine order Rastus 
one o’ dem mustard plasters ag’n today.” 

“T think perhaps he had better have one 
more,” answered the medico. 

“Well, he says to ax yo’ kin he have a 
slice o’ ham wid it count of it’s a mighty 
pow’ ful perscription to take alone.” 





Judge—“Now, I don’t expect to see you 
here again, Rastus.” 

Rastus—“Not see me here again, Judge! 
Why, you all ain’t agoin’ to resign your 
job, is you, Judge?” 





Sandy was seen coming out of the First 
National Bank by his friend, MacGregor, 
and he was accosted thus by him: 

“Been putting some money in the bank, 
hae ye, Sandy, I ken?” 

“Nae, nae, no putting money in,” an- 
swered Sandy. 

“Well, it cannot be that ye were taking 
any out?” said MacGregor. 

“Nae, nae, I was just in the place fill- 
ing my fountain pen.” 





“Waiter, there is a fly in my ice cream.” 
“Let him freeze and teach him a lesson. 
The little rascal was in the soup last night.” 





It’s a curious old world! You'll find 
that the same girl who used to titter and 
hesitate about accepting a $1.98 bracelet 
will later snatch your salary envelope be- 
fore you get to the hall rack. Same girl, 
mind you! 





“Where'd you get all that derby hat?” 

“Hit’s a surprise fum mah wife.” 

“A surprise ?” 

“Ah cums home de other night unex- 
pected an’ found hit on de table.” 





Lewis Taylor’s back was strained while 
lifting the forepart of last week—Hancock 
Herald. 





He—‘“My education cost me $8,000.” 
She—“Money doesn’t go far these days, 
does it?” 





“I hear your girl got married the other 
day.” 

“Yeah.” 

“Tough luck.” 

“Yeah.” 

“Who did she marry?” 

“Me.” —Life. 





Bill Donahue—“Have you heard our 
suspender song?” 

Pete Drum—‘“No, how does it go?” 

Bill Donahue—“It All Depends on You.” 





Short Dresses Won’t Keep Up Much 
Longer. The End Will Soon Be in Sight. 





Professor—‘“See here, my man, who in 
the devil told you to plant all that shrub- 
bery in my front yard?” 

Gardener-—“Why, your wife, of course!” 

Professor—“Mighty pretty, isn’t it?” 





Black—“Homes are becoming cleaner 
and cleaner.” 

White—“Well, why shouldn’t they with 
people staying in them less and less all 
the time?” 





First Stenographer—“I’m tired of work- 
ing.” 

Second Ditto—“Why don’t you get mar- 
ried?” 


First Stenographer—“I am.”—Life. 








“What I need,” said the hardware mer- 
chant to the applicant, “is a boy who will 
be partly in the store and partly out.” 

“But,” interjected the boy, “what do I do 
when somebody closes the door?” 





A Sunday-school teacher asked a small 
girl the other day why Ananias was so 
severely punished. The little one thought 
a minute, then answered: “Please, teacher, 
they weren’t so used to lying in those 
days.” 





A handkerchief belonging to William 
Penn has been found. 

It will be placed in the museum and 
labeled: The Original Pennwiper. 








Sandy was stitching up the pocket of 
his pyjamas before sending them to the 
laundry. “What’s the idea?” asked his 
room-mate. 

“Mon, I’ve hid a pair o’ socks in the 
pocket to save a bit on my laundry bill,” 
replied Sandy. 





Mother—“Bobby, when you were eating 
nuts in the street car, I hope you didn’t 
throw the shells on the floor.” 

30bby—“No, mother, I put them in the 
pocket of the man who sat beside me.” 





“My razor doesn’t cut at all.” 

“Come, come!” replied the wife. “Your 
beard is no tougher than the linoleum I 
cut with it yesterday.” 





Teacher—“Why don’t you answer my 
question?” 

Willie—“I shook my head.” 

Teacher—“Well, I can’t hear your head 
rattle clear over here.” 





“Good heavens! Who gave you that 
black eye?” 

“A bridegroom for kissing the bride 
after the ceremony.” 

“But surely he didn’t object to that an- 
cient custom?” 

“No—but it was two years after the 
ceremony.” 





An interviewer once questioned a big 
executive as to what he considered the 
greatest qualifications for a successful sell- 
ing career. “Just the same as for a chorus 
girl,” answered the voice of experience, 
“two good legs.” 





The real estate agent is endeavoring to 
interest a fair prospect in a house of her 
own. “Why not,” says he, “purchase a 
home?” 

“Home!” says she. “I’ll say not. Why, 
I couldn’t use one. I was born in a hos- 
pital—educated in a college—courted in an 
automobile—married in church—we live 
on delicatessen out of a paper bag—spend 
the mornings on the golf links—the after- 
noons over a bridge table—the nights in 
a jazz palace or at the movies. And when 
I die I’m going to be buried from the 
undertaker’s. Say, all I need is a garage, 
with maybe a bedroom above it.” 

















































_ IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 





sz Tackle Boxes and Bait Boxes have been produced 
with the one idea of pleasing fishermen—-that’s why 


Stratton and Terstegge Company 


Louisville, Kentucky 














Send for a Sample 


Incorporated 














Big Doings at Metalcraft 


A letter is going out to the trade stating that fac- 
tory is overwhelmed with orders for PLAYONS 
and JUNIORS. Apparently, the Wheel Goods 
Trade appreciates the hi quality and low prices 
of Metalcraft and is getting ready for a big 
Christmas business. 





Early orders are requested with the shipping date after 
Oct. 20th, to avoid disappointment. 


Write for Samples and Illustrated Folder 
STAY WITH THE LINE THAT STAYS AHEAD 


METALCRAFT CORPORATION 


4215-4225 Clayton Ave., ST. LOUIS, MO. 
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Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 















DOMES of SILENCE 


The Perfect Furniture Footwear 


Packed one set (4 pieces) | FRONT 
VIEW: 
in beautiful small box. asthe | 
Customer 


sees it 


Profitable to sell. 








DISPLAY OUR CABINET gees 


THANK YOU Rd 
DOMES OF SILENCE, ANC. ‘= 


21 Pearl St., New York City 








The STENCILOR 





For Making Signs and Show Cards 








Why Spoil a Good Window 
or Store with Poor Signs 


Every hardware dealer recognizes the value of goods well 
displayed. 

If merchandise thus displayed is so important, why not give 
the same consideration to Neatly Lettered Signs, Show 
Cards, Price Tickets and Streamers, to “tie up’ with the 
display ? 

Anyone can make them with a STENCILOR. 


DISPLAY MATERIAL COMPANY 
774 Grand Ave., ST. PAUL, MINNESOTA 
Eastern Agents: DISPLAY MATERIAL CO., 191 Pearl St., 
New York, N. Y. 
Canadian Agents: DISPLAY CARD COMPANY, LTD., Brockville, Ont. 
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(STEEL) 
MEASURING TAPE 


covers a larger field for 
measuring tapes and can 
be sold with less effort and 
at a greater profit than 
tapes not possessing its 
unusual features. 











. KEUFFEL & ESSER Co. - 
NEW YORK L217 Palten St Gavesel Office ont Pectarsee OBOREN.N. S. 
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Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, lil. 














TOYS 


Are ACTIVE Sellers 


Hardware Age regularly 0 ag 
many stories of profits made by 
hardware dealers who handle toys. 
What these merchants are doing 
you can do. 


Read about these successes and 
then turn to the advertising pages. 
You'll find that the toy manufac- 
turers are offering the dealer 
worthwhile merchandising helps. 


There is real money in toys. 














A National Selling 
Force for Your 


Sporting Goods 


Hardware Age is read by the 
hardware jobbers, their _livest 
salesmen and by the best hard- 
ware dealers and jobbers in 6059 
towns and cities. 


Regular selling messages in the 
Sporting Goods Issues of Hard- 
ware Age will help you gain co- 
operation in selling your sporting 
goods from a body of merchants 
of country-wide location and 
highly developed selling power. 


Hardware Age 
239 W. 39th St., New York, N. Y. 
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Install Display Boards 22011 or 22014 
and Immediately Suggest to Your 
Customers the Need of Cabinet Locks. 














Every customer needs some type of Cabinet Lock. A 
display board shows him just which one, and makes a 
sale for you. 
Only a small investment and you have display boards 
22011-22014 working for you. With a comparatively 
small stock of Eagle Cabinet Locks you can make mone) 
from the many requests. 
The Eagle Line consists of a complete range of warded, 
lever tumbler and pin tumbler locks, including drawer, 
wardrobe, desk, chest and cash box locks. 

Ask your jobber or us for display 

board information. 











Eagle Lock Co. 


General Sales Office 


26 Warren St., New York 
ABG.ANU. 6. PAT. OFF, 28G,.1NU. 6. PAT. OFF 


Branches——521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 


Works at Terryville, Connecticut 





Unique Effects Possible with 
WARREN FIXTURES 


Hardware dealers, in buying Warren Equipment 
for its sales effectiveness, orderly arrangement 
and influence on customers, frequently overlook 
the possibilities for adding unique tone to the 
store. So you'll be interested in this 


NEWS ITEM 


Melcher-Schene Hardware Company of 4904 
Natural Bridge Road, St. Louis, Missouri, will 
occupy their new two-story building devoted en- 
tirely to retail hardware about October first. 


This store will be different because of the rather 
unusual color scheme. The complete equipment 
of Warren “Economical” Fixtures, Show Cases, 
Display Tables and Counters are ebony black, 
and all sample backgrounds are brilliant orange, 
under glass. : 

This store designed and equipped under Warren 
Specialized Service will be one of the most beauti- 
ful and practical examples of modern hardware 
merchandising in the Central West. 


If planning stere changes, why not 
let us help you? 


J. D. Warren Mfg. Company 
208 W. Washington St. Chicago, IIlinois 


J. D. Warren Mfg. Co, Chicago, IIl. 


Please send me: [] The Warren Fixture Cataloe: O) Display Table 
ar 


Folder—‘‘Increased Sales and Bigger Profits. The Warren SHOW 
CASE Catalog, as featured in Hardware Age. 
MRD. icine scccccsedcsae Nabe a lan Sikh a a6 ae ORR aia has a recent’ 
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Swedish 
Pansar 
Files 





Flexible 

Blades 

Tanged 

Half-Round 

Bastard Fully 
Smooth Guaranteed 


We carry a full line of files, chisels and pliers 
Write for catalogue. 


SCANDINAVIAN WESTERN IMPORTING CO., Led. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. 304 Railway Exchange Bidg., Montreal, Can. 
Seattle, Wash. 


Best Known— Most Used 
Hose Clamp in the Industry! 


Universal Hose Clamps have 
achieved this distinction 
through their out - and - out 
good quality and the equi- 
table and square sales policy 
under which they are dis- 
Saeeivliaeiaiele tie tribut 

Your guarantee is the name 
“Universal” stamped on 
each clamp and printed on 
each carton. Look for this 


['«e elelatelelieieiwe 


¢\ 6) 0) 81 6{ es! 650 name when you buy and be 
=~ you get what you ask 
or. 


Their size adaptability, ease 
of installation, leak preven- 
tive feature and _ rust-proof 
construction make them all 
that a good clamp should be. 
Universal clamps are manu- 
factured from cold _ rolled 
steel wire—not strap. Their 
edges are smooth. Every 
clamp is ‘‘Electro - Galvan- 
ized.” 


One size—1 to 3 in.—fits any 
hose of any size. For oc- 
casional needs of small hose 
we make a Junior Clamn 
adapted to 4% to 1% in. ad- 


justability. 
Universal 
Patents, Cronies Industrial Corp. 
March 1, 1921 Hackensack, N. J. 





Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 

Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current Highth Edition. 


Hardware Wholesalers find Verified List of great value in 
“checking” their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 














*% Poynter 
No. 200 


Opens Stubborn Fruit Jars 


The big feature of this can opener is the double notch 
cap lifter in the handle for opening glass jars with 
vacuum caps—also fitted with an efficient folding cork- 
screw. 


Manufactured by THE =YOOS> CO. New Haven, Conn. 


Sales Representative 


John H. Graham & Co., Inc. 
113 Chambers St. New York City 


eT 


SD 






Laispasinnn nD 








HOLD-TITE 


A new 4 dozen package to re- 
tail at 10c., with a fine 4 color 
counter card to display it. 
Sells on sight. Larger turn- 
over. Greater Profits. Order 
a trial case today. 





Apex Stamping Company 
Dept EM Riverdale. Ill. 
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72% Greater Holding 
Power Than Wire 
Nails. Won't Split the 
Wood. Heads Stay on. 
Send for Quotations 


READING IRON 
COMPANY 


Reading, Pa. 
Makers Out Floor Natls, Riee Haré 
Floor Netle, Lerge Head Out Foundry, 
Headless Out Foundry, Bleck and Gal- 
vonteed Out Shingle, Cut Clinch and 
Hinge Netis. 


READI 
CUT NAILS 











LANDRETH’S 


. Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your order for 
Fall planting for such seeds as Turnip, 
Rutabaga, Spinach, Winter Radish, Col- 
lards, Mustard, Beans, Kale and Mixed 


Lawn Grass. 


1927 CROP 


Before buying for delivery after 1927 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our 143rd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service an fair 
prices, we would not have 
existed so long. 


Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 





SOLONIAL BOY COPYRIGHTED 

















A real substantial 
Brass nozzle _ that 
sells quickly — ten 
in a handsome 3 
color display box. 


Mueller 
Red Band 
Hose Nozzles 


Four exclusive features: 


1—Made of Forged Brass 

2—Equipped with Mueller 
threaded Neverlose Hose 
Washer 

3—Nickel finish 


4—Trademarked with a red 
band of “Duco” 





If your jobber can’t 
supply you, order 
direct from us. 





Mueller 
threaded 
Neverlose Hose 


Port Huron, Mich. 


Washers are P 

put up in pack- Three Generations of 
h ‘ 

po lg Brass Making 








Sash Pulleys that 
Outlive the Buildings 


Thousands of the first Grand 
Rapids All Steel Sash Pulleys 
made are still giving dependable 
service after thirty years’ use. 
Their longevity, exceptional 
strength, smoothness of opera- 
tion, and economy make them 
first choice of an overwhelming 
majority of all users. 

The line is complete—fills every 
requirement in Ball Bearing, 
Axle Bearing or Cone Bearing 
Types—the large lubricated Cone 
Bearing pulleys, self aligning and 
noiseless, are exclusive with the 
Grand Rapids Line. 























Grand Rapids, 
Hardware Co. 
558 Eleventh St. 
Grand Rapids 
Mich. 


AND RAPIDS | 






U.S.A ALL-STEEL 
SASH PULLEYS 
Mail Coupon ‘ 
For Free Sample, oi 
aon0ee 
e Ha 
or apids Sto gvosttet 
Gra™ event Mic alley 08: 
El v . 
8 58 apices re a 
Grad ocented, gamle 
qn ged! 
1 2™ presse n° al 
same aireet sity arate 
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Sell Them 
by the set 








Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 








It isn’t hard. Every mechanic needs the enna set in his work, and it 
resolves itself to a question of selling him once seventeen times. Bring 
out the value of the case, its use in S beopins th the Site | in order and near at 
hand, preventing loss, ete. it. 

Domteae Bite ase the only Bit tt ave ont depentens oo cue » 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time; no jagged ends; recy part of the work 1s smosth end 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving # smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 








The Pro Manufacturing Co. 
TORRINGTON, CONN, Ur SAS 


—‘“‘Number, please?”’’ 


—“‘Yes, that’s all that’s required to 


cut a perfect key on 





THE ({(0) UNIVERSAL 


“Takes the guess out of key cutting” 





The only machine in existence that is universal 
in its application, in that it will cut keys from 
number by code, or duplicate from sample key. 


QD INDEPENDENTIOCKCO.M> 


Fitchburg, Mass., U. 8. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 


Kneb Sets, Key Blanks, Auto Switch Keys, Hardware 
Specialties, Key Cutting Machines, Ete. 















Y= New Fixtures Will Increase 
Your Holiday Trade and Profits 





Business is better at Steinman Hdwe. Co., Lancaster, Pa., since they 
installed their new 


HELLER 


BUSINESS BUILDING STORE FIXTURES 


Holiday buyers are “shoppers” "—they are “looking around.” They 
seldom ask for things and you can't have enough clerks to show 
them everythin 

Depend on Hel iter display equipment to show attractively the hun- 
dreds of holiday items you carry. Take the > from the chain 
stores who display everything and make goods sell themselves. 
There is still time to put in new money making Heller equipment 
before the holiday rush starts. 


Sseeeeeeeeeeeewe MAIL THIS TODAY eeeeeeeeee2088 

700 Bryant St., Montpelier, Ohio. 

W. C. HELLER & co. New York Office, 20 Vesey Bt. Suite 500 
Tell me more about the fixtures that sell more goods. 


Tables for Holiday Goods New Design C utlery Showcase 
Display Door Cabinets New Type Saw Rack 


NE i sedis noise sdkies dae da cebade thus et sha cacessisenae> sateen el 








Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 


Russell Jennings 


Auger Bits 









No. 101-E Patented by 

a Mr. Russell Jennings 
Electricians in 1855 
Auger Bit 


Chester, Conn. 








Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
ogee Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
oo18. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


























HARDWARE AGE for OCTOBER 13, 1927 














Quality Fittings Mean Hose Efficiency 
THE SHERMAN WROUGHT BRASS HOSE FITTINGS 


have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 
turing. It is to your advantage to carry the best. 


The New Diamond Nozzle. Surpasses 
any nozzle heretofore offered to the 


Sherman Hose Couplings are made of 
heavy wrought brass— accurate ma- 
chine cut threads—deep, clean corru- 
gations. A high quality item. Made 
in hose sizes—%”, 144”, 544” and 3%”. 
In cartons for stock. 


H. B. SHERMAN MFG. CO. 


stream farther and more even. A per- 
fect spray is always assured. Made in 
3%” size only. 


It is larger and will throw a 


Battle Creek, Mich. 


Patented 








Prove It for 
Yourself 


Roll out a bale of 
Superior Brand _be- 
side any other poultry 
netting manufactured. 
Note how both of 
them unroll. Glance 
along the  selvage. 
Compare the evenness 
of mesh, and look for 
bags and _ bulges. 
Compare the galvan- 


izing. 


The case of Superior 
Brand will rest upon this 
trial. 











aS 


Quick Service 


Quick service in securing ATLAS 
Tacks and Small Nails may hold 
the customer. 


Immediate shipments right from 
stock—from either Fairhaven, 
Mass., St. Louis, Mo. 


The largest and oldest manufactur- 
ers of Tacks, and Small Nails, in 
the world, assures dealers of prompt 
service as well as known quality. 


Send for complete catalog. 
— Al 
ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest manufacturers of Tacks 
and Small Nails in the world. 
Established in 1810. 


G. F. WricHT 
STEEL & Wire Co. 


Worcester, Mass. 





























Mathias 


Established 1857 






Pliers Belts 
Tackles Climbers 
Tool Bags 
Wire Grips 
Safety Straps 
Lag Wrenches 


Tree Trimmers ‘ ; 
Sleeve Twisters 4H 





Since 1857 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a em] 
process we increase the density of the steel « 
around the socket-holes, so that even the smaller 
sizes will stand = strain the best made 
wrench can appl Allen “aaa-og makes 
deep, perfectly- » aw gb Pine holes—no © in 
the bottom. The entire length of the A 

utuuscu either for solid metal at the — or depth of coe Re 
for the wrench. All sizes in stock fro’ to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, bm 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. HariForD. “Conn 





This Handsome Metal Display Cabinet 
Free with Every Premax peas: 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 





Luxe Models. 
PREMAX PRODUCTS 
NIAGARA METAL STAMPING The Promas Houseful 
CORP. creates sales and 
Dept. HA-6 numbers ies as 
Niagara Falls, New York orderly. 








GREEN’S 


fl Improved 
1 STOCK. BOXES 


For the convenient han- 
dling of shelf hardware. 
A strong, attractive box 
at low cost. 

Made in an assortment 
of sizes to fit every hard- 
ware need. 


Write for NEW Illustrated Price List 
THE GREEN CO., 250 W. 57th St., N. Y. 











R. Murphy’s Oyster Knife 





Using only the best crucible steel and expert craftsman- 
ship has maintained the leadership of _—— quality 
for over seventy-seven years. 


ROBERT MURPHY’S SONS CO. 
Established 1850 


Shoe Knives Oyster Knives Kitchen Knives 
Sloyd Knives Rubber Knives Pruning Knives 
Paper-Hangers’ Knives Pattern Makers’ Knives and Handles 
AYER Send for Catalogue MASSACHUSETTS 








AMERICAN IDEAL 


Sar BA Tt oa Ss BOILERS 


Architects and heating engineers have demonstrated 
their conviction that forty years’ experience in design- 
ing and manufacturing heating equipment have emi- 
nently fitted American Radiator Company to decide 
what is best and surest in heating efficiency, economy 
and lasting value. This conviction has played no small 
part in winning for American Radiator Company recogni- 
tion as the ‘‘World Institute of Heating.” 


AMERICAN RADIATOR (COMPANY 


40 West 40th Street, New York City 
Showrooms and salesrooms in principal cities of America, Canada and Burope 
Makers of IDEAL Boilers, AMERICAN Radiators, ARCO Tank Heaters, VENTO 


Ventilating Heaters, AIRID Air Valves, MERCOID Controls and devices for drying, 
humidifying, cooling and refrigeration. 


A FEATURE THAT 
SAVES MAN’S TEMPER! 


“The Nail Cannot Fall Out’ ih ta 
Grafico PICTURE HANGER 


If you’ve ever balanced yourself at the top of a step- 
ladder with a picture under your arm—and then tried to 
drive in a picture hanger, only to have the nail fall out 
—you’'ll appreciate Graffcos. 

Made of heavy steel with lacquered tren finish. Three sizes. 





' Graffeo Pushpins are 2 sizes with crystal 
designed for hanging glass head and needle 
light articles. point of steel. ‘ 





Write for complete catalog. 52C Washburn Ave. 
GRAFF-UNDERWOOD CO. Cambridge, Mass. 








SKYSCRAPE 


RUBBISH BURNER 
KNOWN AS THE BEST 


FIRE PREVENTION 
AID 
Woven of High-Carbon Steel 
14%” x No. 18 gauge 
Model D List $5.00 
Model E List 6.00 
LESS 40/10% 
FREIGHT PAID ON 
INITIAL ORDER 
Knocked down for shipment 
H. B. BORNSIDE 


MANUFACTURER AND PATENTEE 
PROVIDENCE, R. 1. 




















Wire Products 


for every need 


Nails of all. kinds, Staples, 
Cambria Fence, Barbless 
Twisted and Barbed Wire. 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 





BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 
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Or 


CONSTRUCTION 


the new SNELL Construction Bit 


Shiffe -sStronger - tougher 


Write today for illus- 
trated folder and 
price list on this fast 
selling item. 


Snell Manufacturing Company, Fiskdale, Mass. 
Sales Representatives : 
John H. Graham & Co., 113 Chambers St., New York City 


EVEREADY 


COLUMBIA 
Dry Batteries 


- they sell faster 


QUICK-TURNING, nationally advertised and 
profitable batteries. Order from your jobber. 
NATIONAL CARBON CO., INC. 
New York San Francisco 
Atlanta Chicago Kansas City 





Unit of Union Carbide and Carbon Corporation 











Give them PHENIX QUALITY 
In Screen and Storm Sash 
Hangers and Fasteners 


Phenix Storm Sash Hangers and 
Fasteners are simplest, handiest, eas- 


fest applied, most e 
efficient--that’swhy BD 
they sell best. New 

ee 

oo 


AAAA 


improvements put 
them in a _ class 
of theirown. Write 
to-day for Catalog 
eas 
oe 
No. 115 Fastener 


showing full 
PHENIX MFG. CO., 032 Center St., Milwaukee, Wis. 


‘i 


Phenix line. 
Samples free, 














Sold by all leading 
jobbers. 





= 










% BOLTS “> NUTS 
ICAPSCREWS 


in Big Business 


FOSIE 


Personal Service > 


Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections of 
the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 


Union Ave. and E. 72nd St. 6249 to 6265 West 65th St. 
Telephene Broadway 840 Telephone Hemleck 4484 














MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 








ALLEN’S 


Parlor Furnace 


Nationally advertised—a _lib- 
eral dealer co-operative adver- 
tising plan—patented features 
—exclusive agencies. 





If there is no dealer in your 
town write for “The Allen 


Two distinctive 


Sales Plan Book.” Allen features: 
Oldtime Fireside 
ALLEN MANUFACTURING CO. Cheer 
Heat Radiating 
Nashville Tennessee Fins 
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ji 
SRSLY g10 STORE METHODS 
Sloane : ne 
SAI5 To provide adequate storage facilities for 
=" shelf stock—to make it accessible and con 


venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
efficiency One style only—neat of design— 
attractively finished—any height — 






























REG. U. 8. PAT. OFF. 


These powerful hydraulic door 
checks are easily adjusted for 
quick or slow closing. Made in 
six sizes to fit and operate all 
doors. Strong and durable. 


Guaranteed Satisfaction 
and Bigger Profits 
for Dealers 


You will find them exactly 
as represented and rapid 
sellers because lower in 
price. Fine bronze finish. 
Parts and brackets always 
in stock. Send for Cata- 
log and Discounts. 


United Hardware & Tool Corp. 


72 Reade Street, N. Y. City 


2h a my eine 
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: weeks ago we first 
bound the ELECTRICAL GOODS 
Section into HARDWARE AGE. 
We did this for the convenience 
of the readers and the response 
received encourages us to assure 
you that this form will be per- 
manent. The idea is that the 
electrical merchandise is of in- 
terest to every one in the store 

and no longer a specialty. 




















October 13, 1927 
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--Get the Facts 
on this Washer 


Don’t overlook the opportunity offered in the 
One Minute Model 60. Never before has such a 
washer value been available to retail at less than 
$100.00. Price alone means volume sales on this 
model — but Price plus 
washing ability plus One 
Minute fine quality pro- 
duces a washer that not 
only sells—but stays sold. 





+) 




























The New One Minute Tur- 
binator produces a clothes 
cleansing action, speedy yet 
safe — an action that thor- 
oughly washes the most soil- 
ed clothes—an action which 
appeals to every buyer on 
demonstration. 


























Hamilton Beach 


Home Motors, Vibrators, Hair Dryers, Vacuum Sweepers, Jewelers Grinders and Polisher Motors, Drink Heaters and Mixers 





' VIBRATORS 





In thousands of homes Hamil- 
ton Beach Vibrators are used 
for everything from Massag- 
ing the face and scalp to easing 
the pains of lumbago, rheuma- 
tism and indigestion. 


Hamilton Beach Vibrators are 
made in three popular models 
for home use and there’s a 
heavier type for professionals. 


Type A, the favorite for home 
use, gives both percussion and 
rubbing strokes and is equipped 
with speed regulating switch. 
Types D and F are designed to 
meet the demand for an efh- 
cient, low-priced machine for 
family use. Same high grade 
materials and construction are 
embodied in all Hamiltan 
Beach Vibrators. Attractive in 
design, light in weight and fin- 
ished in highly polished alum- 
inum. Type F has speed reg- 
ulating switch. Type D, Uni- 
versal, has handy _ starting 
switch in handle. 


Type C, heavier-constructed 
with a more powerful motor 
is for professional use. Because 
of its deep penetrating vibra- 
tion, physicians, barbers, mas- 
seurs and nurses find it indis- 
pensable for cases requiring 
Strong treatment. Produces 
both Swedish and percussion 
movements. Aluminum case; 
light weight. 





Type D 








FOUR GREAT FALL 
SELLING LINES 


That Yield a Fine Net Profit 


The Fall and Winter months have always been 
big selling months for Hamilton Beach 
Vibrators and Hair Dryers and Home Motors. 
The New Drink Heater meets a real need. It’s 
a great Seller. 


Its high quality and 


Turn- 


The line is complete. 
reliability are known the world over. 
over is rapid and margin is right. 

















The NEW Electric Drink Heater 


combines Sanitation and Long Life with Quick Heat. 

p and Heating Unit are separate units. Cup 
washed like ordinary mixer cup. Heating unit free 
from Burnouts and Short circuits. Fits most Drink 
Mixers. Heats as it mixes. Price only $9.75 complete. 
Denver and West $10.25. 





This Home Motor Makes Any 
Sewing Machine an Electric for $18.50 


No tools, screws, clamps, bolts or belts necessary. 
eey place it against hand wheel and sew as fast 
or slow as 


Hamilton Beach Mfg. Co. 
Racine, Wisconsin 








HAIR DRYERS 






Professional 
Use 


Although generally used in 
barber shops and beauty parlors 
for years, it was bobbed hair, 
water waves and “permanents” 
that universally popularized the 
electric hair dryer. And now 
it is indispensable. Quickly 
“sets” the wave, while drying 
the hair, and leaves the hair 
soft, fluffy, beautiful. 


The practical sturdy No. 2 for 
hand use only, is first “choice 
among professional users. More 
of this model have been sold 
than all other makes combined. 
Simple, efficient and easy to 
operate on either A.C. or D.C., 
it meets all the requirements of 
the hard, constant service that 
professional use demands. 
Single button in handle con- 
trols everything—motor, cold 
blasts, hot blasts. Case is pol- 
ished, solid aluminum. 


For home use, No. 3 is the big 
seller. It is light; thoroughly 
practical; simple to operate, 
absolutely reliable. Stand leaves 
both hands free to massage 
scalp while hair is drying. Its 
beautiful old ivory finish har- 
monizes with combs, mirrors, 
and other ivory pieces. Equip- 
ped with Universal Motor. 
Operates from any light socket. 





No. 3 for Home Use 
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GAIN, Hotpoint presents a complete 
merchandising and advertising plan 
to help you sell more Hotpoint Servants at 
Christmas. Dealers who carried out our 
complete plan last year did a great Christ- 
mas business. The powerful Hotpoint 
national advertising appearing in leading 
magazines during the buying season, when 
followed through with local merchandis- 
ing effort, brings positive results. Decide 
now to get your share of Christmas Sav- 
ings Funds money spent for gifts. 
Hotpoint national advertising, continu- 
ous in leading magazines for over 20 years, 
has made Hotpoint Servants the easiest 
to sell. The Christmas advertising shown 
on this page is typical of the type and 
volume of Hotpoint advertising being 
carried in the magazines. Nearly seventy 
million Hotpoint advertising messages are 
read by the public each year. This adver- 
tising reaches every city, town and Village 
where there is electrical service, and it 
goes into more than half the wired homes 
in your community. 








GIFTS... that keep on Giving 


The Hotpoint 
American Percolator 

A beautiful table appointment of 
American craftsmanship. It makes 
coffee by the famous Hotpoint 
“Hot Drip” method which extracts 
the full aromatic flavor and fra- 
grance. It is made of copper, lined 
with silver and finished in pol- 
ished nickel. 

Price $24.25 
Other Hotpoint Percolators from 

$9.00 to $36.50 


Dolly Madison 
Percolator Urn Set 


Grace of design and beauty of 

finish are outstanding in thishand- 
some percolator set. The urn is 
silver lined; the sugar and creamer 

gold lined. Its capacity is 8 cups 

of coffee made by the Hotpoint 
“Hot Drip” method. 

Price $65—Satin Silver Finish 
Price $55—Polished Nickel Finish 
Other Percolator and Urn Sets 

as low as $14 


De Luxe Waffle Iron 


Bakes wonderful, golden - brown 
waffileswithout turning. Nogrease, 
no odor, no trouble. The Hotpoint 
Waffle Iron is equipped with the 
patented CALROD heating ele- 
ment which is more efficient and 
practically indestructible. Fin- 
ished in highly-polished nickel. 


Price $15.00 


Other Hotpoint Waffle Irons 
at $10.50 and $11.50 


Hotpoint Trianon Toaster 


A Hotpoint Toast-Over Toaster 
will be appreciated every day in 
the year. The bread automati- 
cally turns when the toast is 
lowered. The toast is made just 
right—not too fast, scorching and 
burning the toast — not too slow, 
drying out the bread. Finished-in 
highly-polished silver. 


Price $6.00 


Other Hotpoint Toast - Over Toasters 
at $6.00 and $8.00 


Hotpoint Servants are ideal gifts. They 
are useful and beautiful—lasting for many 
years to remind the ones who receive them 
of the givers. So urge your customers to 
give these “gifts that keep on giving,” in 
preference to other articles that last a few 
days or weeks. 

To help you capitalize on this tremen- 
dous Christmas advertising campaign, we 
have prepared Christmas appliance litera- 
ture, newspaper advertising and window 
display material. This material is in keep- 


SERVANTS 


Electrical Goods Section 





De Luxe Traveling Iron 


A beautiful 3-pound Hotpoint Iron 
with ivory enameled wood handle, 
gray silk cord and plug. Packed in 
an attractive gray leatherette case 
with removable tray for cord and 
plug, hinged top and snap fastener 
for case. 


Price $6.95 


De Luxe Curling Iron Set 


The famous Hotpoint Curler with 
an ivory finish handle, in a silk- 
lined, gray leatherette case. An 
exclusive feature is the shield 
which opens parallel to the heated 
waver rod so that the hair is held 
evenly for the full length of the rod. 


Price $7.50 


Other Hotpoint Curlers 
as low as $2.50 


Hotpoint Super-Iron 
Only the Hotpoint Super-Iron has 
the patented CALROD heating 
element that is practically inde- 
structible; the Thumb Rest that 
rests wrist, arm and shoulders; 
the Hinged Plug that trebles the 
life of the cord. The Hotpoint 
Super-Iron is hottest at the point 
where the iron meets the damp 
cloth first. An ideal gift of lasting 
satisfaction. 


Price $6.00 


Another 6-pound Iron at $5.00 


Hotpoint Triplex Grill 


TheHotpoint TriplexGrillpoaches, 
toasts, broils, boils or fries—three 
operations at the same time. It 
will be appreciated by those who 
delight in the unusual for Sunday 
night or midnight supper. Ideal 
for the bachelor girl and others 
who do not have regular kitchen 
facilities. A most convenient elec- 
trical appliance because of its 
many uses. Complete with neces- 
sary utensils. 


Price $13.50—Duplex Grill at $9.85 
White Enameled Top Table Stove 
at $4.00 





ing with the attractive national advertise- 
ments, having for its main theme Santa’s 
Workshop. Send for complete informa- 
tion and samples. ‘ 


EDISON ELECTRIC APPLIANCE CO., Inc. 
5644 West Taylor Street, Chicago, Illinois 
Factories: Chicago, Illinois, and Ontario, California 

Chicago New York Boston Atlanta Cleveland Dallas Salt Lake City 
Kansas City Seattle Portland Los Angeles San Francisco Ontario, Calif. 
In Canada: Canadian General Electric Co., Ltd., Toronto 


Lena THE COUPON 


‘EDISON ELECTRIC APPLIANCE CO., Inc. 
_ 5044 West Taylor Street 
Please send fall details of your Christmas 
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‘Hotshots’ for Holiday Trade 





























HotcakeawW afflelron ..:.« . Electric Heaters 


The Majestic Combination Hotcake Every day more people are recognizing 


and Waffle Iron is your cash register’s the many advantages; the cleanliness 
best friend—a big seller always and and economy of electric heat. Majestic 
even better at Christmas time. It is an Reflector Heaters are still the out- 
ideal “present” —feature it, display standing favorites, after years of 
it, suggest it— Majestic often solves a leadership. They give real heat where 
perplexing gift problem. Remember, / and when itis wanted. Only Majestic 
Majestic is the only iron that makes has the efficient, long-life horizontal 
both hotcakes and waffles. It makes heating elements and other exclusive 
many other dishes, too. features. Three sizes. 





MAJESTIC ELECTRIC APPLIANCE CO., Inc. 


l —__— 8AN FRANCISCO KANSAS CITY PHILADELPHIA 
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EVERY SUNDAY 
EVENING 

‘The Atwater Kent Radio 
Hour brings you the stars of 
opera and concert, in Radio’s 
finest program. Hear it at 
9:15 Eastern Time, 8:15 
Central Time, through: 


Ms ss New York 
a Boston 
WARS. R229 Pittsburgh 
 Saaee Cincinnati 
WTAM , 

ee. ss te Chicago 
wre... . Washington 
WORE 3 Sis Buffalo 
eee Davenport 
woaF. . . . Kansas City 
ee bs 46 Saas Detroit 
wrt... . Philadelphia 
weco. . . Mols.-St. Paul 
wor ... . Schenectady 
ae Se Atlanta 
ie. Sas Nashville 
Sa Memphis 
aa es | Louisville 
EOS St. Louis 
WEE»: agaist Charlotte 





Mops E Rapto Speaker. 
The result of nearly three 

ears’ laboratory work. 

aithfully covers the en- 
tire range of musical tones, 
from the lowest to the 
highest register. With 9 
feet of flexible cord. $30 





A Baltimore dealer sazd thts: 


“One of the big advantages of Atwater 
Kent Radio is that there’s practically no 
night work for the dealer. Show your cus- 
tomers how to operate it in the daytime. 


It’s so simple you don’t have to go back.” 
And dealers everywhere know it’s true. 


’ When running around at night can be 
avoided—why not avoid it by concentrat- 
ing on the Radio that people understand 
the minute you show them? 


Write for illustrated booklet telling the complete story of Atwater Kent Radio 


ATWATER KENT MANUFACTURING COMPANY 
4736 Wissahickon Ave. A. Atwater Kent, Pres. Philadelphia, Pa. 


One Dial Receivers licensed under Prices slightly higher fromthe Rockies West, 
U, S. Patent 1,014,002 and in Canada 





Mopet 30, six-tube, One Dial Re- Mops 35, six-tube, One Dial Mope 33, six-tube, One Dial Receiver 


ceiver. Solid mahogany cabinet; Receiver. Crystalline-finished with antenna adjustment device. Unu- 

gold-plated name plate, power sup- cabinet; gold-plated ship- sual selectivity. Solid mahogany cabinet; 

ply switch and vernier knob. model name plate, decorative gold-plated name plate, power supply 
rosettes and power supply owiech and vernier knob. $90 


switch. 
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“B” POWER UNIT. Auto- 
matically controlled by switch 
on receiving set. “A’’ battery 
and trickle charger can be con- 
nected to this “B” Power Unit, 
in which case the automatic 
switch also starts and stops 
charger, if one is used. Plugs 
into A.C. light socket. Delivers 
up to 135 volts. Operates At- 
water Kent Receivers or other 
make consuming not more than 
40 milliamperes. Brown crystal- 
line finish. Including long-life 
rectifying tube (no filament to 
burn out) and 7-foot flexible cord. 
Type R, for 60-cycle 110 to 115 
volt Alternating Current, $50. 


Type S, for 25-cycle 110 to 115 
volt Alternating Current, $55. 





Monet H Rapto Speaker. 
Entirely of metal. Crystal- 
line-finished in two shades 
of brown. With 9 feet of 
flexible cord. $21 





KEEPS ON WORKING ~ 
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Balkite “A” san no battery. 


same as Balkite 
“AB” but for the “A” circuit only. Not a 
battery and charger but a perfected light 
socket “A” power supply. of the most 
remarkable developments in the entire ra- 
dio field. Price $32.50. 





Balkite “*B”? One of the longest lived 


dead rate > d radio. The 
accepted tri ight socket “B” 
power supply. The first ite “B,” after 
5 years, is still rendering satisfactory serv- 
ice. Over 300,000 in use. Three models: 
“B”-W, 67-90 volts, $22.50; “B”-135° 135 
volts, $32.50; “B”-180, 180 volts, $39.50. 
Balkite now costs no more than the ordi- 
nary “B” eliminator. 





Balkite Chargers 
Standard for “A” prea os nn 
8 an ices drastically 


be used duri 
reduced. “J,”* rates 2.5 and .5 am- 
peres, for both rapid and trickle charging, 
$17.50. Model “IN” Trickle Charger, rate 
.5 and .8 amperes, $9.50. Model “K” Tric- 
kle » 97-50. 
* Special models for 25-40 cycles at 
slightly higher prices 
Prices are higher West of the 
Rockies and in Canada oo 
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‘You no longer need 
gambler’s luck to stay tn the racho business 


Time was when no radio dealer 
could tell at the beginning of the 
season whether the devices he 
would sell would stay sold. When 
it required as much gambler’s luck 
as selling ability to make a profit. 

Look for example at the “B” field. 
Of 3 “B” eliminators offered the 
first year Balkite “B” was put on the 
market, and of 16 offered during the 
second, except Balkite “B” not one 
remains in its original form. All 
others have either been radically 
revised in principle or withdrawn. 
And every device that turned out 
to be wrong or was withdrawn cost 
some radio dealer money. 

Today luck is no longer the 
determining factor in your profit. 
What deter- 
mines whether 
your business 
is profitable is 
whether you 
choose sound 
merchandise to 
sell. You need 
no longer sell 
experiments. socket. 


In the radio 





Licensed under Hammond-Andrews patent spplications 
Balkite “SAB” Contains no battery. 
A complete unit, replacing both “A” and “B” batteries 
and supplying radio current directly from the light 
ntains no battery in any form. Operates only fort and you'll 
while the set is in use. Two olde “AB” 6-135, 135 
volts “B” current, $59.50; “AB” 6-180, 180 volts, $67.50. 


power field the established leader is 
Balkite. Established by its pioneer- 
ing— by a laboratory that produced 
the first noiseless battery charger, the 
first trickle charger, and today most 
important of all, Balkite “AB” and 
Balkite “A,” both without batteries. 
Established by performance at the 
hands of its owners. It is a well-known 
fact that Balkite Radio Power Units 
are today among the longest lasting 
devices in radio. Balkite owners 
have been satisfied owners. Balkite 


dealers have always made money. 


Balkite—the tried and reliable— 
offers you a complete line, to serve 
every radio power requirement, at 
the lowest prices in Balkite history, 
backed by one of the largest ad- 
vertising cam- 
paigns in radio. 
(Balkite is the 
third largest ra- 
dio advertiser.) 
Concentrate 
on Balkite in- 
stead of scat- 
tering your ef- 





make money. 


FANSTEEL PRODUCTS CO., Inc., NORTH CHICAGO, ILL. 


FAN STEEL 
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‘Radio ‘Power Units—~’ 












































Mohawk’s famous 
Intercha cable Drawer Unit— 





el ectricall porate ve 


u 
SO 
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fits every Mohaw 


Spthier, to make the Mohawk Dealer 
se the one outstanding dealer propo- 
si on—finally adding the immeasurable ad- 
vantage of becoming a licensee under RCA, 
General Electric and Westinghouse patents. 

Your opportunity for a “Close-up” of the 
Mohawk proposition occurs October 10th 
to 16th at the Coliseum—Sixth Annual Chi- 
cago Radio Show—be there! Or wire for 













operation, Mohawk agndtingéd 
trically operated Drawe 


changeable, of precisely the same dimensions, details of the Mohawk Dealer Franchise. 


to fit every Mohawk console. MOHAWK CORPORATION OF ILLINOIS 
Established 1920 « Independently organized 1924 - CHICAGO 


Entirely aside from the unrivalled quality 
of the Mohawk One Dial Radio set, this inter- 
changeable feature is a merchandising achieve- 
ment that makes the Mohawk Dealer’s posi- 
tion the strongest and soundest in the industry. 

Still Mohawk has not been satisfied, but 
has continued piling one sales advantage 
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in her latest — 
“Breakfast at Sunrise 
and 


Gold Seal 


Radio Tubes 





In the radio sets 
of owners 


T'S the Star Performers that 
pete radio as well as 


motion pictures. 
Gold Seal Radio Tubes have won 
nation-wide popularity by their i 
consistent “star formance’ — 4 


it of real quality. In volume, 
a full rich tone they are a 


vast improvement over the tubes 













‘TypeGSX199 
=] ool 

Gen. Pur. 
Price $2.25 











Type GSX120 
3 v. Power 


Amp. 
Price $2.50 


rece 
’ * Type GSX240 
Price $9.50 “Hy Mu” 


Amp. x 
Price $2.75 









Reprint of Liberty 
October 29th 
Advertisement 


NOW! 


—the public knows 


T first, Gold Seal tubes were 
bought and used by radio fans 
and experimenters who wanted 
“something better.” They became en- 
thusiasts about Gold Seal’s consistent 
quality and reliable uniformity. 
Now—everybody knows it. The sale 
of Gold Seal tubes throughout the 
country has grown at an unprece- 
dented rate, winning popularity and 
building trade for dealers. 
Gold Seal dealers were promised and 
are getting aggressive sales help and 
national advertising cooperation in 
leading publications. Are you sharing 
in profits of this business growth? 


Better get full particulars 
now—mail coupon today 


GOLD SEAL ELECTRICAL CO. 


INCORPORATED 


250 PARK AVE., NEW YORK 








Full 4 All 
Dealer Standard 
Protection Types 


| Gold Seal 


Radio Tubes 


Gold Seal tubes are always 

sold at standard list prices, 
' protecting the dealer in his 

legitimate profits. 
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Ty 
GSk17 1 ; 
Radio Amp. 


Price $4.50 











































Made in our own 
plant, America’s 
largest, devoted 
exclusively to 
Radio Tubes 






















E.G.10-13-27 
COUPON 


i 

£ 

GOLD SEAL ELECTRICAL CO., Inc. 4 
250 Park Avenue, New York, N. Y. i 
# 

i 


Gentlemen :—Please send me full particulars of 
the Gold Seal line and your attractive proposition. 
res CPS oo oNe a ph 0s bie bbe pews sugeenes 


( Jobber 0 Dealer 























Repeat Sales Prove 
Popularity of 
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ARAMA 


Quality Thruout 


Vimco Radio Light is an expensive 
looking light, graceful in design and at- 
tractively finished in soft bronze. 


The projecting arm allows the full 
force of the light to illuminate the dials— 
without glare and without shadows. The 
base is heavily weighted to prevent 
tipping. 

Equipped with extra long silk cord and 
two-piece socket plug. 


Packed singly in display carton. 


Mail coupon at once for full par- 
ticulars and attractive discounts. 


VIMCO MFG. COMPANY, Inc. 
721-E Ellicott Square 
Buffalo, N. Y. 
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VIMCO 


Radio 
Light 


HIS handy light, at $3.85 retail 

price, has strong sales appeal. 

Display it; your customers are 
attracted to it; they like it and BUY 
IT. You reorder, not once, but many 
times! That’s been the history of 
Vimco Radio Light. 


Many repeat orders sent to us by 
jobbers prove that this light is wanted 
by thousands of radio set owners. 





Mail Coupon Today 








VIMCO MFG. COMPANY, Inc. 
721-E Ellicott Sq., Buffalo, N. Y. 


Gentlemen : 


Send us, by return mail, full particulars including at- 
tractive discounts on Vimco Radio Light. 
































Attention— 
JOBBERS 
DEALERS 








is 
FIRST. 


With ~~ 
“DRY-A” and“DRY-ABC” Units 


So GOOD you can guarantee them to 
your customers as we guarantee them.to you 


tT Now you can fill that tremendous demand for a “DRY-A” and a 
“DRY-ABC” with perfect confidence in their satisfactory performance. 

| We have been working unceasingly on these units for months. 

ready famous | Aftet exhaustive tests, which proved they were up toSentinel standards 

Seutinel line | of quality, we are ready to market them, © - Bes 

of radio power | —ThesearecompletelyDRY units. Noliquids,acids or tubesofanykind. 










These two units 
are new addi- 
tions to the al- 


products— | They deliver a constant 6 volts up to 2% amperes. ‘The units are instan- 

H taneous in action—when receiver is turned on reception is immediate. 
€ | and Sentinel “DRY-ABC” provide it. 

] hey Be able to supply the demand. Remember all Sentinel units are 


proven and dependable — every one is absolutely guaranteed. Only 
A Sentinel Jobbers and Dealers will be able to meet the demand for 
T@=——| “pry.” power satisfactorily. 


The public is clamoring for “DRY-A” power. Sentinel “DRY-A” 


UNITED STATES ELECTRIC CORPORATION 
(Sentinel Division) 
9705 Cottage Grove Avenue, Chicago 








Licensed 
under patents 
of 


Radio Corporation of 
America, the W. - 





dyne Corporation. 


Be Ready To Take Care of the Big Demand — Prompt Delivery Now! 
12 











You can sell more 





General Electric Battery Chargers 








mr \ 
The 9 pane ap 
| Gi hog 


Put a big wallop into 
your sales this fall with 
the ammunition supplied 
by our new Three Punch 
Plan. Write us today for 
“complete information. 








\ 








Merchandise Department 
General Electric Company 
Bridgeport, Connecticut 





If you know all the talking points of the 
Tungar (the General Electric Battery 
Charger), if you sell General Electric’s 
name, if you demonstrate Tungars, if you 
tie right in with our new Three Punch 
Plan—then you'll see sales mount. 


More than a million Tungars are now do- 
ing valiant service. Tungars have been 
advertised consistently for ten years. Tun- 
gars do not eat up your profits with ser- 
vice calls. Tungar is the name they know. 
General Electric is the name that clinches 
the sale. 


This year the dealer’s service is being played 
up in every national ad. Make your service 
really helpful and profit by G-E’s advertising. 





U nM €4 : Tungar—a registered trade- 
mark—is found pnly on the 


genuine. Look for it on the 





[BATTERY CHARGER 


name plate. 








GENERAL ELECTRIC 
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REMOTE CONTROL Radio Tuning Unit 


Not since the sensational Thermiodyne Master Control of 1924 has 

any radio tuning device attracted so much favorable attention. 

anise’ : teenies - Wietneet Test it in your own home. Place your receiver on the opposite side 

operates set from any dis- of the room, in the attic, another room, or even a closet, and locate 

ees eons Cpe Orton, 900 stations, tune, regulate volume—from your easy chair! Quickly 
attached to any single dial receiver with removable dial. No tools 
needed. No cutting of set. 





THERMIODYNE TA7 ASSEMBLY 


Period treatment of Receiver-Speaker-Console outfit in XV Century 
Spanish Chest style, finished throughout in polychrome gold stipple. RE- 
CEIVER. Seven tubes. Three radio stages before detector for distance 
and three audio steps for quality and volume. Individually, doubly and to- 
tally shielded elcetrically. Price $180. SPEAKER. Full-floating, 18-inch 
moistureproof cone, not paper. Electro-magnetic direct-drive unit. Price, 
$30. CONSOLE. Rigid, non-folding construction. Ample room for all ac- 
cessories. Price, $40. Complete Assembly, Price $250. 






Algonquin Speaker Thermiodyne WT7 Receiver 

Pat. 
app. for High quality but popular price. Full- Thoroughbred radio performer. Best value 
Mechanical Remote Control floating, moistureproof, 18-inch cone, not on market today regardless of number 
operates set within 6-foot paper, electro-magnetic, direct-drive unit. of tubes or price of set. Same circuit 
SE dca seers .. Price, $18 Free from blast and distortion. Art-metal and construction as Thermiodyne TA7. 
scroll frame and ship model design in All-metal walnut finish cabinet, lighter 
polychrome go'd stipple finish. than wood and practically indestructible. 


Every part of every Algonquin-Thermioedyne product manufactured in our own factories. 


ALGONQUIN ELECTRIC COMPANY, Inc. 


Leo Potter, President 





245 Fifth Avenue New York City 
Mj @ Ee 
SPEAKER WT7 Receiver = ri 
Full-fi , 18-inch ermiod : a 
a a ee 
West of Rockies, $17. a uw 





All prices 10% additional west of Rockies unless otherwise noted. 
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HARDWARE AGE 





“HARDWARE AGE 


For the Electrical, Lamp and Radio Departments 





October, 13, 1927 
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The Case For and Against the Selling Demonstrator... 18 
We asked a lot of dealers and manufacturers what they 
thought about the so-called demonstrators, who are really 
clerks in a store paid by the manufacturer. We present 
the opinions sent to us. 
How a Hardware Store Put Over Electrical Refrigera- 
GROEN Bh Ss i biniedos sinwines cece ae ceroeeessrcecesecens 20 
This is an interesting story of how artificial ice came to 
Mobile and why it is gaining ground daily. 
Electric Appliance Show Boosts Entire Store Volume.. 38 
The Shillito store in Cincinnati has just held a second ex- 
hibition of appliances sold by the company, with most 
excellent results. These shows attract store traffic and, 
after all, that is the answer to merchandising. 


Specifications of Christmas Lighting a Residence...... 22 
Outdoor lighting for Christmas is a rapidly increasing cus- 
tom and such a vogue in your neighborhood means a 
considerable volume of sales. This story goes with the 
pictures on pages 28 and 29. 


ELECTRICAL GOODS IN PICTURES 


$15 For a Title for This Picture.................. 27 
Typical Displays of Christmas Lighting........... 28 
RO I TE BE onc bin ns See cedesinsccsce 32 
Appliance Displays for a Special Purpose......... 34 
A Small Merchant’s Interest in a Large Store’s Ads.... 24 


Guy Hubbart, in this article, tells how the small merchant 
can use the big store advertisements as his guide and also 
for his own advertising copy. It is worth money to you 
to know these things. 


’ Lighting Fixtures as a Part of the Furniture.......... 23 


This is the idea that we believe will bring replacement sales 
of lighting fixtures to the volume that they deserve. Also 
it calls attention to the fact that most lighting fixture 
dealers today are not concerning themselves with the 
hanging of fixtures. 

Radio Is Becoming Merchandise the Dealers Like..... 26 

Mr. Sinsheimer tells how the stabilization of radio, the 
settlement of the patent question and other controversial 
points is bringing about a better feeling between dealers 
and manufacturers. 


More and Better Sales by Better Salesmen..:......... 40 
Another of Mr. Chantler’s cartoons—much to the point as 
usual—and a prize-winning story of a Dempsey-Tunney fight. 

EG as cnc atc ag MOE oda ied dos oo o's be sae Oe 42 
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GEORGE H. GRIFFITHS, General Manager 
CLYDE ENNINGS — SINSHEIMER 


Editor 
SPENCER PHILLIPS LEROY STAUNTON 
Eastern Advertising 


ie Representative Western Advertising Representative 
239 West 39th St. 1505 Otis Building 
New York City Chicago 
Publishing Address U.P.C. Bldg., 239 W. 39th St., New York Ctiy 





Progressive 


Merchandising 


ERCHANTS who hope to 
M attain and retain a leader- 

ship in their communities 
for electrical goods, will have to look 
sharp as the developments in the 
various lines of electrical merchan- 
dise are coming thick and fast and 
only the alert man can keep the pace. 


Perhaps the electrical buyer 
thought the “color in the home” 
vogue was none of his affairs. If 
he did, he is mistaken; for color has 
taken its place quite prominently in 
electrical appliance merchandise— 
handles of percolators, toasters and 
the like are now bright green, red 
and perhaps others colors. 


Lighting fixtures; specially the 
glassware, has been touched by the 
same artistic brush. Special colored 
fixtures and glassware are now made 
for breakfast nooks, color scheme 
kitchens and the like. 


We expect to see this same vogue 
hit many other items of merchandise. 
Bright colors already have the lamp 
cords firmly in their grasp and they 
are quite attractive. 


Some of the light ornaments and 
small portable lamps now coming on 
the market are bright bits of artistry 
and color. 


All of these things mean progress 
and greater volume. Also they mean 
that this merchandise fits more firm- 
ly and properly in the regular line 
of housewares and will be bought 
when and where housewares are 


bought. 

























































Washington’s Monument, 
Washington Park, Chicago 
by French 








LEADERSHIP 


does not “mark time” 
but forges to new goals 
... Breaking records has 
become a Hoover habit 
... Read the latest, on 





pages 52 and 53 
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Another Step Toward Coordination of 
Appliance Merchandising 


URING the next few days there will be a meeting in New York which, we 
hope and believe, will mark another long step toward the desired co- 
ordination of merchandising methods of electric appliances. The meet- 
ing has been called by C. E. Greenwood, chairman of the Merchandis- 
ing Committee of the National Electric Light Association. In addition 

to the membership of this committee, Mr. Greenwood has asked to attend this meet- 
ing representatives of six merchandising associations—including the National Re- 

tail Hardware Dealers’ Association and the National Retail Dry Goods Association. 
Calling of this meeting is evidence of the sincerity of the leaders of the N. E. L. 

A. in calling the first meeting in Chicago last March, at which meeting the Hard- 
ware Dealers and Furniture Dealers were represented by association officials. Since 

that meeting there has run much water under the bridge, and while the stream has 

not at any time reached flood stage, there has been a gradual and marked clearing 
of the water and the main current is showing result-of the filters then installed. 
There was much frank discussion at the March meeting. Those present were 

enabled to get a glimpse of the economic problems that confronted the several di- 

visions. All agreed that the chief problem was the widest possible distribution 
of electric appliances to consumers. At this point, because of training and special 
objectives of the men involved, there was a parting of the ways. But it was agreed 
that there must be a common road and all of those who participated have since en- 
deavored to find this highway. 

Concerning this meeting ELECTRICAL GOODS said: 

For two or three years the feeling has been growing that the practices 
of utility companies in extending time payment terms on low priced gas 
and electrical appliances is unfair competition. 

This feeling had.its climax a few months ago in an open attack on these 
practices by the National Retail Hardware Association through its official 
publication. No objection was raised to the utility companies’ merchandis- 
ing, but there was an unanimous opinion that the practice of selling such 
appliances as irons, toasters and similar priced articles in monthly install- 
ments, which are added to the customers’ monthly bill for electric service, 
is not only unsound but constituted unfair competition to retail merchants. 


This is especially true as the utilities enjoy almost universally an exclu- 
sive franchise for the manufacture and sale of gas and electricity. To 
enter into competition with merchants who are some of their best cus- 
tomers is in itself serious, but to compete with them on an unfair basis is 
very serious. 

Following this meeting, the N. E. L. A. recognized its committee sufficiently to 
make this subject a major one for consideration at the annual convention in Atlan- 
tic City. High points of the addresses there have been printed on this page. Also 
there has been drafted the “Suggested Standard of Practice for Merchandising by 
Public Service Corporations.” This has been widely published by request of the 
N. E. L. A. committee and favorably commented upon by merchants. 

It is expected that this suggested code will be a prominent topic of discussion at 
the coming meeting. 

ELECTRICAL GOODS is proud of its active part in bringing about the March meet- 
ing and its unwavering belief that the differences between the utility merchandis- 
ing departments and the merchants can be favorably adjusted. 
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The Case FOR and AGAINST} 








| Advantages 


Customer’s special attention 
e drawn to his line. 

Earlier verdict as to accep- 

tance and demand for new 

merchandise. 


& 

Useful to move special mer- 
e chandise. 
. 


Valuable runner up of orders 
for manufacturer. 


Store’s greater interest and 
e support obtained from results 
secured by demonstrator 
| showing the goods sell, if 


2 
3 
4 
5 


featured. 


TO THE MANUFACTURER 





Disadvantages 


l Expense usually prohibitive. 
e 


More than one in same line 
. usually makes all in same line 
lose money. 


Develops unfair competition 
e through unfair and corrupt 
trade practices, like hidden 
subsidy from competitor im- 
posed upon demonstrator. 


In most stores, appalling eco- 
e nomic waste from time spent 
waiting for enough customers. 


| 


i Advantages 


Extra clerk on special line at 


no expense. 


Benefit of specialist’s ability 
to impart helpful, technical 


knowledge to other clerks. 


other general lines. 


Raises average of quality of 
clerks because better than 


average. 


I 


TO THE 





; 

Z: 

3 Useful as saleswoman of 
* 

4. 





WO large New York stores re- 
cently eliminated all selling 
demonstrators in competitive 
lines of electrical appliances. By 
selling demonstrators we mean those 
demonstrators who do not primarily 
do educational work—those who sell 
lines of toasters, percolators, irons 
and similar articles—and who were 
paid by manufacturers but appear 
to the customer as an employee of 
the store. 

This is rather a_ revolutionary 
move and it interested us. In order 
to ascertain the attitude of the ap- 
pliance industry—both manufacturer 
and dealer—we wrote to manufac- 
turers and a number of stores invit- 
ing a frank discussion. This is a 
summary of the replies. Of course 
we endeavored to make it plain that 
we did not refer to demonstrators 
who are pioneering a new appliance. 
Just why these concealed sales peo- 
ple should be called demonstrators 
we do not know—but they are. 

The manufacturers who replied 
favor the elimination of such dem- 
onstrators strongly. One of the 
manufacturers writes: 

“T believe that practically all na- 
tional manufacturers are pleased 
with the tendency of progressive 
stores to eliminate to a large extent 
the demonstrators. 

“Naturally, there are appliances 
that need demonstration, but on 
standard household appliances na- 
tional advertising and merchandis- 
ing efforts are of no avail when paid 


demonstrators are back of the 
counter. 

“T believe also it is to the advan- 
tage of the stores to have one or two 
clerks who are capable of demon- 
strating, but not to use high pres- 
sure methods in selling their par- 
ticular make to customers who 
inquire for other makes.” 

Another manufacturer writes: 

“Manufacturers of competitive 
merchandise have lost money on 
demonstrations and have _ been 
forced by competitors and stores 
into unethical practices that have 
created an appalling economic waste. 

“It is our opinion that customers 
would not suffer, dealers would be 
more independent and manufac- 
turers would be relieved of a serious 
burden and loss if all so-called dem- 
onstrators were dispensed with. 

“In order definitely and perma- 
nently to prevent continued imposi- 
tion and any tendency of one manu- 
facturer to take advantage of 
another, prominent competitors in 
the same line should, in our judg- 
ment, individually promptly decide 
with courage of their own convic- 
tions that they will dispense with all 
demonstrator expense and outlay for 
sales subsidy in dealers’ stores.” 

As no manufacturer came to the 
defense of the demonstrator, this 
phase of the discussion ends for the 
time being. The columns are open 
for the defense at any time. 

Among the letters received from 
stores, there is no strong defense of 
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the selling demonstrator on points. 
The following is quoted from a 
buyer of one of the best known 
stores of the country and is the 
strongest defense we received: 

“While we do not attempt to ques- 
tion the advisability of the experi- 
ment, we have always been great 
believers in having selling demon- 
strators on our floor, particularly in 
highly specialized fields such as 
electrical appliances. 

“Most of these demonstrators are 
paid by the manufacturers and are 
thoroughly trained to sell their par- 
ticular product; and inasmuch as 
they concentrate their efforts on a 
particular line, with the training 
that they have, they unquestionably 
sell a good many more of that arti- 
cle than we would sell with our regu- 
lar force.” 

The next strongest defense is 
based on using demonstrators to sell 
the larger appliances only, such as 
cleaners, electrical refrigerators and 
washing machines. 

This letter, we believe, takes up a 
point rather beyond that we had in 
mind. The demonstrators this 
writer refers to are paid on a 
straight commission, basis and ap- 
parently work under a very close 
sales management. Certainly any 
store selling electrical refrigeration 
today requires the services of a well 
trained demonstrator. This line is 
in the class of pioneering. Few 
stores handle many competitive 
lines of this larger merchandise and 
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Ithe Selling Demonstrator 
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Disadvantages 


Customers given biased and 
e distorted information from 
prejudiced demonstrators. 


Less able to give customer 

2. what customer really wants 
than when waited on by 
store-paid clerk. 


Dissatisfaction engendered 

3 e among rank and file by pam- 
pering presence of these spe- 
cialists. 


Sumer 
mn 





Advantages 


l Better informed on the merits 
e of item purchased. 


2 Less apt to have foisted upon 

e them unreliable merchandise, 
excessively profitable to 
dealer. 


If demonstrator’s line is va- 

3. ried, the customer is apt to 
have some advantage in se- 
curing, in time, several items 
of one dependable brand, 
rather than a nondescript, un- 
related assortment obtained 
from various and sundry 
clerks. 


TO THE CUSTOMER————~ cH 
3 


Disadvantages 


l Less able to exercise own 

¢ judgment and choice without 
being exploited by prejudiced 
solicitor. 


Apt not to have chance to 

Z buy the best and most accept- 
able brand through narrow- 
ing influence exerted by dem- 
onstrator. 


Famine 





sales managers can keep in close 
touch with sales efforts. 

In the letter sent out, one ques- 
tion referred to the payment of 
bonus in addition to the salary paid 
by the manufacturer. In the ma- 
jority of cases reported, such pay- 
ment is made. Usually the bonus is 
less than one per cent. In some 
cases it is the same as that paid to 
regular sales people over their sala- 
ries. , 

The buyer for a middle western 
store that has an excellent appliance 
trade reports the present employ- 
ment of one demonstrator paid by 
the manufacturer. The buyer is 
seriously considering eliminating 
this one because he does not believe 
that under the circumstances the 
competitive lines are adequately rep- 
resented. He intimates he would 
continue if he could have demon- 
strators on all lines carried. He 
adds: 

“If a store is large enough to 
carry on several demonstrations at 
the same time on competitive lines, 
then I think they are good.” 

Another buyer writes: “We _ be- 
lieve that the success or failure of 
this type of selling is determined 
entirely by the type of manage- 





ELECTRICAL GOODS will 
welcome further discussion of 
this subject from manufacturer, 
jobber or merchant. 


Electrical Goods Section 





ment in the store.” 

The household buyer for a very 
large store in a hustling middle 
western city writes: 

“There are two things to be taken 
into consideration regarding dem- 
onstrators: 

“If a store is satisfied to get all 
the business they possibly can by 
handling universally one or more 
well known lines of merchandise, 
then the demonstrator method of 
selling this merchandise is _satis- 
factory. 

“If the store wants to build up 
their business on selling the cus- 
tomer merchandise that they want 
sold, regardless of the manufac- 
turer, then the demonstrator method 
is not satisfactory.” 

This buyer has demonstrators on 
two lines and pays a bonus of one- 
half of one per cent. This, he says, 
“is not sufficient to cause them to 
embarass the customer, but is 
enough to encourage them to make 
all of the sales they can.” 

The buyer illustrates what he 
means about the classifications of 
merchandise by pointing out that 
the two lines sold by demonstrators 
include irons and when a customer 
approaches and asks merely for an 
iron, the demonstrator sells the iron 
she represents. When a customer 
asks for a specific iron, they are re- 
quired to sell that brand. 

None of. the correspondents go 
into such incidents as we have wit- 
nessed in stores. We recall a scene 
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after a liberal buying customer had 
departed, when rival demonstrators 
clashed because one of them had 
“stolen the customer.” We thought 
there was to be hairpulling and sev- 
eral customers on the floor were 
either greatly amused or scared. 

We recall a story of a woman who 
bought a very handsome percolator 
set to be called for later. When she 
returned, she fell into the hands of 
a rival demonstrator who pointed out 
the many good points the woman had 
missed by not buying her make. Be- 
fore the incident was closed the cus- 
tomer was in tears, several floor 
men and the head of the department 
were called in to settle the affair, 
and the customer got her money 
back, And many witnesses wondered 
what it was all about. 

In another store a percolator was 
advertised as a leader. One of the 
early customers for that percolator 
was met by a rival line demonstrator. 
This prospective customer learned 
that the advertised article was not 
much good, while a percolator for $1 
more was perfect. The customer 
went higher up to ask why misstate- 
ments were made in advertising. 

Perhaps this is merely a question 
of management or one of over com- 
petition, but it certainly indicates 
that in some instances, the loyalty 
of the demonstrator is given first to: 
her line and second to the store. 

We know of a case where a demon- 
strator is maintained today in a 

(Continued on page 56) 






































ACK in the 
days when 
our grand- 


fathers were 
young, a resident 
of Mobile, Ala.—a 
respected citizen 
and a pillar in the 
church—returned from an eastern 
city with a story that he had seen 
ordinary water converted into ice on 
a hot July day. 

His story, instead of impressing 
his friends, brought into question 
not only his veracity but his per- 
sonal conduct in the sinful city he 
had visited. He was “brought up be- 
fore the church” and things looked 
bad for him, whereupon he agreed 
to pay the expenses of the pastor and 
abide by the report of that worthy 
if he would visit the same city and 
see the making of ice in the summer. 

The plan was agreed to and the 
pastor was sent off with some ‘mis- 














First 


givings, while Mobilians withheld, 
as far as possible, judgment on their 
brother. 

Finally, the good pastor returned 
with a story that corroborated that 
told by the member of his flock; 
whereupon a goodly number of his 
congregation decided that he, too, 
had fallen for the lure of the city 
and demanded a new pastor. 

What the outcome of the matter 
might have been is still a mooted 
question, for before the matter was 


settled there ap- 
=e a 





peared in Mobile 
a promotor with 
plans for building 
a plant for the 
making of ice in 
Mobile, and before 
long it was in oper- 
ation. 

The publicity and excitement that 
had preceded the coming of the first 
ice plant immediately created a uni- 
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versal demand for 
its product, and it 
was soon found in 
almost every home 
in the city. 

In the meantime 
the H. M. Price 
Hardware Com- 
pany, as alert then as they are now 
after 86 years in business, had 
sensed the demand for an ice con- 
tainer that would retard its melting, 
and there appeared in the store’s 
stock a crude affair that was the 
forerunner of the present-day re- 
frigerator. As fast as new and im- 
proved models came on the market 
they were added to the stock, and 
now there are few stores on the 
gulf coast that sell more refrigera- 
tors than does the Price store. 

Several years ago, however, there 
was seen in the offing something 
that promised to affect their refrig- 
erator business vitally. It was the 











Radio and refrigeration, both interest getters, are grouped in the Price Store. 
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[hen a Sale 


coming of the electrical refrigerator. 
They decided to watch its develop- 
ment and to add it to their stock as 
soon as it should be perfeeted to a 
sufficient degree to justify them in 
offering it to their customers with 
their usual guarantee of satisfactory 
service. 

It was not until the latter part 
of 1925 that they began to sell elec- 
tric refrigerators, and then it was 
realized that quite a bit of mission- 
ary work would have to be done be- 
fore a very large 
profit could be ex- 
> 4 pected. An expert 





was put in charge 
of their sale, for 
investigation  ex- 
tending over sev- 
> eral years had con- 

vinced them that 

the handling of these refrigerators 
was work for specialists—as they 
had previously found radio to be— 














and that it could 
not be _ handled 
profitably ‘ without 
at least one man 
who was _ thor- 
oughly versed in 


Ly 
\ 
y: the selling, install- 


P) 
ing and servicing 


of these machines. 

Sales came slowly at first, as was 
expected, but each sale built pres- 
tige and paved the way for future 
sales. Every customer was satisfied 
at any cost, and today their best 
selling aid is found in the customers 
who have been using machines 
bought from them with full satis- 
faction. 

Having laid the groundwork care- 
fully, they are now realizing some of 
the possibilities that lie in this ma- 
chine. Before the end of February 
their sales had gone as high as four 
complete installations in a single 
week, and with only two men at 
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work. As the weather grew warmer 
and the selling force was increased, 
sales grew rapidly with the promise 
that this machine will be their very 
best money-maker during the com- 
ing summer. 

“Everyone wants an electric re- 
frigerator nowadays and a large 
portion of the families of every town 
and city are going to buy them 
within the next few years,” said S. 
N. Roche, president of the H. M. 
Price Hardware Co. ‘And the hard- 
ware dealers might 
as well sell them 
as anybody else. 
The hardware peo- 
ple who go about 
it right are going 
to find it one of 
their biggest and 
best-paying lines. 

“The machine is not an expense 
but an economy for many people. 

(Continued on page 60) 














Hot and cold cookery presented together in window display 
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Description of Christmas Lighting a Home 


UTDOOR Christmas _light- 
QO ing is meeting with great 

favor in many sections of 
the country, and where the public 
follows the lead of the merchant 
who introduces it, there results a 
considerable volume of sales in the 
required materials. 

On this page is printed a descrip- 
tion of the lighting of the home 
shown in the photograph. Attention 
is called to the fact that so much 
lighting was used for this home that 
the current requirements were very 
heavy. A temporary transformer 
was installed on a nearby pole and a 
special wire run to supply this cur- 


rent. Overloading the wires must 
be guarded against in elaborate 
programs. 


The home shown on this page was 
lighted by the Edison Lighting In- 
stitute of Harrison, N. J., and the 
following description of the work is 
supplied : 


Window Wreaths 


The thirteen front windows of the 
house were equipped with a ground 
pine wreath, each with a small elec- 
tric candle in the center. These were 
equipped with 15-watt, 10-volt, S-10 
flame tint candelabra lamps and 
were connected to the nearest con- 
venience outlet in each room. The 
candle was fastened to the bottom 
of the wreath, and was just long 
enough so that the lamp was in the 
center. Each wreath was decorated 
with a bow of red ribbon. 

The front door was _ similarly 
equipped with a wreath, but of a 
larger size. 


Colored Floodlighting in Shubbery 


In the garden along the front of 
the house were concealed floodlights, 
which lighted in color the shrubs 
in front of the house. These were 
deep bowl porcelain enamel reflec- 
tors, with a weatherproof cover 


glass over the mouth. The lamps 
were 150 watt spray colored red, 
green and amber. These lamps, 
about seven or eight on each side 
of the front door, were concealed at 
the base of the shrubbery so as to 
light both the shrubs and the front 
of the house. 


Window Box Light—second floor 


In the window box on the second 
floor center were concealed four 
small reflectors similar to the Ivan- 
hoe No. 634 deep bowl. These small 





The new type of decorative lamp 
which is expected to give new 


sales impetus to the outdoor 
decorative lighting for Christ- 
mas and other festive occasions. 


units were just large enough for a 
40-watt A bulb lamp. These lamps, 
in red and green spray color, were 
placed so as to illuminate Christmas 
greens which were placed in the 
window box. 


Miscellaneous Small Lamps on 
Exterior 


On the trellis on each side of the 
front door were placed ground pine 
ropes, which are a continuous run 
of Christmas greens. These were 
intertwined with three or four 
strings of Christmas tree lamps, 
eight in a series in five colors. These 
ground pine greens were placed over 
the top of the doorway, and three 
strings were placed in this section. 
At each side of the doorstep were 
placed two small Christmas trees, 
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each with a string of colored Christ- 
mas tree lamps on them. 

The growing spruce tree on the 
lawn was lighted by means of three 
strings of series Christmas tree 
lights. The front walk was lined on 
each side by ground pine ropes about 
six inches from each side of the 
walk. In this ground pine were 
concealed colored lamps, which were 
25 and 40 watt S bulb sprayed col- 
ored in red, green, blue and amber. 
These were concealed in the greens 
and were placed about every eighteen 
inches or two feet from the curb- 
stone to the doorstep. 


Interior Lighting Effects 


The small house model, represent- 
ing the house in question, was illumi- 
nated by means of medical lamps, 
and was used as a dining table 
decoration. Two small Christmas 
trees about six inches high were 
decorated with colored medical 
lamps, and were used on the mantle- 
piece in the living room, being 
lighted by means of a toy trans- 
former, as was the house model in 
the dining room. Amber colored 
lamps were used on the front porch. 

This extra load necessitated the 
installation of a temporary trans- 
former on a nearby pole, with a spe- 
cial line run to the house to take 
care of this added load. 

Making of the wreathes for the 
windows was quite a task. This is 
simplified this year by ready-made 
wreathes supplied with lamp and 
connecting wires. Also by the de- 
velopment of a special Mazda lamp 
of 10 watt size and 110-120 volt 
capacity. 

These lamps are sold with special 
wires, but do not operate in series 
but on straight current wiring. Such 
lamps are of the size of the auto- 
mobile lamps adapted for 110 volt 
use, and a %4 size socket is made for 
them. Some sets have flashers in- 
cluded. 

















_ Lighting Fixtures as a part of the 
Home Furnishings 


Change from the Idea That They Are a Part of the House Brings Style and 


Coordination into Sales Plan and Increases Possibilities 


HE woman had just completed 
the purchase of a rug. She 
had told the salesman that it 
must match the new living room 
furniture she was buying. The 
matching was an important part of 
the purchase and the salesman in- 
quired closely about the furniture 
and called to her attention that a rug 
which seemed to suit as to color, car- 
ried a very ornate figure and would 
not go well with the early American 
lines of the furniture. He had given 
material aid in making the best selec- 
tion. 

Finally the purchase was com- 
pleted. The woman apparently 
thought she was through with the 
task of refurnishing her living room, 
when the salesman asked: 

“How about the lighting fixtures? 
Have you bought them?” 

“But they are a part of the house,” 
said the woman. 

“But are they good?- Do they 
correspond with these new furnish- 
ings? Are you going to put in all 
of this time matching a rug to your 
furniture and then let the grotesque 
fixtures some landlord selected be- 
cause of price, upset your whole 
plan?” inquired the salesman. ; 

“T am a tenant and I cannot afford 
to buy fixtures to leave in the house. 
If the landlord found I was making 
permanent improvements, he might 
raise the rent.” 

“Why should they be a part of the 
house?” inquired the salesman. “You 
can move them easily. A customer 
cf mine outfitted his home a year ago 
and last week he moved. The chauf- 
feur of the moving truck took down 
the fixtures for him. When they 
reached the new apartment, the en- 
gineer of the house installed them. 
It took this man just twenty minutes 
to take down the landlord’s fixtures 
and put up those my friend had 
moved from the other apartment.” 

The woman was amazed at this 
view of fixtures. She went to the 
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lighting fixture department and pur- 
chased fixtures in keeping with her 
new furnishings. Later she returned 
to thank the salesman for his sug- 
gestion. 

The man of all work in the apart- 
ment house hung them for her. 

This story illustrates the new idea 
of merchandising lighting fixtures. 
Fixtures and lamps, like other elec- 
trical merchandise, are being robbed 
of their mystery. Today, as this 
woman learned, taking down of one 
fixture and installing another is con- 
sidered a twenty minute job by a 
man who is handy with tools. The 
idea that the chauffeur of a moving 





“The Dinette” one of the newer 

type fixtures designed to match 

the breakfast sets, which makes 
it a part of the furniture. 


van can do the work at either end of 
the trip is one that can easily be put 
over. 

In the past, new building has sup- 
plied the bulk of the fixture business, 
but there are many merchants and 
manufacturers who realize that with 
in excess of 16,000,000 homes already 
fixtured, that replacement sales 
should become a considerable factor. 

Also they realize that the tawdry, 
glittering fixtures installed by the 
builder on a price basis are an eye- 
sore to the people who buy or rent 
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these homes after a few months ex- 
posure to the dust and light has 
tarnished these cheap makeshifts. 

Manufacturers, too, are realizing 
that the elimination of ceiling fix- 
tures in many homes are their fault 
—because they have been blindly fol- 
lowing precedent and manufacturing 
the low hanging fixture of years ago, 
when the fixture had to be within 
reach of the floor to turn on a lamp. 

This low hanging fixture divides 
the room into parts and makes it 
small; where the newer fixture, one 
that hangs close to the ceiling and is 
almost unseen by the casual caller, 
lights the whole room without in- 
truding in the view and makes the 
room look larger. 

This new type of fixture is made 
to coordinate with furniture, as are 
the new dining room fixtures. The 
novelties in this line are those which 
match so well the brightly colored 
breakfast sets. 

Manufacturers, too, are beginning 
to realize that they make and market 
too many designs; that dealers can- 
not show such a multitude of design 
and that in many cases the number 
of fixtures in a show room serve 
rather to confuse than to help the 
customer. 

There was a time when house wir- 
ing and fixture sales were a common 
business. Recently a fixture manu- 
facturer said that “90 per cent of the 
fixture dealers are not doing house 
wiring.” This, in itself, indicates the 
change in the trade. 

The best place to show fixtures is 
where the people who are likely to 
buy will see them, and_ store 
traffic makes housewares stores that 
place. Good fixtures, shown often 
enough to people, will win their ap- 
preciation but they must be seen of- 
ten. That is why hardware and de- 
partment stores—with a _ constant 
traffic of people interested in house- 
wares—are gaining rapidly in the 
fixture trade. 
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A Skillful Merchandiser’s Ads Are 
Well Worth Your Study 


His store may be larger than yours but his customers buy washing machines 
and other electrical appliances the same way yours do and for 
the same reason—to fill a specific need 


Argument 
66 OVEMBER is just like any 
| \ other month, ain’t it? If we 
do not advertise in May or September why 
advertise in November?” 

It was the genial but illogical senior partner of the 
firm of Wear & Tare, Inc. having his semi-annual argu- 
ment with the junior partner, R. A. Tare, affectionately 
togged “Rare and Tear” by the members of the Better 
Business Bureau of the smart little city served by the 
firm. As might be expected there is more than the 
convenient initials to justify the not very decorative but 
highly descriptive nickname. 

Mr. Tare was and is the world’s champion booster and 
enthusiast for local betterment, always ready to give 
generously of time, money and personal cooperation to 
any project that promised to help the growth and 
progress of the town. 


By Guy Hubbart 


advertising, every store, ours included, 
would have better business. All we do 
is put in a little six inch notice read- 
ing ‘Wear and Tare, Inc. General Merchandise, Elee- 
trical Goods, Everything for the Home.’ What we need 
is a merchandise ad every day or two, like this.” 

And then Mr. Tare spread before Mr. Wear a six 
column advertisement from the big city eighty miles 
away. 

“You see what this store does as November opens up! 
It tells its customers what it has to sell, shows pictures 
of the goods, describes the items and their uses—” 

“Yes I see all that but that’s a bigger store than 
ours and in a city six times the size of this one. And 
that much space costs a lot of—” 

“And brings in a lot of business too,” came back Mr. 
Tare. “Our business is good as a whole but it could 
be better and I want to use some space like this. Why 
our chief competitor, even in this little city as you call 





“If all the stores in this town had more and better 





Home Needs Surrender to Low Prices 


i= 










































































Rorabaugh- 
Brown’s, Okla- 
homa City. At left 
Six columns by 19 
inches featuring 
a list of hardware 
items and house- 
ware including 
electric refrigera- 
tors at regular 
prices. Half this 
space and half the 
items will in- 
crease volume in 
any city of 12,000 
or over where 
there is current. 


Blumstein, New 
York City. At 
right. Four col- 
umns featuring 
home needs. Lamp 
stands at $2.98, 
$3.98, $4.98 and 
$5.98 are adver- 
tised with Bridge 
Lamps at $15.75 
and Floor Lamps 
at $18.75, five 
price ranges that 
draw volume. 
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it, has advertising almost as good as this. And why 
shouldn’t we? As it is our space is almost this size 
and by merchandising it carefully we can increase sales 
enough to more than offset the extra cost.” 

“But,” and here Mr. Wear flashed the argument with 
which he usually won the November advertising argu- 
ment, “if we run an add like this every store in town 
will know what items we are featuring and beat us 
to it just as the normal November increase opens up 


sales records day by day, year in and year out, keeping 
a careful check on how total volume last year and the 
year before compares with this year. And the same 
on major departments, and on individual items of stock. 

This is the only way a store can get a line on the 
buying habits of the community it serves. And no 
type of store is in greater need of a check on buying 
habits than the store carrying electrical, hardware and 
general household lines, particularly the electrical lines. 

Wear & Tare, Inc. started this 
kind of check-up last November in 











and, anyway, neither of us is an 
KOCH? SG 


ad-man, we can’t get up an ad like 
this because we don’t know what to gtd: 
put in it. That’s why I’ve always 
been for our general announce- 
ments. They tell our story and they 
are safe. Everyone knows we carry 
everything for the home.” 
Analysis 

Finally the partners decided to 
study four advertisements, com- 
paring goods in their own stock 


with what the big-city stores fea- 
Here are three 
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The Season's Greatest Sale of fact 


cay ee In three years, if they keep at it, 
zie no store in their class in their own 
city will be able to compete with 
them unless all have been carrying 
on the same kind of study both as 
to daily sales volume and in rela- 
tion to what to advertise month by 
month. 
These gentlemen, so much like 
the owners of similar stores in 
towns of 25 to 40 thousand, have 
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: ie , em rn | i Yo merchandise is comparatively new 

THAT their stock had in it at Enamelware {|e 29 aur Minraniy | san te to the majority of people or to put 

* least half the departments ; 98¢ «a. | ~, et it another way, people are as yet 
represented in the big city ads; eee she ie rege Tie unfamiliar with the special advan- 

THAT 22 out of 36 advertised —{  oceirme | 250° sa aE “5°. tages of appliances. 

e items were priced at ranges | act - per ws Lo\} eo ees i Advertising should be used for 
common in their store and other (2 7" iw) 00 | $2) 394 | the purpose of constantly remind- 
stores in their own town; and j{ ' visa | iti Atastive egies ing the public that there is an elec- 

THAT the distinctly electrical | ster Latte WER trical appliance ready to serve 

¢ items in the big city adver- |. oat i nas Ee practically every household task 
tisements coincided almost exactly LER. | ieee easily, cheaply and safely. 

in kind and price with those in their gory og = Wear & Tare, the partners are 

own stock. ee At 50% Reductions now studying the advertising of 

Conclusions 2 eee : stores that sell as much electrical 

If Wear & Tare had been study- {Very ea Sale of Extra Heavy Grade i goods in a week as they sell in a 
ing the advertising of representa- ore Ft. Pie Axminster Rugs | ' year merely because the larger 


tive stores for say a year, instead 
of one day, none of these points 
would have startled them. They 
would have discovered that, as a 
rule, on certain days of the week 
and in certain seasons of the year 
the group of items featured by one 
hundred progressive stores in cities 
of various sizes are astonishingly 
alike, and that by using a little 
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Velvet Carpets 
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Koch and Co., New York City. Four 
column space featuring seasonal 
home and household articles. Floor 
lamps at $21.75 and Bridge Lamps at 
$2.45 represent the electrical goods 
department. Both big-volume values 
in any city where there is electricity. 


stores have more people within 
reach. No other reason. 

They study in the advertisements 
shown here particularly the points 
referred to in the caption. And 
what they learn from these ads and 
similar ones are valuable to stores 
in cities like Cincinnati, Los An- 
geles, Dubuqué, Iowa, Springfield, 
Ill. and in between cities and your 
city, no matter where it is or how 








judgment and imagination, they 
could safely follow these stores’ 
leads in picking out what to feature in the dear old 
home city. 
Reasons 

While different stores in different cities may vary 
in size, character of trade, methods of buying and value- 
giving policies, they cannot vary in one respect: they 
must carry and advertise what people want, need and 
buy and at prices that attract the largest percentage of 
purchasers every day. 

And there is only one way to find out what people 
want, when, and what they will pay for it: study daily 
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many homes are in it. The store of 
Wear & Tare, Inc. is real, only the name is fictitious. 

This store is less than eighty miles from two of the 
stores whose advertising is reproduced here as examples 
of how to give November volume a boost. 

Every day these two partners open New York papers 
and study what the big stores feature because they 
know that these stores and others like them know when 
demand is high on specific items and when to advertise 
their ability to supply what the public wants. 

These men check sales every day so that next year 
they can turn to daily records of last year and feature 
items that sold well then. 














ge 2 ssl 3s RI AC Sn 





Radio Approaching a 
Dealer’s Ideal 


Better understanding among manufacturers, greater 
degree of stabilization. of product and 
pooling of patents all help 


By Arthur Sinsheimer, Radio Editor 


HIS is going to be a corking 

good year in the radio indus- 
try; make no mistake about it. 

I’ve watched the enthusiasm of the 
buying public during the Philadel- 
phia and New York radio shows and 
talked to hundreds of those radio 
prospects who, in every instance, 
were very much interested in the 
new apparatus on display and had 
made notes on the various items 
which they were going to buy im- 
mediately from their nearest dealer. 

And here’s one of the reasons why 
the new merchandise looks so good 
to everybody. Last year radio ap- 
paratus had been standardized and 
simplified to a marked degree, so 
that newer refinements have made 
possible a further simplification in 
sturdy construction and manipula- 
tion of standard circuits. 

This, together with a marked co- 
operation between manufacturers 
and the availability of patents 
through royalty interests have 
greatly aided in further standardiza- 
tion which engineers assure us 
makes all of this year’s merchandise 
attain the peak of technical perfec- 
tion. 

The outstanding developments of 
the new styles in this year’s radio 
receivers are great refinements in 
electrically operated sets, compact- 
ness of design, more widely adopted 
use of single tuning control, good 
shielding and splendid cabineting. 

Electrical operation of radio sets 
has now begun in earnest. About 
25 per cent of the new receivers 
at the Radio World’s Fair were de- 
signed to operate directly on light 
socket power and still more have 
made their appearance since the 
show. 

On the face of it, most of these 
electric sets look pretty good, but I 
can’t help advising that you use the 
utmost care in selecting your stock 
of these alternating current re- 


ceivers. Study the system employed 
and the construction of the unit— 
and as a final test look to the in- 
tegrity of the manufacturer who is 
building the set. 

The majority of receivers in use 
today are of the battery-operated 
type and inasmuch as great public 
interest is manifested in house cur- 
rent power supply sets, you can 
readily see why these battery-set 
owners, who have invested consid- 
erable money in their outfits, are 
studying the current supply devices 
such as “A,” “B” and “C” battery 
eliminators and combinations of 
eliminators and power amplifiers. 

With socket power in increasing 
demand, the market for these elim- 
inators to convert battery-operated 
sets now in use to light-socket sets 
will be very large and you must be 
ready for this demand of your cus- 
tomers. 

All accessories, such as loud speak- 
ers, tubes, eliminators, yes, and even 
batteries, have been given a lot of 
engineering thought this year and 
a careful study of each of these items 
will bring to light improvements that 
can’t help but glorify the sets they 
are connected with. ; 

As a matter of fact, I believe that 
the manufacturers have worked 
hard and succeeded in giving to 
your radio customers a_ better 
money’s worth on every purchase 
and it would help the industry a lot 
if you could get this unbiased view- 
point and make it clear to your pros- 
pects and customers because it’s 
true. 

Loud speakers have, for the most 
part, progressed to a point of tonal 
achievement that only a short while 
ago was thought impossible. Re- 
production through some of these 
better speakers, when connected with 
the average good set, is positively 
astounding and simply proves the 
careful engineering that has been 
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The Man Who Knows 











brought to bear in order to produce 
such perfection. 

And incidentally, some of the new 
models use the horn type of previous 
days built on the corneted tube or 
long air column principle. Especial- 
ly are these to be seen in cabinet 
models, while cone speakers of the 
drum, baffleboard and moving coil 
types in novel design are still popular 
leaders, 

As to tubes, books could be writ- 
ten on the subject because there are 
so many new ones on the market 
today, but probably the most impor- 
tant thing to suggest is that you 
clearly separate in your mind the 
three divisions of tubes your cus- 
tomers will be interested in this 
season. 

First are the regular sets of six 
volt storage and dry cell tubes such 
as the 200 or 300 A, 201 or 301 A, 
the 199’s and the last step power 
tubes. 

Then come this year’s new A. C. 
tubes that work directly off the al- 
ternating current as a substitute for 
the storage “A” battery. 

Finally A. C. rectifying tubes that 
furnish the necessary “B” and “C” 
voltages through either in-built re- 
sistances and condenser blocks as a 
component part of the A. C. receiving 
set, or through various types of sep- 
arate unit “A” and “B” eliminator 
devices. 

But don’t let these little tech- 
nicalities stand in your way. Keep 
right on plugging and any time you 
get stuck drop us a line and we'll 
tell you “the when,” “the how” and 
“the why” of anything you want to 
know about. Sounds like a big or- 
der, doesn’t it? But we’ve been giv- 

(Continued on page 56) 




















$15 For the Best Title for this Picture $15 
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N. Lazarnick Photo 


1—Contest closes November 23. 5—The winner will be announced in the second issue of 
2—Contestants must be connected with retail sales of the ELECTRICAL Goons following this issue. 
appliances, or radio. 6—The Staff of ELECTRICAL Goons SECTION will be judges. 


3—Print your name plainly, address, store you are cen- 
nected with and position occupied. 
4—In case of tie each contestant will receive $15. 


SPECIAL—Please do not tear the page from this maga- 
zine. 


Address—Title Contest, ELECTRICAL Goops SECTION, 239 West Thirty-ninth Street, New York City. 
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Unit No. 04 
Contains 6 No. 2604 Eveready Flash- 
lights, cases only, including lamps but 
not unit cells. 
List value - - - - - - - $4.20 
Dealer’s net price - - - - - $2.94 






Complete with 
S\N Ratieries 9 





This is the new No. 04 Display Unit 
(It contains the Eveready Dollar Flashlight No. 2604) 


No. 04 Display Unit is an attractive counter demand is concentrated in three types of lights, No. 
display containing six No. 2604 Eveready 2-cell 2671, No. 2616 and No. 2604. The first two num- 
I'lashlights (black), priced to retail at $1.00 each, bers are contained in Units 71 and 16. The last 
complete with batteries. is contained in the new No. 04. (Note that No. 04 

Stock and display the Eveready Dollar Flash- replaces the old unit No. 18.) Order from your 
light in the new counter display. Jt represents the jobber today! 


lowest stock investment consistent with good mer- ~ arIQNAL CARBON COMPANY, Inc. 
chandising practice! Your stocking problem is 


. . . . New York Chicago San Francisco 

simplified because this unit decreases the amount 4 

of money you have to tie up in stock. Atlanta Kansas City 
Remember that 90 per cent of the popular Unit of Union Carbide and Carbon Corporation 





EVEREADY 


FLASHLIGHTS 
& BATTERIES 





-they sell faster 
Unit No. 16 Unit No. 71 
Contains 6 No. 2616 Eveready Flash- Contains 6 No. 2671 Eveready Flash- 
lights, cases only, including lamps but lights, cases only, including lamps but 
not unit cells “a not unit cells 
List value - $7.20 List value - - - - = - =« $7.20 * 
Dealer’s net price -- $4.68 Dealer’s net price - - - - - $4.68 
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Radio is better with Battery Power 


NOT because they are new 
in themselves, but because 
they make possible modern 
perfection of radio recep- 
tion, batteries are the mod- 
ern source of radio power. 


Today’s radio sets were 
produced not merely to 
make something new, but to 
give new enjoyment. That 
they will do. New pleasures 
await your customers; more 
especially if they use Battery 
Power. Never were receiv- 
ers so sensitive, loud-speak- 
ers so faithful; never has 
the need been so impera- 
tive for pure DC, Direct 
Current, that batteries pro- 
vide. Owners of sets must 


operate them with current 
that is smooth, uniform, 
steady. Only such current is 
noiseless, free from disturb- 
ing sounds and false tonal ef- 
fects. And only from batter- 
ies can such current be had. 


So batteries are needful 
if your customers would 
bring to their homes the 
best that radio has to offer. 
Sell the Eveready Layer- 
bilt “B” Battery No. 486, 
modern in construction, 
developed exclusively by 
Eveready to bring new life 
and vigor to an old principle 
—actually the best and 
longest-lasting Eveready 
Battery ever built, It gives 











Here is the 
Layerbile “B” 
No. 486, Eveready’s long- 
est-lasting provider of 
Battery Power. 


Eveready 
Battery 


Battery Power for such a 
long time that your custom- 
ers will find the cost and 
effort of infrequent replace- 
ment small indeed beside 
the modern perfection of 
reception that Battery 
Power makes possible. 
Order from your jobber. 
NATIONAL CARBON CO., INC. 
New York ucc San Francisco 


Atlanta Chicago Kansas City 


Unit of Union Carbide and Carbon Corporation 





Tuesday night is Eveready Hour Night 
—9 P, M., Eastern Standard Time 


WEAF—New York WOC—Davenport 
WJAR—Providence CoO) Minneapolis 
WEEI-Boston WCCO) Se. Paul 
WFI-—Philadel phia KSD-St. Louis 
WGR-Buffalo W DAF—Kansas City 
WCAE-—Pittsburgh WRC-—P ashington 
WSAI-Cincinnati WGY-Schenectady 
WTAM—Cleveland * WHAS—Louisville 
WWJ-Detroit WSB—Atlanta 
WGN-Chicago WSM—Nashville 
WMC—Memphis 


Pacific Coast Stations— 
9 P. M., Pacific Standard Time 


KPO—-KGO-—San Francisco KFI-Los Angeles 
KFOA—KOMO-Seattle KGW-—Portland 


EVEREADY 


Radio Batteries 
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Dreams of a Dealer- 


Dad 


By Hope Connor 












When twilight comes  a-creepin’ 
down, 

My Ruthie runs t’ me, 

An’ softly says, “Oh Daddy dear, 

Please take me on your knee!” 

Then up she climbs, an’ ’round my 


neck 
Her tiny arms are thrown; 
Warm kisses, on my lips, she lays, 
An’ whispers, “Dad, my own—— 
Oh Daddy mine—I love you!” 








This winsome mite o’ mine, loves me, 

But for myself, alone: 

She cares not, if I’m rich or poor 

She cares not what I own—— 

For Love is Kink!—Then worries 
fade, 

An’ livin’ gains a charm—— 

When Ruthie tells me, while she lays 

Her head upon my arm—— 

“Oh, Daddy mine—I love you!” 

















No business worries ever come, 
T’ spoil my darlin’s glee 
An’ yet, she’s boss o’ my domain, 
An’ rules my store, an’ me: 

For if sometimes, I feel inclined, 
T’ waste a precious day 
Or do a “shady trick,”—I seem 
Again t’ hear her say 
“Oh Daddy mine—I love you!” 











An’ when I’m sellin’ fans an’ grills, 

An’ lamps an’ radio 

T’ folks that want advice, an’ 
b’lieve 

What 7 say must be so—— 

I’m mighty careful, what I tell 

For I would earn th’) right—— 

T’ list with conscience clear an’ clean, 

When Ruthie says, each night—— 

“Oh, Daddy mine—I love you!” 












1S THE 
BEST 
POLICY 


HONESTY 





An’ that’s enough, t’ make me try—— 

T’ treat th’ whole world fair-—— 

As I know how t’ do;—an’ play 

My part in life’s game, square: 

For if my Ruthie ever learned—— 

As she would do, some day, 

That her beloved Dad would 
“cheat,” 

Think you, I’d hear her say—— 

“Oh, Daddy mine—I love you!” 








She trusts me now, this winsome elf, 

So I must justify 

Her faith—by livin’ right, until 

My time is come t’ die: 

For when that babe’s a woman, 
grown, 

An’ I am old an’ gray 

I want her then—th’ same as now—— 

T’ kiss my lips an’ say 

“Oh, Daddy mine I love you!” 
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Sell two cleaners 
instead ot ove 



























The Floor Polisher Ac- 
cessory retails at $10.00 


The Hair Dryer Ae- 


| cessory retails at $8.00 


ERE’S an idea that will help 

you to make a double profit. 
Tell your customers the conven- 
ience of an extra Premier Duplex 
—one for upstairs and one for 
down—no need to go and fetch it 
when there’s cleaning to be done. 
Saves steps. Result: more clean- 
ing because a machine always is 
at hand. Maids and matrons will 
use it oftener when it’s at their 
elbow! 


The telephone company cashes in on 
the sale of extension phones. If the 
makers of automobiles can sell an extra 
car how much easier for you to sell two 
Premier Duplex! All you need do is 
propose the plan and make its merits 
known to your customers. 


And there is further profit for you in 
Premier Duplex Accessories. The 
Floor Polisher Accessory and the Hair 
Dryer Accessory—two new and much 
needed features—are added arguments. 
They help you to resell old customers 
—and the Premier Duplex Repeat 
Sale plan makes almost every woman 
who owns one a prospect for another. 


Premis 


ELECTRIC VACUUM CLEANER CO., 
Inc. 


Cleveland Ohio 


Manufactured and distributed in 
Canada by the Premier Vacuum 
Cleaner Co., Ltd., General Offices, 
Toronto. 
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Merchandising Displays Designed for Definite Purpose 


LSPriLicaAy 

above is a 
Christmas win- 
dow for the 
Daniels & Fisher 
Stores Co. of 
Denver, and was 
awarded the 
Hoover prize. The 
dignity of the ap- 
peal is obvious. 


THE MAY CO 


(Premier 


‘Duplex 








HE lower dis- 

play by The 
May Co. of Cleve- 
land, presented 
the Premier Du- 
plex at an indus- 
trial exhibition. 
It attracted much 
attention 
and scored an 
average of a sale 

a day. 

















EE 








2 ae aa ee 


AUTOMATIC ELECTRIC WASHER COMPANY 





Women Are Saving One-Third 


It’s becoming a national habit—saving one-third on fine electric washing machines. 


Automatic started it—and the women are keeping it up—and it has been responsible for 
More than a year ago Automatic foresaw that people were becoming a little more careful— 
moving Automatic from seventh place in sales up to third place—all in 6 months. 


a little more Scotch—in their purchases. They were demanding better value for less money. Conse- 
quently we brought out, a year ago, this Model 20—an electric washer that combines every known feature 
of convenience and efficiency with a price that enables it to be sold at retail for about two-thirds as much 
as women expect to pay for a fine electric washer. 


All This—and More 


6-sheet capacity Copper Tub, self-draining. 
Westinghouse Motor. Standard Steel and Alumi- 
num Wringer, locking in all positions, with best 
Rolls. Patented Aluminum Hydro Disc. Silent Top 
Drive, starts and stops automatically by closing and 
raising lid. Aluminum Drain Boards. Duco Grey 
Finish. 


And Now= 
A 10 Year Bond 




















Within ten years from date of sale, 
upon demand and delivery F. O. B. its fac- 
tory, the Automatic Electric Washer Com- 
pany, Inc., agree to thoroughly REBUILD 
(replace all worn parts, refinish and place 
in condition, substantially as good as new, 
for all practical purposes) and deliver to 
the owner, F. O. B. Newton, Iowa, any 
Model 20 Automatic Electric Washer, upon 
payment of the sum of $25. 


The distributor selling the Automatic Model 
20 now possesses the three most powerful selling 
advantages ever afforded with any Electric Washer. 


Write for full information and 
low prices on the new Model 20 


Automatic 
Electric Washer Co. 


2002 W. Third St. Newton, Iowa 
Offices at New York, Philadelphia, Portland, Dallas 
EXPORT ADDRESS: 


327 S. La Salle St. Chicago, IIl. 
CABLE ADDRESS “AEWCO” 











Color in the Kitchen 


E thought for a time that the color in the 
Wren movement was going to leave the elec- 

tric appliance line untouched, but to our great 
joy it has come. Several lines of table and kitchen 
appliances and irons are on the market with several 
colors offered in handles. We expect that soon the 
washing and ironing machines will soon appear in gay 
enamels instead of white, blue and battleship gray. Thus 
the metal ware line of appliances join the china line 
already on the display tables. This of course increases 
merchandising responsibilities but it also increases 
opportunities. 





Have you stocked the percolators with the bright 
colored handles? 





What Is a Demonstration? 


ANY small merchants and some large ones ap- 
Moe: to be a bit awed by the word demonstra- 

tion. Recently we asked a merchant why he did 
not do more demonstrating. He had several excuses 
—the factories did not send the people; too much trouble 
to arrange for them and so on. We went back to the elec- 
trical goods department and a saleswoman was showing 
a customer how quickly a cold water percolator would 
start operations. Some hydrant water and a connection 
with a live socket was the equipment. The customer 
bought. We argued vainly with the merchant that this 
was a demonstration. 





The bright colored cords have a distinct place in 
the color in the home movement. 





Red Seal Program 


ARKED progress in the promotion of the Red 
M Seal Home movement was reported at the 

recent conference sponsored by the Society 
for Electrical Development. This movement is well 
planted in many cities and is doing a great good in 
raising the appreciation of what a wired home should 
be. The Red Seal Home promotors are active in develop- 
ing “Electrical Home Exhibits” and these are direct 
aids to all merchants selling electrical goods. We 
suggest that if there is a Red Seal Home movement 
in your town, you get next to it. If there is not, why 
not ask your electrical friends about starting one? 





There is a special ceiling lighting fixture now 
made that tunes in with the bright colored break- 


fast set. 





A Clock Campaign 


OW comes the clock manufacturers and they 
announce a campaign to make the people of the 
country realize that “Time is opportunity— 


Keep a clock in sight.” This selling campaign is for 
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the benefit of all merchants who sell clocks. We would 
like to inject this thought. There is a new develop- 
ment in clocks—the electrically controlled clock. Its 
makers feel that it is perfected to the point where it 
is ready for the average home. It combines all the 
qualities a clock should have—accuracy, little trouble 
and good appearance. Are you interested? 





Flame tint incandescent lamps have a place in 
“color home” exhibits but be sure you do not cheat 
your customers by selling them imported carbon 
lamps for color effects. 





Important House Furnishings 


OME WAY, lighting fixtures as house furnishings 
have been neglected. Some merchants and many 


people have regarded them as part of the building 
when they should have been regarded as a part of the 
furnishings—movables as Dickens says. The merchant 
who realizes that fixtures are just as much a part of the 
home display as the easy chair, bridge lamp, piano, talk- 
ing machine or radio and as easily moved, is the mer- 
chant who is going to get a large share of the great 
fixture replacement sales volume that is waiting in every 


community. 





Dress up your fixture department to join the 
color parade—there is some excellent new colored 


glassware. 





Keep the Fans Sold 


HE fan season is over, but we think it would be 
a good idea to give your fan customers some off 


season fan suggestions. Tell them that in win- 
ter fans are a big help in drying the wash on rainy 
days; that they will clear the kitchen of smoke, and 
cooking odors; that they will increase heat radiation 
from sluggish radiators; in a cold air pipe, they will 
help hot air furnace heat radiation, and that in front of 
a window they will keep the frost from forming. Such 
an advertisement may not sell any fans, but it will in- 
crease customer good will. 





If you display the china line of percolators, try 
an incandescent lamp inside a percolator to draw 
the color seekers. 





An Important Question 


HO is going to sell the motors the farmers are 

W demanding? The question is an open one in 

many communities. Some hardware merchants 

have answered emphatically that they are going to sup- 

ply this need. Small motor manufacturers are offering 

“motor contracts” to dealers and supplying sales helps 

and information. Also they are making back-geared, 

fractional horsepower motors with selective speeds that 

are wonderfully handy on the farm. There is an increas- 
ing profit waiting for some one in this merchandise. 
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Electrical Exposition Boosts 


Immediate sales of small appliances show greatest increase for week but many pros- 
pects were listed for larger items. 


store, especially in the house- 
wares department, resulted from 
the Second Annual “Shillito’s Elec- 
tric Exhibit Week,” in Cincinnati. 

The Shillito store gave such an 
exhibition last year and found a 
satisfactory response. This year the 
period selected for the second exposi- 
tion was Sept. 12 to 17, a period 
when many people are shopping for 
housewares. It was believed that 
the interest of the people in electrical 
appliances would bring many visi- 
tors to the store. 

This expectation was fully justi- 
fied and it was found that the much 
talked of success of last year’s ex- 
position made for a greater atten- 
dance this year. A heavy traffic was 
drawn to the housewares basement 
where the appliances were shown and 
also to the fourth floor lamp depart- 
ment, as lamps were given a liberal 
share in the newspaper advertising 
and the window displays that an- 
nounced the show. 

Especially thorough preparations 
were made for demonstration of all 
appliances during the exposition. All 
larger appliances were maintained 
under power and parts were at hand 
so that the inquirer could see exactly 
how they were made. 

The larger appliances drew and 
held crowds to a greater extent than 


| ee sales throughout the 





the small appliance section. A check 
up on sales develops, however, that 
this was probably due to the more 
intricate and interesting demonstra- 
tion, for the sales of small appli- 
ances show a greater increase. This 
is compensated for by the number of 
prospects gathered for future sales 
of the larger appliances. This is, of 
course, a natural result as the larger 
appliances are not so likely to be 
purchased o nimpulse as the smaller 
ones. 

Cleaners were probably the out- 
standing example of sales. The stock 
ordered for the exposition was en- 
tirely sold. Also there remains a 
considerable prospect for business 
from those who left their names as 
interested. 

The preparations for the Exposi- 
tion were carefully made. First was 
to make sure that stock and demon- 
strators and such special exhibits as 
were needed would be ready for the 
opening date. 

Then the advertising was planned. 
The four column advertisement re- 
produced on these pages was the 
introductory announcement—an en- 
tirely electrical ad which cleverly 
brings before the public large and 
small appliances and lamps, the lat- 
ter department having a liberal share 
in all arrangements and in results. 

Much dependence for broadcast- 
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ing the announcement was placed on 
the two window displays. One win- 
dow was devoted to the smaller ap- 
pliances. The setting was that of a 
room in a well decorated home, with 
a window on each side of the back- 
ground. Bright cretonne drapery was 
used at the windows in addition to 
the usual curtains. A console table 
stood between the windows with a 
mirror above. A silver service was 
displayed on the table. 

On small tables placed about the 
room, each covered with a pale green 
silk throw, the various small appli- 
ances were shown. Fans, heaters, 
toasters, percolators, waffle irons and 
cookers were among the items, with 
an incandescent lamp display rack 
as an attention getter. Other items 
were placed in the folds of the dra- 
pery on the floor. A floor lamp on 
each side of the exhibit added to the 
regular lighting for the window. 

The larger appliance display, also 
arranged with a room type _ back- 
ground, this one suggesting a 
kitchen, occupied another prominent 
window. Again there were windows 
to break the monotony of the back- 
ground and these were covered with 
white dimity ruffled curtains, with 
pale green trimmings. A pleasing pat- 
tern of linoleum added to the general 
picture and with the green of the 
curtains gave a hint of the color in 


One show window 
was devoted _ to 
small appliances 
and lamps dis- 
played with home 
settings 




















Sales in Entire Store 


Main show is in basement but lamp department on fourth 


floor shares in advertising, display and results. 


the kitchen vogue that is attracting 
so much attention. 

Electrical refrigerators, washing 
machines, cleaners, ranges, ironers 
and similar merchandise was shown 
here and an invitation to see the 
“Electrical Display” week was prom- 
inently placed in the foreground of 
the window. These displays at- 
tracted much attention and are given 
much credit in attracting the large 
attendance to the display. 


New Uses for Familiar Lamps 


NEW advertising campaign 

undertaken on behalf of the 
familiar Christmas lamps is to place 
these in public mind as useful for 
decorations on any festive occasion. 
One of the first of these advertise- 
ments appears in the October issues 
of national publications read by 
women and suggests the use for 
Hallowe’en parties. Certainly a good 
suggestion. 

This idea of merchandising these 
colored lamps has been a frequent 
topic in ELECTRICAL GOODS and we 
are indeed glad to welcome this sup- 
port. 

This comes at an opportune time, 
for there recently has been developed 
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a new lamp for this purpose, which 
can be strung separately and not in 
series as such lamps have been in the 
past. This new lamp is an adapta- 
tion of the automobile bulb for the 
116 volt line. The lamps we have 
seen bear the Mazda brand and are 
well colored. At least one manufac- 


turer of Christmas lighting sets is | 


supplying the new lamps in sets of 
various sizes and in some of the sets 
a flasher is included. 

With the flasher, these sets make 
a very attractive decoration and such 
a set used as a window decoration, 
including the lamp inside the wreath, 
made an extremely attractive pres- 
entation. 

One advantage of the Mazda lamps 
over the kind so familiar, is that the 
failure of one lamp does not affect 
the others, as they are not wired in 
series. It is expected that these 
lamps will have a much longer life 
than the series type. In the develop- 
ment of these lamps, it was neces- 
sary to design a new socket and the 
new lamps cannot be sold as replace- 
ment for the series lamps nor can 
they be used in the place of regular 
household lamps, no matter how 
small the wattage of the household 


lamps may be. 
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zz. Dhe Fohn Shillite Company = 
SHILLFHOS ELECTRIC 
EXHIBH WEEK 


September 12 to 17, inclusive 
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Advance Fall Sale of Lamps 


Bridge and junior styles—complete with shades 























A_ four-column advertisement an- 
nounced the show, mentioning elec- 
trical items exclusively 


Larger appliances 
displayed during 
show included re- 
frigerators, wash- 
ing machines and 
cleaners 























lorMorewbeller Sales 


Any Heater 
Sale May be 
Story Alone 


EATER season always brings 
H sales problems for, like many 
other electric appliances, the 
ordinary sales arguments do not al- 


ways seem to fit the case in point. 
The stock sales points—and they are 





where there are invalids, elderly 
people, babies and so on, but more 
than occasionally there is a family 
that is not equipped with the scenery 
thus set forth. 

Then the salesman is left alone. 
He must find his own arguments to 
make the passer by who takes a bit 
of interest in the heater a buyer. 

Mr. Chantler in the adjoining col- 
umns has shown how a resourceful 
salesman turned present circum- 
stances to his own and the store’s 
profit. A favorite, and a very good 
method of displaying heaters, is to 
have them in operation in the store 
where the people passing in the aisle 
will feel the heat and stop and look 
or perhaps say something. 

In this case the boy accompanying 
his mother was the clew for the sales- 
man and he sent home a selling argu- 
ment. 

In most cases the selling point will 
not be as obvious, but in scores of 
cases the person attracted by the 
heater will make some remark that 
will indicate the need of the heater 
in her or his home. The salesman 
who hears such a remark and is alert 
can turn that remark into a sales 
argument. 

Any salesperson can stand behind 
the counter, receive money and send 
heaters to those who come to buy 
them and this salesman will then 
average with other salespeople in the 
store. The salesperson who gets 
ahead is the one who turns chance 
remarks into sales. 
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Find the Sales Key 





- by T. F. Chantler 
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THAT, YOUNG MAN, !5 THE 
UP-TO-DATE WAY OF LAUGHING 
AT FROSTY MORNINGS AND 
=~) NIPPY_ EVENINGS 
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Lee Battles 
Static; Wins 
With Tunney 


N | OW comes another award of 
of $15 to Fred J. Lee of the 

R. E. Lee Hardware Co., 
Gate, Okla. Mr. Lee, we believe, is 
a smart salesman and a very modest 
man. He did not even apply for a 
place on this merchandising page 
for this issue, but in a friendly sort 
of way wrote to the editor about 
his interesting experience. Last 
issue Mr. Lee won on his report of 
the 1926 Dempsey-Tunney fight. 

It was an interesting experience 
and Mr. Lee’s modesty apparently 
made him a winner along with Tun- 
ney. He did not try to go into the 
fight report on a large scale, but 
rather made his arrangements with 
a view of giving his customers who 
might drop in and who were willing 
to stay up late enough to hear the 
report a surprise. : 


People Expected Something 


For several days previous to the 
fight he had a window display of 
radio accessories and sets, set off 
with pictures of last year’s Demp- 
sey-Tunney fight, and this drew some 
business. The attention this window 
had attracted made Mr. Lee expect 
that a good many of the people 
would come around on the night of 
the fight to hear the report. 

So he prepared to tell them. A 
competitor made arrangements to 
set up a receiver in a large building 
and entertain all comers, but on the 
night of the fight there was much 
static because of a local storm and 
practically everyone failed to get a 
clear report. The merchant who 
had planned the big party could not 
get an understandable report. He 
writes: 

“I had my machine all set for 
WGN and when the fight started I 
also had trouble with the static, but 
I tuned down the power until the 
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$15 FOR YOUR BEST SALES STUNT $]5 





accepted for publication. 


you did to put over the sale. 





for publication on this page, and $2 each for each other idea 
We want short stories telling how you 
got people to examine your appliances or radio, and then what 
Address the Editor. 





LECUUAOAENENAUA TULA EDDAAUO AAT 








tone was as soft as could be heard 
over the store, and by being quiet 
the people who had gathered there 
could hear the report over the static. 
We got the entire report and the 
people were satisfied. Those who 
could not get in the store had to 
wait outside until some one told 
them what was going on. 

“The store got so crowded that 
people sat on stoves and even 
crowded over the set itself until I 
was afraid they would spoil the re- 
ception, but we got by. 

“After the third round every other 
set that was being used in a public 
way was shut off and the people 
kept joining our crowd. 

“The competitor tried for volume 
and shifted from one station to an- 
other in the effort to get away from 
the static, but did not succeed. As 
soon as the crowd left our store I 
went over to see how he got along, 
and he said hardly anyone had 
stayed through. He asked me how 
the fight came out.” 

Then Mr. Lee adds: 

“My demonstration did not result 
in any sales that night, but I have 
one good prospect. It is a little too 
early to tell just what will happen.” 

Let us add that Mr. Lee’s report 
was written two days after the fight. 


Starring the Repair Man 
ERE is another report of taking 
advantage of things that just 
happen. Mrs. C. D. Everitt of Bal- 
linger, Tex., who has supplied some 
very good ideas for this page, sent 
it in just the other day. She writes: 
“We accumulated a considerable 
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number of appliances for repairs 
recently and as a job the repair men 
were working with took longer than 
expected and we did not get time to 
clear them up. 

“The next morning Mr. Everitt 
started early to put a new display 
in the window, which is one of the 
jobs that we do not put off unless 
forced to. Just as he had cleared 
the window, a man came in for an 
appliance left the day before. The 
work bench was filled with a motor 
that had been taken apart and was 
waiting for some work to be done 
on a part, so Mr. Everitt sat on a 
stool and used the window floor for 
his work bench. 


Helped Home Repairers 


“In a few minutes some people 
gathered and seemed much _ inter- 
ested, so he just kept on with the 
repair work. The crowd increased 
and.+I went to the door and sug- 
gested that those who could not see 
come inside and watch. Soon we 
had a crowd both in and outside the 
store. ; 

“Some of the crowd said they were 
watching to see how to repair their 
own appliances, and Mr. Everitt 
answered any questions they asked, 
helping them as much as he could. 
Others who saw the workmanlike re- 
pairs brought in appliances to be re- 
paired later in the day. 

“As a result of the stunt, we got 
a few orders for new appliances, 
some repair work, and made some 
friends. Of course such a _ stunt 
would not be practical every day, but 
certainly the incident did not do us 
any harm.” 
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New Goods to Sell 


Atwater Kent “B” Power Unit 


Among the products recently an- 
nounced by the Atwater Kent Mfg. 
Co., 4700 Wissahickon Avenue, Phila- 
delphia, Pa., is the Atwater Kent “B” 
Power Unit designed for use with any 





model Atwater Kent receiving set or 
other make consuming not more than 
400 milliamperes. The unit delivers 
up to 135 volts, and its operation is 
entirely automatic, due to a_ special 
built-in relay actuated by the power 
supply switch located on the receiving 
set. Provision is also made for con- 
necting the “A” battery and charger to 
the “B” power unit, if a charger is 
used (which should be of the trickle 
type), in which case the relay also 
automatically starts and stops the 
charger. A special rectifying tube is 
included as part of the equipment. 


Gold Seal A.C. and Rectifier 
Tubes 


The Gold Seal Electrical Co., 250 
Park Avenue, New York City, have 
recently produced two new radio tubes 
—GSX 281 Half Wave Rectifier and 
GSX 280 Full Wave Rectifier. The 
filament voltage of GSX 281 is 7.5; 
filament amperage 1.25; AC plate volts 
(max.) 750 and DC output (max.) 110 
milliamps. In the GSX 280 the fila- 
ment voltage is 5.0; filament amperage 
2.0; AC plate voltage (max.) 300; DC 
output (max.) 125 milliamps. These 
special purpose tubes are brought out 
because of the demand for the utiliza- 
tion of house lighting current in the 
operation of radio receiving sets. 


Balkite Has New “AB” Unit 


The Fansteel Products Co., Inc., 
North Chicago, IIl., recently placed on 
the market a complete unit replacing 
both the “A” and “B” batteries and 
supplying current directly from the 
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light socket. The unit operates only 
when the set is in use. When turned 
on the set operates and operation stops 
when the unit is turned off. Made in 
two models: “AB” 6-135, 135 volts “B” 
current (“AB” 6-135 R for 25-40 
cycle current) “AB” 6-180, 180 volts 
“B” current. 
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Rextox Trickle Charger 


A dry type rectifier used for charg- 
ing the “A” batteries of radio sets, 
which consists of a two winding trans- 
former, stepping the voltage down 
from 115 volts to about 17 volts; and 
a stack of alternate copper and lead 
disk rectifying elements, which convert 
the alternating current into direct cur- 
rent, is manufactured by the Westing- 
house Electric & Manufacturing Co., 
East Pittsburgh. 


Brush-Vac Vacuum Cleaner 


The M. S. Wright Company, Wor- 
cester, Mass., has just brought out a 
popular priced motor driven brush suc- 
tion cleaner called the “Brush-Vac.” 
The cleaner is finished in nickel and 
black and the bag in maroon. Weight 
thirteen pounds. Bumper prevents in- 
jury to furniture. 
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New Nozzle for Super Royal 
Cleaner 


The P. A. Geier Company, Cleve- 
land, manufacturer of the Super Royal 
Electric Cleaner, announces a new suc- 
tion nozzle and floor polishing attach- 
ment. The illustration shows the noz- 





zle, which contains a separate chamber 
housing the brush. This brush may be 
locked in an “up” position where it is 
out of the way, “down” for heavy-duty 
brushing on bare floors, linoleum, etc., 
or in a floating position where it 
brushes gently over rugs or floor, au- 
tomatically adjusting itself to the in- 
equalities of surface. The manufac- 
turer states that the housing of the 
brush in a separate chamber prevents 
the air intake from being impeded. 
Other nozzle improvements include a 
serrated front lip, which facilitates 
surface cleaning, notched ends for re- 
moving dirt in corners and close to 
baseboards, and an inset soft rubber 
bumper. The weighed attachment, for 
waxing, polishing and sandpapering 
floors is regular equipment. 





Beardslee Catalog 


The Beardslee Chandelier Mfg. Co., 
Chicago, Ill., is distributing a new 
edition of its “Twenty-four Hour Ship- 
ment Catalog S8” describing and illus- 
trating several hundred chandeliers, 
brackets and lanterns any of which can 
be shipped within 24 hours. 


Basco “AB” Unit 


The “AB” Unit recently brought out 
by the Briggs Stratton Corporation, 
Milwaukee Wis., provides complete “A” 
and “B” power supply and is automatic 
in its operation. A 45-ampere-hour 
Exide glass-jar “A” battery, equipped 
with Basco-built automatic charging 
device, using Raytheon 2% ampere 








rectifying element, is used. Operates 
without trickle charge. Line power is 
disconnected from battery during radio 
power—a protection against hum. “B” 
power supply of 50 milliamperes at 
185 volts. The manufacturer claims 
the unit will handle any power tubes. 
Operation controlled by radio switch. 
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&f-7 ELECTRICS 
RANGES and APPLIANCES 


A comfortable kitchen the year ’round is assured with the model shown above. 
In summer, cool cooking and baking; in winter or whenever additional heat 
is wanted, the return flue built-in kitchen heater provides it economically. 
Burns coal, wood or coke. Convenient for the quick disposal of waste, paper 


and kitchen rubbish. 





Ask your jobber or write us about L & H Electrics Ranges, Turnsit Toasters, 
Waffle Irons, Hot Plates, Urn Heaters, Irons, Curling Irons, Air Heaters, 
Heating Pads, Table Stoves, Heaters, Water Heaters. 





utomatic 
Also an immersion Type 


A. J. LINDEMANN & HOVERSON CO. 
435 Cleveland Ave., Milwaukee, Wis., U. S. A. 


405 Lexington Ave. 1636—14th St. 715 Bryant St. 
New York, N. Y. Denver, Colo. San Francisco, Calif. 


2626 W. Washington Blvd. 
Chicago, Ill. 
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They Chime and Strike! 


ELECTRIC TIMEKEEPERS — A New Oppotr- 
tunity for Stimulating Clock Business . . . 


HE beautifully-toned Revere-Telechron Chime and Strike Time- 

keepers open up a new avenue of clean-cut business for the 
progressive department store. Built into cases of unusual design and 
finest of craftsmanship, the Revere-Telechron movement, having no 
escapement, eliminates the usual service troubles on clocks. The move- 
ment is surprisingly simple, directly motor driven, and requires no 
winding, regulating, cleaning or oiling. Nor does it need to set level. 


NATIONALLY ADVERTISED 
The fall issues of HOUSE & GARDEN and HOUSE BEAUTIFUL are 


carrying the message of the new Revere-Telechron to your customers. 
Mail the coupon below for detailed information regarding 
these remarkable timekeepers and their sales possibilities. 


Revere-Selechron 


t (The ELELTPK TIMEKEEPER 


REVERE CLOCK COMPANY Cincinnati, Ohio 


REVERE CLOCK COMPANY 
{é EB, Cincinnati, Ohio 

















Please send us complete literature and sales data on Revere-Telechron Chime and Strike Models. 
Please have your representative call. 
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THE 
BRUSH-VAC 
OPENS A VAST 
NEW MARKET 









YEARS OF 


VACUUM CLEANER 
MANUFACTURE 
ArReE BEHIND 


SPECIAL 
FEATURES 


HIGH QUALITY THROUGHOUT 
HANDSOME IN APPEARANCE 
$44.50 RETAIL PRICE 
HAS MOTOR-DRIVEN BRUSH 
EXTREMELY HIGH SUCTION 
WEIGHS ONLY 13 POUNDS 
NO ADJUSTMENTS NEEDED 
WONDERFUL ON SMALL RUGS 
COMBS OUT RUG FRINGES 
BAG DOES NOT TOUCH USER 
GLIDES EASILY ON RUGS 
BUMPER SAVES FURNITURE 
DOMESTIC ELECTRIC MOTOR 


Attachments 
$5 Retail 


ATEN YEAR 


SERVICE PLEDGE |} £4.03. VV ERENEEZE SL & 
GIVEN WITH EVERY | Since 1907 Makers of the iriecerVec. 
WoRCESTER. ~ ~~~Mass. 


Write NOW for /nformation 


















“Tie-up” Your 
Selling with 


Our 
Advertising 
In 


“Good Housekeeping” 
“Liberty Weekly” 
“House Beautiful” 






Millions of readers are being told about Presto- 
Junior in these magazines. Many of them will 
want to give Presto-Junior as Christmas presents 
to their friends. Be ready to supply the demand. 
Ask for our special Holiday counter display card. 


| Prest 
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Make a “Clean-Up” in 


the next 2 
Months 


with the fastest selling 
electrical appliance in 


the retail field 


Presto-Junior is an efficient electric 
vacuum cleaner in whisk-broom size. It 
will do anything that the larger, more 
expensive types will do, and it will reach 
into corners and other places absolutely 
inaccessible to the big fellows. 


No attachments are necessary. A powerful 
Motor-Driven Brush inside the nozzle digs out 
imbedded dirt, picks up hairs, threads, paper 
scraps and other litter. It’s so easy to demon- 
strate Presto-Junior, and nearly every demon- 
stration means a sale. Put Presto-Jr. up on the 
counter where all who enter the store may see 
and try it. Its light weight, only 3% lbs., and 
small size allow it to be demonstrated even on top 
of a glass show case without damage of any kind. 


Get in on the big holiday sales by showing 
Presto-Junior early and late. Make use of 
our sales helps and see your profits grow. 


Order through your regular 


wholesaler. If he cannot sup- 
ply — write us — do it today. 


METAL SPECIALTIES MFG. COMPANY 
338-352 North Kedzie Avenue 
CHICAGO 


-Junior 
Seer” ] 


Size” 


Electric Vacuum Ale 
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When a Woman 
Is Thinking of Cleaning 
Sell Her a Cleaner! 


| hem know what your wife is thinking 
about right now. Summer draperies 
must come down—be cleaned—and put 
away. Summer clothes must be dusted 
clean and packed for the winter. Winter 
fabrics and upholstery must be freshened. 

Fall cleaning ! 

Your wife isn’t the only one thinking of 
those dusty jobs. So is every man’s wife. 
They’re thinking of cleaning—so sell them 
Day-Fan Cleaners. 

Make up a window display from the sum- 
mer clothes and draperies you have at the 
house. Place Day-Fan Cleaners around a 
sign you can letter yourself. 

Better order from your 
jobber now. Such a win- 
- dow display at this 
time of the year 
will sell several 
Day-Fan 
Cleaners a 
day. 














For More Than 38 
Years Manufacturers 
of High Crade Elec- 
trical Apparatus. 


DAY-FAN ELECTRIC CO. 
Dept. J 


DAYTON OHIO 








A Book Every Electrical Goods 
Salesperson Should Read 


HE NEW SERVANT, a book by Mary Ormsbee 
Whitton, published by Doubleday, Page & Co., is 

*- one that every person engaged in the selling of 
electrical appliances should read. The volume carries 
a subtitle “Electricity in the Home” and we think that 
is more descriptive than the selected title but it prob- 
ably would not sell as many books. 

The New Servant is not literature, nor is it a hand- 
book. It comes somewhere between the two, being 
bright enough to be readable and sticks close enough to 
technical facts to impart a good deal of information. 
We believe that the electrical information in the book 
is accurate and that every sales person or housekeeper 
who reads it will know more about electricity from a 
household viewpoint. 

The chief benefit of the reading will be to get the 
viewpoint of a woman who has, for some reason not 
disclosed in the book, studied home making and house- 
keeping very closely and who sees in electrical ap- 
pliances the solution of many of the problems that are 
bothering many women today. The headings of the 
chapters indicate the contents and the method of treat- 
ment. Some of them are: 

What every woman can know about electricity— 
Vacuum cleaners and other floor machines—An hour- 
a-week washday—Electric ironers; hand and machine— 
When to cook by current—Table Cookery—What about 
electrical refrigeration?—Wired furniture—Cost of 
operating electrical appliances. 

The author takes some direct digs at the methods that 
have been used to promote electrical appliances and in 
most of these she scores good points. She is especially 
critical of the beautiful lady in evening dress who reads 
a book while doing the family wash. We cannot re- 
frain from quoting a paragraph on the selling of 
cleaners. She writes: 

“Nowadays, the doorbell rings, and a brisk young 
man of greater foot than brain capacity walks in with 
a vacuum cleaner under his arm. He has his selling 
talk right at the tip of his tongue and rushes through 
it, fearing to be stopped in the middle. With the 
rapidity of a sleight-of-hand man, he runs through the 
gamut of the special cleaning tools, ending with ‘sign 
on the dotted line, a dollar down and a dollar a week.’ 
It is enough to sell the machine but not enough to teach 
its use. Probably the average woman teaches herself 
pretty successfully after purchase.” 

We are just a bit surprised that the author has not 
said something about the excellent household informa- 
tion endeavors of the department stores in this line, 
for while she was being critical of many things she 
might have handed out some credit to those to whom 
credit is due. We believe that the greatest advance 
step toward placing electrical appliances in homes, is the 
demonstration and advisory methods set up by the hard- 
ware and department stores of the country since they 
have taken up the electrified housewares lines. 

It is unfortunate that the writer has not closer ac- 
quaintance with homes that are more nearly average of 
the great mass of American homes today than those of 
which she writes. One chapter is devoted to country 


























A SUPER-INNOVATION 


IN ELECTRICAL CLEANER DESIGN 


OMGor only better but different. 


Royal’s New Rug-to-Floor Nozzle 
gives practically double utility to the 
vacuum cleaner. 


You clean the rug, then run off onto the 
bare floor and thoroughly clean that— 
without any adjustment whatever. 


Does the floor need polishing?—with 
a simple FREE attachment on this new 
nozzle, a perfect wax film is spread; the 
wax is dried quickly by air, and then 
brought to a beautiful high gloss by the 
same method asa fine piano is polished. 


The Royal Cleaner that does all this, is the cleaner 


YOU CAN SELL — .- 


Its price, with all improvements, remains the same 


THE P. A. GEIER COMPANY 
Cleveland, Ohio 


Manufactured in Canada by Continental Electric Co, Ltd., Toronto, Ontario 


Ca 
Se 


540-560 East 105th St. - 
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The FREE Waxing and 
Polishing Attachment 



















Animal hairs—most exasperating and 
often impossible to take up by other 
cleaners—disappear as by magic into 
this new wonder-nozzle. 


With 62.5% more vacuum than 
previous Royals (which is more than 
any cleaner on the market) this nozzle 
gets all the embedded dirt from rugs, 
all the dust in cracks and corners, it 


“ ” The! 
noses close around heavy furniture, o oon 
under radiators—cleaning and polish- if a a 
ing fast and easily — all with so” 105th Street 


Cleveland, Ohio 


no adjustment whatever! i 
2” Please send us details 
2 of NEW Super Royal 

2 Cleaner with Rug-to- 
.*” _ Floor Nozzle and Polishing 
2” Attachment 


Pa 
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There is only ONE 
Vacuum Brush—the 
oO. K. Vacuum 
Brush—a name that 
is a mark of honor, 
a pledge of honest 
worth—from a 


The Electric 


W. hisk Broom house whose stand- 
ard has always been 
Made te fully the highest. 








Now Made in Two Sizes 


MODEL A—with 3% in. nozzle, weighs 

3 Ibs. Price $19.75. 

MODEL B—with 5% in. nozzle weighs 
- 4% Ibs. Price $27.50. 

(Floor Handle attachment for Model B—$2.25) 
Price slightly higher on Pacific Coast. 
Among the many new improvements is this Floor 
Handle Attachment that makes this Model B ideal 
for floor cleaning, too. 
















The name O. K. 
Vacuum Brush on the 
name plate is your 
guarantee of quality. 


Only O. K. Vacuum Brush 
Can Give You This: 


A Positive Guarantee! 

A Legitimate Profit! 

Every Customer Pleased! 
In addition to this, Mr. Dealer, 
has it impressed you that there 
must be many other good rea- 
sons why, among the few types : 
of hand cleaners made today, a Se ae > 
O. K. Vacuum Brush stands 
forth as the leader by popular 
acclaim! 


Just write, phone or wire us for 
samples and full details of these 
two New Models! That’s all 
we ask! 


O. K. Machine Company 
210 Poplar St., Fort Wayne, Ind. 





Showing straight brush 
attached. 














summer homes of New Yorkers! a comparatively small 
number of families, while the home of the mechanic 
who earns the average wage is neglected. These homes 
constitute the great market that electrical appliances 
must reach if they come into their own—and they are 
reaching this market. Despite any adverse criticisms, 
the book will be helpful if enough people read it and 
we hope that they will. 


A Merchandise Man’s Comment on the 
Radio Show 


MONG those who paid admission to the Radio 
A were Fair in New York last month was a 


department store buyer for a line other than 
radio. He is not especially a radio enthusiast but his 
educational plan includes attending many merchandising 
exhibitions. This buyer’s comments on the radio show 
are interesting: 

“I was amazed when I entered Madison Square 
Garden,” he said, “to see the number of people walking 
up to the window and buying tickets. Ordinarily when 
I attend these commodity exhibitions most of the people 
enter on passes, but not at the radio show. 

“My amazement continued when I entered the exhibi- 
tion space. After paying their fee to see this mer- 
chandise, these thousands of people were contentedly 
standing in a terrific jam and undergoing all sorts of 
discomfort to get a glimpse of the new things the radio 
industry has to sell to them. 

As I moved about the great floor space I encountered 
slow moving crowds everywhere and in the basement 
where parts were shown, the crowd slowed up and the 
jam increased accordingly, but no one complained. 
Everybody was patient and waiting to see what was 
ahead of them. 

“It is the experience of merchandisers generally that 
it is a real job to get people to give proper attention (or 
any attention at all) to your printed material, yet at 
this exposition people were systematically picking up 
leaflet after leaflet and carrying them away in paper 
bags that an enterprising manufacturer had provided 
for this purpose. I heard people who had missed these 
bags inquiring where they could get them. Certainly 
many of the people carrying this literature away are 
going to give some attention to it. 

“Later I looked about the streets in the neighborhood 
of the Garden to see if people were taking this adver- 
tising material out into the street and chucking it. I 
could see no evidence of anything of the sort. I heard 
the people as they left discussing radio subjects and 
they would say ‘Well I got a booklet on that to look it 
up.’ 

“On these exposition visits I am accompanied by my 
wife, who is a normal woman and who thinks and acts 
like other women. Her comments are always interest- 
ing. She said about the people we saw here: 

“*You will notice that it is the men who are interested 
in the technical part of the radio and that the women 
stand and look around while the men are looking at 
parts and inside the sets but that it is the women 
who are looking critically at the design and finish and 

(Continued on page 58) 
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SS USTOMER APPROVAL 


Gathering Momentum 
All the lime / 


ALL bearing motors for electrical 
appliances are fast moving onward 
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to the dominance they deserve. 

The American housewife has given 
them her approval—knowing that they 
mean, for her, freedom from the messy oil 
can and the penalties it imposes. Dealers, 
quick to sense their customers’ demands, 
are giving their preference to those vacuum 
cleaners, washing machines, floor polishers, 
and other electrical utilities which have 
motors with “NORMA” Ball Bearings. 


Are you ready—with a line of 
these advanced and approved 
motored appliances? 


AWFFMANK NORMA-HOFFMANN BEARINGS CORPORATION 


PRECISION 
RULLER BEARINSS STAMFORD, CONN. - - U.S.A. 
NB-875 





The dominant bearings today in 

electric appliance motors, have demon- @ @ 
strated their reliability in the hundreds NN 
of thousands of automotive magnetos 

and lighting generators in which, for 

more than 10 years, they have been the 

approved standards of serviceability. 


Gy 
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Washington's Monument, 
Washington Park, Chicago 
by French 
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YEARS BEYOND 
CHALLENGE, 
YET SOARS TO 
NEW RECORDS 























LEADERSHIP 


fo Y Xd mM ip y/ e: Summer Hoover sales in 1926 were the 


largest this company had ever enjoyed 
... and this year July and August sales topped that record by 


21.9%. All this, remember, is profit-bearing denier business! 


THE HOOVER COMPANY, NORTH CANTON, OHIO 


The oldest and largest maker of electric cleaners . The 
Hoover is also made in Canada, at Hamilton, Ontario 
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Electrical Business Briefs 


the Society for Electrical Development since 

January, has been named managing director by 
the reorganized board of directors. Mr. McIntyre has 
been connected with the Society for six years, first as 
field representative and later in charge of league and 
field work. He is entirely familiar with all branches 
of the Society work, and previous to joining the league 
staff was for six years connected with contracting firms, 
his last work in that line being a vice-president of the 
Beattie-McIntyre, Ltd., of Toronto. He was born in 
Halifax, Nova Scotia, and was educated in American 
schools. 


K tee soci A. McINTYRE, acting manager of 


HE reorganization of the Society for Electrical De- 

velopment referred to in the last issue of ELEC- 
TRICAL GOODS has been carried forth by the reorganiza- 
tion of the board of directors. W. W. Freeman, who 
has been president during the period of contemplated 
reorganization and who did much in promoting the 
change, was reelected president. The vice-presidents 
are: George E. Cullinan, chairman of the executive 
committee of the Electrical Supply Jobbers Associa- 
tion; C. L. Chamblin, president, Association of Electra- 
gists, International; J. E. North, chairman, Electrical 
League Council; Gerard Swope, president, National 
Electrical Manufacturers Association; Howard T. 
Sands, president, National Electric Light Association. 


PLITDORF-BETHLEHEM ELECTRICAL CO. has 

purchased the Perfection Appliance Co. of Detroit, 
manufacturers of the Perfection ironer. Thomas J. Ar- 
bron, president of the Perfection company, joins the 
Splitdorf organization as executive manager of the sub- 
sidiary appliance company. Walter Rautenstrauch, 
president of the Splitdorf company, announces that a 
new merchandising plan for the ironer will be an- 
nounced in a short time. The Splitdorf company now 
has factories in Newark, Bethlehem, Chicago, Toronto 
and Detroit. 


IFTY hardware merchants were guests of True & 

Blanchard Co. of Newport, Vt., at the third annual 
radio dealers’ convention held by that firm. The follow- 
ing lines of merchandise were brought before the meet- 
ing: Atwater Kent receivers and speakers; Pooley 
radio cabinets; Red Lion radio desks; Consolidated 
storage batteries; Ureco radio tubes; Kodel battery 
chargers and transformers; Burgess radio batteries, 
and C. G. Taylor, treasurer of the host company, pre- 
sided and speakers were W. W. True and a number of 
factory representatives. 


CLAGAN-ERLA, LTD., is a new radio manufac- 
turing company formed by a merger of the Mc- 
Lagan Furniture Co. of Stratford, Ontario, and the 
Electrical Research Laboratories (Erla) of Chicago. 
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The offices of the new company will be at Stratford. 
The new company is licensed under Canadian Radio 
Patents, Ltd., and Radio Corporation of America. D. 
M. Wright is president, G. A. Pearson vice-president, 
and L. J. Salter secretary-treasurer. 


OOVER CO. of North Canton, Ohio, began a series 

of radio concerts at 8:30 p.m., Oct. 6, eastern 
standard time, featuring a quartet of quartets, a 
feature never before used in radio. The quartets are 
vocal, brass, string and reed. The suggestion is made 
to Hoover dealers that they promote interest in this 
radio feature, now scheduled for thirteen weeks. Twen- 
ty-one stations in the WEAF chain will broadcast the 
program. 


NDER the new arrangement, the Federal-Brandes, 

Inc., makers of the Kolster radio and other ap- 
paratus, assumes a relationship with the Postal Tele- 
graph-Commercial Cables Co., similar to that of the 
Western Electric Co. to the American Telegraph & 
Telephone Co. The Kolster laboratories and factories 
will do the engineering and manufacturing for the 
great communication system owned by the Mackay in- 
terests. 


LMER E. BUCHER, general sales manager of the 

Radio Corporation of America, has been made 
assistant vice-president and Joseph L. Ray, General 
Supply Sales Manager of the Graybar Co., succeeds Mr. 
Bucher, according to announcement made by David 
Sarnoff, vice-president and general manager of the 
Radio Corporation. The change is effective Oct. 15. 


ATIONAL ELECTRIC LIGHT ASSOCIATION 
will have a commercial director as soon as the 
right man can be found. This new member of the head- 
quarters staff will be expected to coordinate merchan- 
dising efforts on the part of the member companies and 
to lend such assistance as can be found in properly com- 
piled data and information. 


RICE reduction of Mazda automobile lamps is an- 

nounced. The average reduction amounts to ten 
cents a lamp. Changes made in lamp design to assist 
in overcoming glare, and changes in production methods 
and machinery made the reduction possible. 


¢¢ FQURAL ELECTRIFICATION” is the subject of 
a booklet recently published by the Westing- 
house Electric & Mfg. Co., and which will be distributed 


on request. It will be a valuable bit of information as 
to future tendencies in the electrical trade for those 
merchants who are interested in the electrical market. 





The New Horton 
Automatic Ironer 


30-inch complete open-end 
roll; heated by electricity or 
gas; electrically driven. 


The Horton 
No. 34 Washer 


Submerged agitator type; 
burnished copper tub; new 
type wringer with semi-soft 
rolls; double-tilt drain- 
board. Remarkably quiet in 
operation. In electric, gaso- 
line or pulley power. 





Horton Offers Dealers 
Certain Distinct Advanta ges 


Y producing, under one name, Horton Washers and 
Ironers to cover a wide range of prices—to operate 

with different types of power—to reach every type of 
market, Horton gives its dealers certain distinct ad- 
vantages. The one name breaks down sales resistance, 
lessens servicing costs and, in so doing, increases the 
dealer's profits, 
We firmly believe the Horton No. 34 Series to be the 
finest types of washers built today. They embody the 
highly popular submerged agitation principle—re- 
markably quiet in operation. The wringer is 4 
of advanced design with semi-soft rolls — the 
improved drainboard is double-tilt. 
splendid burnished copper tub will last a 


FG.co. 4 


@ si 
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lifetime. The mechanism is practically service proof. 
The Horton No. 34 Series is furnished for electricity, 
gasoline motor or power pulley. It is the highest achieve- 
ment of more than 57 years spent in manufacturing 
high quality laundry appliances. 
The Horton Automatic Ironer, with 30-inch com- 
plete open-end roll, is the other leader of the complete 
Horton Line. A quality line — moderately priced — 
which includes copper and wood tub washers of agi- 
tator and suction type, also hand washers. 
S.. The high quality of Horton Washers and Ironers, 
) recognized for years and years, is a result of low 
P cost distribution through the jobber. Let us tell 
you more about these profitable Horton products. 


HORTON MANUFACTURING CO:; 
Washers 
lroners 


HORTON 


GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 
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‘[p) Pearman RADIO TUBES 


“Distance Without Distinction” 


Three things 
you ought to know 
about right awaye 
The new Pe an A.C. 
I * Tubes. Py: 


2 The new Perryman volume 
* discount. 


3 The. new Perryman dealer 
* codperative plan. 


Be sure you are getting the most out of your 
tube business and mail this coupon back to 
us. You place yourself under no obligation. 





Perryman Electric Co. 
33 West 60th St. New York, N. Y. 
North Bergen, N. J. 


PERRYMAN RADIO TUBES 


ea we ww ew ee a ee Oe ee OR ee Re ee 
PERRYMAN ELECTRIC COMPANY 

33 West 60th Street, New York City 

Gentlemen: Kindly send me complete information on your new volume 
discounts, dealer assistance and the new Perryman A.C. Tubes. 
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For and Against Paid 
Demonstrators 


(Continued from page 19) 
store where her sales hardly run double her salary. 
Certainly she is making no profit for her employer, 
but she is retained there because the merchant says 
that if she is removed he will buy another line of ap- 
pliances. 

The New York experiment has been of interest to 
many merchandising students. Several of these have 
watched closely the departments where the demon- 
strators have been eliminated. One man who knows 
appliance selling to the nth degree, tells us that there 
has been an increase rather than a decrease in prac- 
tical efficiency since the department head is training 


| his own sales people. -The writer has frequently 
asked questions in this department since the demon- 





| 
| 





strators disappeared and the average of intelligence 
shown in the replies is excellent. Certainly the mor- 
ale appears to be better since all are hired on the same 
basis. 

Neither of the New York stores that have eliminated 
the selling demonstrators indicates that they will re- 
turn to the old system. Both are today using factory 
paid demonstrators in pioneering work and for ex- 
clusive lines that have technical selling points that war- 
rant explanation. 

The conclusion drawn from the letters at hand is 
that no one is willing to make an unqualified defense 
of the selling demonstrator, while some are very crit- 
ical. If you agree or disagree with any part of this 
presentation we would be glad to receive your dis- 
cussion. These pages are open for opinions on both 
sides of the questions. 


Radio Approaching Dealer’s 
Ideal 


(Continued from page 26) 


ing just this kind of service for years and if you’re not 
taking advantage of it, you certainly are missing some- 
thing that you are paying for and not getting. It would 
be impossible to tell you about all the new season radio 
merchandise in these short pages—but the information 
is always yours for the asking. 

The one big idea I want to definitely convey is that 
this will be a good radio season because of many 
reasons: 

The merchandise being offered has never been so 
good; prices are consistently moderate; the Federal 
Radio Commission has done a pretty good job of un- 
scrambling wave-lengths which makes for better re- 
ceiving conditions; the National Association of Broad- 
casters has just voted a hundred thousand dollar appro- 
priation to be used in promoting better broadcasting 
and programs; and the manufacturers are extending 
their efforts toward improved products and more sales 
help to dealers. 

How can it help being a big season if you pitch in 
and work along with the industry? 








Here Are Significant Facts For You 


I. 585% vs. 38% 
Although the washing machine industry as a whole showed an increase 
in volume from July 1924 to July 1927 of only 38%, Haag Brothers Com- 
pany, during the same period, has enjoyed an increase of 585%—and re- 
member that Haag Brothers Company was doing a fine business, not only 
in 1924, but for many years before that date. In fact, Haag Brothers Com- 
pany was one of the pioneers of the industry. 


IL. Salability vs. Sales Resistance 
The Haag Vortex, Haag Eighty, and Ownpower washers were each 
the first thoroughly satisfactory machines {and therefore are today the most 
thoroughly proved out machines} of their particular types—and these types 
constitute, we believe, at least 80% of all washing machine sales today. 


III. Original vs. Imitation 
Haag washer design has always been widely copied, but the flattering 
number of able manufacturers, both in the United States and foreign 
countries, who are using features copied directly from the Haag Vortex, 
make it easily “the most widely copied washer on the market today.” 
Are you selling the most salable washer available, or are you trying to 

sell something less salable? 

The Haag Franchise provides for most 

liberal advertising co-operation. 

It will pay you to find out about the 

profitable Haag sales franchise at once. 
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HAAG BROTHERS COMPANY, PEORIA, ILL. 
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‘*They Keep a-Running”’ 











4, Horse Power Century 
Type SP Split-phase Motor 


Temperature Rise 
Not More Than 40° Centigrade 
IN THE HOTTEST SPOT 


The temperature rise of Century Type SP 
Split-phase Constant-speed Motors is not more 
than 40° Centigrade in the hottest spot — the 
field winding and laminations. This, together 
with their “Keep a-Running” ability, makes 
them especially desirable for driving washing 
and ironing machines, ventilating fans, blow- 
ers, churns and similar apparatus. 


] Thorough ventilation is assured by the use 
of ventilating fans at each end of the arma- 
ture. 


2 Free air circulation is provided by louvered 
end brackets. 


3 The louvered end bracket openings aré so 
protected as to exclude any reasonable 
amount of water that may drip on the motor. 


4 Dampness does not affect them. Field coils 
are embedded in well insulated slots and 
thoroughly saturated with insulating varnish. 


S The CENTURY Wool-yarn System of 
Lubrication insures at least one year’s con- 
tinuous 24-hour-per-day operation without 
reoiling. 


Built in %, % and % horse power sizes. 


CENTURY ELectric CoMPANY 
1806 Pine St. St. Louis, Mo. 


33 Stock Points in the United States and More Than 50 
Outside Thereof 














%,%& % H.P. 


%,%& % HP. 
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A Merchandise Man's Comment on the 
Radio Show 


(Continued from page 50) 
the women are pointing out those receivers that are in 
good taste. Downstairs the women are interested in the 
broadcasting studio, not the parts... .’ 

“As I think over the exhibition and the people, I 
wonder how any merchant who has any store traffic 
at all can doubt the wisdom of featuring radio as a part 
of his merchandise. Any merchandise that interests 
both men and women of all degrees of society to the 
extent that radio does, certainly will pay for any reason- 
able space in a store. 

“The evidence is on all hands that a legitimate exhi- 
bition of radio, properly presented, at any time will 
draw many people to a store and—after all—that is 
what the merchant wants. Any merchant who can get 
people interested in anything he has on exhibition in 
his store need not worry about sales, if he has a good 
reputation and a fair sales force.” 

And this is what a good merchandise man thinks 
about radio as merchandise. 











The Title Is 


“Three Up and One to Go” 
The $15 Prize 


For the best title for picture in Sepia Section of next to 
last issue was won by 
R. Long 
Salesman 
G. Knowling, Ltd., 
General Merchandise 
St. Johns, Newfoundland, Canada 


More than 150 replies were received in this compe- 
tition. The favorite was “3 in 1” or some form of that 
expression. Some others were “That Bum Salesman,” 
“Ask Mr. Edison,” “Page the. Electrician,” “How Does 
She Do It?” Our electrical friends predicted that ap- 
pliance sales people would not get the point of the pic- 
ture, but they did, and we are immensely pleased by 
that fact. 





























Felix 
is working 
for you! 





| F COURSE you have seen Felix in the movies— 
that fanny little cat that everybody knows and 

laughs at. 

Well, Felix is working for Edison Mazpa* Lamp 
Dealers now. Making:laughs and money for them. 

The Edison Lamp Works is releasing for distribu- 
tion a film known as the “Kit and the Cat.” This 
film tells a serious story in a humorous way and makes 
motorists think more earnestly of their car lighting. 

Ask your jobber about this film. It means bigger 
lamp profits for you. 


*MazpA—the mark of a research service 








EDISON MAZDA LAMPS 


for your car! 
GENERAL@B ELECTRIC 
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First a Lunch Then a Sale 


(Continued from page 21) 


Those who use six or eight dollars’ worth of ice a month 
can, in a few years, pay for a machine out of what they 
save on their ice bill, for the current used will not run 
over $2.50 a month. Selling is largely a matter of 
showing the economy of operation, after the prospect 
has been shown the desirability of the machine and 
convinced that it can always be depended on. 

“But selling, installing and servicing these machines 
is work for specialists and they can’t be handled satis- 
factorily or profitably with the regular organization. 
They combine electrical and chemical facts, and the 
service man must know the how and why of both. 

“The salesman must have a great deal of enthusiasm 
and knowledge of costs before he can get many orders. 
The machine is not sold as highly complicated ma- 
chinery, but as something as dependable as the old 
ice box; but if it is to be as dependable as the ice box 
it must be properly installed by a man who knows his 
business.” 

At least one little selling kink that is worth remem- 
bering has been worked out and is used to good ad- 
vantage in the Price store. It is to have the desserts 
and salads ready to serve in one of the machines on 
the floor made as tempting as possible, and always have 
a woman prospect eat some of the delicacies. She has 
a longing for the machine after she tastes what it will 
do. The sale is usually only a question of time. 

The electrical department of the Price store dates 
back to nearly five years ago when the radio line was 








The Eskimo Kitchen 
Mechanic is Needed in 
Every Home 





Here is the electrically operated mixer that the 

average man and woman can afford to buy, and 

the average family can use every day. 

It will whip cream, beat eggs, mayonnaise, light 

batters, malted milk, and mix cooling drinks. 
Retails at $7.00 

Write immediately for our attractive terms. 

The United Electrical Manufacturing Company 

Adrian, Michi 


























put in under the direction of a radio specialist. This 
store was one of the first in the South to realize that 
radio couldn’t be sold successfully by the regular or- 
ganization—just as electric refrigerators can’t—and 
to employ an expert to sell, install and service its 
radio sets. 

The radio sales that winter jumped up to 20 per 
cent of the volume of the store, passing the most opti- 
mistic hopes of all. It has ever since been one of the 
store’s best lines. 

But that was before powerful broadcasting stations 
made radio a summer as well as a winter proposition, 
and with the approach of spring it became necessary 
to look for something to fill in the gap to be left by 
the vacation in radio sales, and it was but natural that 
they should turn to the electrical line. 

When the coming of the electric lamp cut in on their 
sale of oil lamps, it was but natural that they should 
turn to the new style lamps and sell them to the people 
who had previously come to them for the old oil lamps. 
They now added a stock of percolators, waffle irons, 
toasters, fans and other electrical devices, and had them 
ready to show their customers who came in for lamps. 

An innovation for the store was introduced that 
spring when the new electrical devices, and along with 
them lamps, were displayed in their windows. 

The window displays have long been among the best 
in Mobile, but they had not previously been used to 
much extent to sell lamps. When it was found that 
appliances could increase the sale of lamps, and vice 
versa, the use of window and store displays of both 
appliances and lamps grew in popularity with the man- 
agement. 

An invaluable part of the radio and electrical de- 
partment is the store’s service department, which han- 
dles installations, service and repairs on everything 
sold in the store. The department is self-supporting 
for the service and repairs for which charge is made 
pays all the expenses of the department, with a little 
left over for profit some months. 

Two men, one an expert on radio and refrigerators 
and the other his helper, handle all the work of the 
department. Electrical appliances of all kinds are sent 
to this department when brought in with the complaint 
that they “won’t work,” and are returned to the owner 
with a reasonable bill for time and material, or without 
charge if they are covered by guarantee or have been 
in use a very short time. . 


ORMATION of the world’s largest electric power 

pool was brought about by signing contracts by the 
Public Service Electric & Gas Co. of New Jersey, Phila- 
delphia Electric Co. and Pennsylvania Electric Co. 
These three companies supply current for a considerable 
section of northern New Jersey, Philadelphia and 
southeastern Pennsylvania. The peak demand of the 
several companies is registered at different periods of 
the day and the connections of the three systems will 
make available for the residential districts the capacity 
of the mining district plants as needed. In the mining 
districts the peak demand is early during the work day, 
in the residential districts during the early evening. 
The system will be in operation by 1930 and the capacity 
output will be 2,250,000 kilowatts. 

















RANKLY, Mr. Nolan felt that be- 

cause of the location of his store, | 
he couldn't expect to do very much on 
He has a $300 contract. 
was skeptical, but he was willing to be 
shown, when in June he invested $10 
in the National Lamp Works Window 


lamps. 


Display Service and Lamp 
Attracter. 


He put these sales aids in his 
window in July. July is sup- 
posed to be one of the hardest 
months in the year to sell lamps 
but :—The Nolan Hardware 
Company's net sales for July 
were $202.07, or $114.36 greater 
than in June. That opened 
Nolan's eyes to the money in 
National Mazpa lamps. 


In August he opened the throttle 
wide and talked lamps as well 


Electrical Goods Section 
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So Now Nolan Knows 








NATIONAL 
i WA DYN 


He 





LAMPS 








Ea) 
ational 
MAZDA 








MAZDA is the mark of a Research Service. 
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as displayed them. Net sales for 
August were $280. 


During the two slowest months in 
the year, the Nolan Hardware Com- 


pany’s net sales of Mazpa lamps 
were $482 — That's more than 
twice as much as they sold dur- 
ing the first six months of the 
year. It is more in fact than 
they expected to sell during the 
entire year. 


Instead of selling $300 worth of 
lamps this year, the Nolan 
Hardware Company is going to 
sell $1200 worth, and Mr. Nolan 
says :— ‘‘Our National Mazpa 
lamp contract is one of our 
greatest assets and the $10 we 
put in your sales helps is as good 
an investment as we ever made. ” 








ee tn na 





See etn ono aectanapeeeenenee 
















Several different names have been 
used for the fine tuning adjustments 
on radio sets. It is well nigh im- 
possible to build a 
stt in the factory 
so that the three or 
more tuned circuits 
will always be ad- 
justed exactly to far 
away or weak signals. So the 
Acuminators were developed as sec- 
ondary adjusters. For nearby or 
powerful stations they are never 
needed. The name “Acuminator”’ 
was coined from the word “acumen.” 


With all ordinary local broadcasting 
which is reasonably strong, the ad- 
justment of the circuits with the 
master selector is plenty close enough. 
Full volume is*easily obtained. But 
for the very weak and distant signals 
and in order to get the highest pos- 
sible degree of amplification, to bring 
them up to maximum volume, it is 
necessary that the circuits be tuned 
very exactly. The Acuminators pro- 
vide for this. They are very fine 
tuning adjustments on the first and 
second tuned circuits and permits the 
user to tune these two circuits ex- 
actly to the same signal to which the 
third circuit has been adjusted by the 
master selector. The first two cir- 
cuits, will, of course, be very nearly 
right but with the Acuminators they 
can be made exactly right. 


The effect of the Acuminators is a 
good deal like using a telescope. They 
bring the weak, distant signals closer 
like far away scenes are brought into 
the foreground. The Acuminators 
are an additional refinement provided 
on Crosley receivers in order that the 
user may get the maximum possible 
results, 


6 TUBE RECEIVER Ce /uxe 
is the national radio hit at *55. 


The “‘All American’’ radio of 1928! With license to parti- 
cipate in the enormous radio resources of The Radio 
Corporation of America, The General Electric Co., The 
Westinghouse Co., The American Telephone and Telegraph 
Co., and The Hazeltine and The Latour Corporations, the 
Crosley Bandbox of 1928 is an ‘‘eleven’’ of super-efficient 
features and amazing co-ordinated performance. In it 
are incorporated: 


1—The best idea of balancing. 
2—The best ideas of shielding. 
3—The best ideas of sharp tuning. 
4—The best idea of controlling volume, 
5—The best idea of station selection, 
6—The best idea of fitish and color. 
7—The best idea of power tube use. 
8—The best idea of console installation. 
9—The best idea of poor roy pd "eee ames 
by enclosing all leads in a cable. 
10—The best idea of AC tube operation. 
11—The best idea of converting AC current to 
necessary radio DC, 


Operation of the Bandbox receiver from house current is possible —_— 
the AC model at $65, which uses the new amazing R.C.A. AC tubes 
Power converter costs $60 more. 


‘These new Bandbox receivers are now on display at over 16,000 Author- 

ized Crosley dealers. Their faultless reception of the many wonderful 

events constantly on the air is proving such a startling demonstration 
that a national enthusiasm sweeps the country in the natural exclama- 

oa egg re there with a Crosley!" Write Dept. 132 for descriptive 
iterature. 


HIS new Crosley Bandbox 





$ 3 5 APPROVED 
CONSOLES 
Selected by Powel Crosley, Jr., 
as ideal, acoustically and mech- 
anically for the installation of 
the Crosley ““Bandbox.” Genu- 
ine Musicone builtin. Crosley 
dealers secure them from their 
jobbers through 
H. Ts ROBERTS 
13408. Michigan Ave., 
Chicago, Ill. 
Sales Agents for Approved 
Console Factories 
Showers Brothers Compan 
The Wolf Mfg. Industries 


Go ll 











IMPROVED 
MUSICONES 


Musicones improve 
the reception of any 
radio set. They are 
perfect affinities in 
uty and reproduc- 
tive effectiveness for 
Crosley Radios. 
tilt-table model with 
brown mahogany fin- 
ish stands 36 inches 
high, $27 .50—16-inch 
Super-Musicone as 
pictured above with 
**Bandbor™, $12.75 
— 18-inch Ultra- 
usicone, $9.75. 





THE CROSLEY RADIO CORPORATION 
Powel Crosley, Jr., Pres. 
Prices slightly higher west of the Rocky Mts. 


Cincinnati, Ohio 
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Crosley is licensed only for 
Radio Amateur, Experimental and 
Broadcast Reception 
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Women have learned much about 
washing machines in the past few 
years. They wanted speed—and 
gotit. They insisted on thorough- 
ness—and secured it. 





Now they are asking for some- 
thing more —gentleness. 


And the Vac-A-Tap gives it! 


Think what you have to sell in 
the Vac-A-Tap! All the speed of 
the fastest washer. All the thor- 
oughness of the most efficient 
washer. And, in addition, a gen- 
tleness that makes violent, de- 
structive washing completely 
obsolete! 












This is what women want 
and will buy. Every 
demonstration gives 
indisputable evi- 
dence of the 

Vac-A-Tap’s 

speed—of its effi- 
cient cleansing. And 
every demonstration is 


THE VAC-A-TAP COMPANY 












eres 
what 
women 


want. 


Y of washing ihat SS 


















LIVE * IMPELLOR 


THE VAC-A-TAP COMPANY 
Dept. EG, Holland, Michigan 
Gentlemen: Please send us full Vac-A-Tap facts 
and full details of liberal dealer policy. 












eo 


a sensational proof that the Live 
Impellor washing principle of 
the Vac-A-Tap—with its“suction- 
squeezing” action that is as gentle 
as hands —brings a new safety 
to washing, ends the disastrous 
wear of ordinary, turbulent- 
action washing. 


You will make money on the 
Vac-A-Tap. The Live Impellor is 
exclusive. The machine is finely 
built— embodies the most ad- 
vanced features— requires no 
servicing — can be delivered by 
one man—is easily cleaned after 
demonstration. The Vac-A-Tap 
is backed by a company with 
exceptional resources 
whose policies include 
generous dealer 
profits, ample ter- 
ritories, power- 

ful sales co- 
operation. Write 
at once or wire for 
franchise. 


HOLLAND, MICHIGAN 
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ROYAL 
ROCHESTER 
PRODUCT 
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eeting the demand for 
a better-looking Waffle Iron 


a dealer knows that women now want greater 
beauty in table utilities. 


Here’s one item that fully meets this demand! 


The new Royal Rochester Waffle Iron is so hand- 
some it harmonizes with the finest table service. Ex- 
tremely graceful in form and design—with exquisite 
decorations in the best taste. A finish of lustrous 
Royal nickel. 

And as a waffle-maker it has every latest improve- 
ment. Solid aluminum waffle plate—newest type 
nichrome heating units—wide, firm base—cool handles 
of the new erinoid. Produces perfect waffles in 2 min- 
utes—without grease or smoke. 


Ideal for display—easy to sell—and it stays sold! 
Write for sales plan. 





RosrsoN RocHESTER CORPORATION 


New York Office and Display: Factory and Main Offices: 
200 Fifth Avenue Rochester, N. Y 
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HAVE YOU HEARD THE VWZ¥Y 


wTAH 


THE ONLY COMPLETE LINE-RANGING FROM $10 TO $100 





916 DRUM SPE, 


w 





BEFORE YOU BUY TRY THE UTAH 


UTAH RADIO PRODUCTS CO. 
1615 SO. MICHIGAN AVE., CHICAGO 


FVERY ONE GUARAWNM®EFEE D 


MWIVYUY Wy yyy 














kA Nc SPO 


ee eee 








124 


HARDWARE AGE for OCTOBER 13, 1927 














for safety 


sake 


PROPP 
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Xmas lives 
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\A reproduction of a five colored Propp Display Streamer for your show window 
will be mailed to you upon request. 


It will help create sales for you. 





This Fall we will do our Usual and Extensive 
Advertising for Promoting Propp Products for 
our Dealers. 


Propp advertisements will cover the whole coun- 
try through the use of the best known National 
Mediums, such as the 
SATURDAY EVENING POST HARPER’S MAGAZINE 
COSMOPOLITAN 
LITERARY DIGEST 
LADIES’ HOME JOURNAL 
SCRIBNER’S 

REVIEW OF REVIEWS 


ATLANTIC MONTHLY 
WORLD’S WORK 
GOLDEN BOOK 
TRADE PUBLICATIONS 





And other means of Adver- 
tising to be selected, having 
Circulation of over 15,000,000. 


These advertisements will be seen and read by 
most everybody interested in the buying of 
Christmas Tree Outfits. 


This Big Advertising Campaign is for the bene- 
es of “Propp” Dealers in promoting sales for 

them, by creating a demand to the Public in 
making known that 


“Propp Xmas Tree Outfits” 
are Approved 
by Santa Claus and the Underwriters 





Propp Products Sold Only Thru Jobbers. 
M. PROPP CO. 


Manufacturers 


Buy Thru Your Jobber—He Gives You Service. 
524-528 Broadway, N. Y. 
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De Luxe Electric 
10-tube Model 


Zenith Radio for 1927-28 is the most complete 
line of high grade instruments ever offered to the 
public and the trade. Zenith dealers have made 
money consistently for the last four years. This 
year they are ready for their biggest business, with 
sixteen models embracing 3 different circuits— 
6, 8 and 10 tubes—battery or fully electric—with 
or without loops or antennae + » » The Zenith 
franchise is a valuable asset » » » $100 to $2500. 













y—, 
al a 
Song asrance- RADIO 


3620 IRON STREET, CHICAGO 
WORLD’S LARGEST MANUFACTURERS OF HIGH GRADE RADIO 








Licensed only forradio Model 11 
and broadcast 1 reception 6 tubes 
Western United States 

prices slightly higher 
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RADIO TUBES 








EED—first essential of modern flight came thru slow develop- 
ment—during years of unremitting research and experiment. 
And so it is with Speed Super-Emission Radio Tubes. Every 
distinctive performance feature came only after laborious experi- 
ment and scientific investigation by experts in the design and 
manufacture of things electrical. 


Absolute Uniformity Perfect Alignment 


All tubes are tested and Special method of manufacture 
double tested to assure satis- assures perfect grid, filament 
factory operation and phe- and plate alignment, within 
nomenal long life. 1/10,000 of aninch at all times. 





Manufactured by an organization of adequate financial strength 
to back up its liberal guarantee and other distinctive policies, 


Write today for details on our original list prices 
and discounts and our unique merchandising plan 


"Speed up your tube sales with Speed Super-Emission Tubes” 


—AtY y yj y Y Z y y J 
HAG Y y | Yaga 7 A Ay 
Ziv) Zi_Z Z Z Y Z Y Zi G 


MANUFACTURERS 
EXECUTIVE OFFICES 


31 UNION SQUARE, NEW YORK, N.Y. 
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Ray-o-vac 


scores again. 
With a flashlight built to last a lifetime 


OW you can sell a flash- 
light that is practically 
trouble-free ... one that won’t 
come back on you with faulty 
insulation or a defective switch 


that short circuits! 


This new Ray-O-Vac flash- 
light contains the most impor- 
tant improvements in flashlight 
construction since the invention 


of portable electric lights! 


How the new Ray-O-Vac 
flashlight is built 


All the working parts—includ- 
ing the complete switch mecha- 
nism and bulb—are housed in 
one removable unit. 

Short circuits in the switch 
cannot occur, because the insu- 
lating parts are of bakelite, the 
perfect non-conductor. Instead 
of the less certain friction 
method, a plunger makes the 
electrical connection. 

A shock absorber prevents the 





This beautiful case has been especially prepared for dis- 

playing the new Ray-O-Vac flashlights. It contains 

nine flashlights, representing four different types of 

heads, both nickel and black cases, and both 2- and 

3-cell sizes. Hereis the fullest, most varied, highest 

quality flashlight line that you ever showed your trade. 
Get this case and notice its effect on sales! 














In most old-style flashlight switches, electrical contact is made by an uncertain sliding 
mechanism. In the new Ray-O-Vac flashlight, the switch is of rotary type. To open 
it, turn the handle with the thumb from left to right. It will stay open. This brings 
inte view the plunger button. For intermittent or flashing light, gently press the but- 
ton. If you want a steady, continuous light, press the plunger button down until it 
locks. Then, to shut off the light, simply release the switch handle. It will spring back 
into the closed position, when it is locked against accidental discharge of the light. 


battery from breaking the bulb 
when the flashlight is dropped 
or jarred ...and even when 
the lamp is not screwed tightly 
in place, it continues to light, 
because a floating contact point 
insures connection with the 
current. 

The finely finished reflector 
is fully enclosed in the head unit 
and cannot be soiled when 
changing lamps. 

The barrel cannot break be- 
cause it is made of heavy gauge 
brass, and it rarely dents, be- 
cause the brass is fluted or 
ribbed and its strength greatly 
increased. 


How to display it 
Naturally, this new Ray-O-Vac 


flashlight—which is built for life- 
time service—will sell for more 


than flashlights made merely 
to sell at a price. That will 
mean larger sales. 

And being nationally adver- 
tised, sales will be easier and 
there will be more of them. To 
display these flashlights prop- 
erly, a special case—as attrac- 
tive as a chest of silver—has 
been designed. (See illustra- 
tion.) Get it .. . showit! Sales 
will follow just as surely as 
everybody likes beautiful 
things and honest merchandise. 

Ask your jobber for further 
information or write us for 
particulars. 


FRENCH BATTERY 
COMPANY 


MADISON, WISCONSIN 


Also makers of Ray-O-Vac radio batteries, 
Ray-O-Vac ignition batteries and Ray-O-Vac 
Rashlight and lantern batteries. 
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Now—yYou Can Sell 
_ Armstrong Table Stoves 
{812 2 Greater Volume 








FULLY 


Guananteep! 






ARMSTRONG 
Table Stove. 





Here is Your 
PROSPECT LIST 


EVERY HOUSEWIFE 
COLLEGE GIRL SCHOOL TEACHER 
BACHELOR 
ACTOR and ACTRESS 


Special Uses 


QUICK BREAKFASTS 
TASTY LUNCHES 
CHAFING DISH SUPPERS 
INFORMAL ENTERTAINING 
AFTER BRIDGE LUNCHES CHILDREN’S MEALS 


COOKING FOR INVALIDS ONSIDER the approaching Holiday Season when 
— 





seaieeananaenidensdememaaniemmetinia the Armstrong Table Stove has always seen its peak 




















— in volume sales—the pulling power of the new 
The Armstrong Manufacturing Co. price—and the strong appeal of Table Cookery 
rea arene ia “The Armstrong Way”. 

Gentlemen:—Please ship at once, best way, a oe C - 
price subject to my regular discount. Here is a merchandising opportunity and a market practi- 
OC) doz. Armstrong Table Stoves. cally unlimited because $8.85 is a price within reach of every 
OC) doz. Armstrong Waffle Irons. pocketbook and remember Armstrong Table Stoves are now 
C Tell us how we canhave a special campaiga sold only direct to the Dealer and all Jobbers stocks have 
—You supply the material. heen lifted 

Signed ° : ae 

Decide now to join the thousands of dealers who are profit- 
cemeee ing by this exceptional opportunity. Tear off the coupon 
p2 City State on this page—mail it today—and protect yourself with 

INO enough Table Stoves for the holiday business. 


THE ARMSTRONG MANUFACTURING COMPANY 
HUNTINGTON, W. VA. 
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the Radio Show, 


Thousands of visitors at New York’s Fourth Annual Radio World’s 
Fair saw the wonderful, electrically-operated exhibit which demon- 
strates every stage in the construction of 


BRIGHT STAR 


< Supreme im Guery Jest > 
RADIO BATTERIES 


. —and thousands of radio owners now 
mie understand why the original Bright 


7m ay a SS ve Star “Bag Type” cell construction gives 

= $7» —— Ir] 1 iM itn <% , ee . . 

SS = —————. the surprising power and long life in- 
wei: —— Z herent in all Bright Star Batteries. 























AN hing 


The public has actually been shown 
how Bright Star Batteries are made— 
step by step from the raw materials to 
the finished produét—and this con- 
vincing demonstration has enhanced 
the already powerful good-will built up 
by national advertising in magazines 
and great metropolitan dailies. 


Fall business is going to be extremely 
good for Bright Star dealers. Get in 
touch with your jobber, or write direct 
to ux—NOW! 

BRIGHT STAR BATTERY CO., INC. 
Main Office and Factory 
Hoboken, N. J. 

Branch: Chicago, Ill. 
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SEVENTEEN YEARS BUILDING QUALITY BATTERIES 
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~ Sell This 


to Thousands 





$800 

Every Radio Owner 

Wants Full Automatic 
Control of His Set 


Thousands of radio owners in their efforts to free themselves 
of the bother of batteries, have purchased trickle chargers and 
“B” eliminators. While this equipment has relieved them of 
much bother, they still must take the trouble to turn the “‘B” 
eliminator on and the trickle charger off every time they use 
their set. Likewise they must turn the “B” eliminator off and 
the trickle charger on when finished. Forgetfullness can result 
in weakened batteries or wasted current. Now sets can be 
inade fully automatically controlled with 


Full Automatic 
Switch 


Radio owners everywhere will want the advantages this 
switch offers. You simply plug in “B” eliminator and any 
charger to the switch and hook up front terminals to battery 
and set; then screw the switch plug into a light socket. Full 
control of all power is then placed in the hewn switch. 
When the set is turned on the “B” eliminator is on and the 
charger off. When the filament switch is off the charger is on 
and the “B” eliminator is disconnected, and when the “A” 
battery is brought to full strength the charger 1s automaticallly 
turned off resulting in the saving of current. The Handy Auto- 
matic Switch is the final step in freeing radio owners of bother. 
As such it has an enormous market and offers you one more 
neers item to sell to the radio owner who now seems to 

ery all the equipment he needs. Priced right with 
satisfactory discounts to the trade. Ask your jobber about the 
Handy line. Write now for descriptive literature and prices. 


INTERSTATE ELECTRIC COMPANY 
4343 Duncan Ave. St. Louis, Mo. 

















OW 


more than 
ever before 


it is essential that you study 
your market reports care- 
fully and consistently. 
Every important price 
change in the trade is re- 
corded in these columns 
weekly. 


The MARKET REPORTS 
as found in HARDWARE 
AGE are the most authen- 
tic published. 


Use them as a_ buying 
guide. 


ay 


Hardware Age 


239 W. 39th Street, New York City 
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You can make money 
giving away Electric Irons 


Ask your jobber or write us today 


This advertisement 
will —— in the 
Saturday Evening 
Post of December 
3rd. Similar adver- 
tisements willappear 
in The Ladies’ Home 
Journal of Novem- 
ber and December, 
in The Christian 
Science Monitor, 
and in many metro- 


politan newspapers. 
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Model B-27 Range Model B-30 Engine 


When Crowds Gather 
EMPIRE Engines and 
Ranges Bring Them In 


These high quality electrical 
educational gifts attract a lot 
of sales-pulling interest. 
They’re good, they look like 
it, prices are right, and peo- 
ple buy ’em. 


Only a few stores ordered 
















Lae 
Most popular B Power Unit 
for radio sets inthe world 


The Super'B; illustrated above 
is only $292, complete with 
Majestic Super~Power 
B ~RectifierTube. 


GRIGSBY ~ GRUNOW ~ HINDS CO 4572 ARMITAGE AVE CHICAGO-ILL 





anywhere near enough last 
year. Asa result many dealers 
lost profitable sales. 


Don’t be afraid to place 
a generous order. These ran- 
ges and engines move and 
move fast. Your order on file 
now enables us to plan pro- 
duction schedules to serve 
you when your trade is hol- 
lering for Empire merchan- 
dise. Getlined up rightaway. 


METAL WARE CORPORATION 
Sales Office: 111 W. Washingon St., Chicago 
Factory: Two Rivers, Wisconsin 
















EMPIRE 








3 
The suggestions offered 


in this issue of Hardware Age for 
merchandising Electrical Goods. 


The live dealer can amplify his sales 
by prominently displaying these ar- 
ticles. 

Step up your sales by reading the 


electrical merchandising articles in 
the Electrical Goods Section of 


Hardware Age 






































HARDWARE AGE for OCTOBER 13,1927 





















They Sell 


Themselves 


Keep them on 
display. 

They sell 
every day. 


‘i 


CR te ey 


Customers who see Anylite Regulators buy them. 
The appeal of convenience and economy gets over 
immediately. Dealers who keep them displayed 
all the time revort dozens of “extra” sales that 
would not have been made otherwise. ; 





All Anylite Regulators are shipped on display 
cards. You never have to refill or show a soiled 
display card. 





KING COLE AERIAL WIRE 


sells rapidly with the attractive display card fur- 
nished all dealers. This display holds a full coil 
of King Cole Enameled Aerial Wire so that your 
customers can see and feel its superior quality. 











Anylite Twin Plugs are made 
in many convenient forms. 
TP3 shown here is a favorite 
with the housewife for use 
in kitchen or laundry for con- 
necting appliances to light 
socket. All Anylite plugs are 
packed in display cartons. 



















Anylite 
Electric Co. 


Fort Wayne 
Ind. 







Anylite 
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No_ Batteries 
No Liquids 


Operates From 
Light Socket 





Model B 
Single Dial 


Simplex 


Electric 
They Hear It—Then Buy It 


People nowadays want more than 
“radio”. They want music. The Sim- 
plex Electric meets this demand. 

Here is a radio set that renders voice 
and music in a manner that pleases and 
satisfies the most critical. It repro- 
duces the overtones that make music 
and voice natural. 

Folks also want convenience. The 
old trouble of battery replacement is 
absent in the Simplex—it draws all the 
required power from the light socket. 
No liquids or chargers to worry about. 

Appearancer You would be proud 
to have this handsome set in your home. 
Beautiful design, executed in genuine 
mahogany and finished with durable 
Duco. 

A Simplex Electric demonstration is 
usually followed by a sale. It retails 
for $250.00 complete with tubes and 
speaker. 

Let us send you our proposition. 





Manufactured by 


The Simplex Radio Company 


Sandusky, Ohio 
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Classified Opportunities 











Average 10 words to a line 
Allow One Line for Keyed Address 








4 insertions, 10% off; & insertions, 15% 
off 


Remittance Must Accompany Order 
Samples of merchandise, literature, mete ~ etc., requiring more ed ordinary reforwarding postage-should not 





7 Use the “Classified Opportunities Section” 0 to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section PHM, Secrsdeae <aesensawe ed . + + «$8.00 50% off rates quoted 
Set Solid, Minimum of 5 lines..... $3.00 Each additional inch........... - 4.00 Address your advertisements and replies te 
Each additional line........... 60 Hardware Age, Classified Opper- 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising —- wpe co ns —" ee 
Each additional line........... 480 


Harpware Ace is published each Thursday 
Forms close Nine Days previous to date of 
publication 





box num 








i + addressed to 





now 





BUSINESS OPPURTUNITIES 








“ 
Due to an over-stock of wrench sockets, in sizes from 
7/16 inches broached to 7/8 inches, we have several 
hundred boxes which we will sell at cost of production. 
Price 8c each in any quantity. 
Address Box H-701, care of Hardware Age, New York. 





— 


PUSILIONS WANTED 


(Sa 
HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 


EVERY APPLICANT INVESTIGATED AND GUARANTRED 
FOR TEN TIMBS YHE WEEKLY SALARY INVOLVED 


ABBYE aay el a AGENCY, INC. 
emington ding 
113 W. 42nd Street Bryant 7374-5-6 



























FOR SALE—THIRTY YEAR a HARDWARE BUSI- 
NESS, with modern fixtures, located in the heart of the Business District 
on main street, in one of the fast growing cities of the Panhandle of 
Texas, ulation of 10,000 and county seat of the county. Good farming 
community, tg feed and cotton -— now on hand. Reason for selling, 
bad health must leave. San lease building now ocupied. W. 
require $15,000 to $20,000 to handle. No trade considered. yr ddress Box 

-680, care of Harpwarz Acz, New York. 





ENGLISH MANUFACTURER of improved Patented Belt Fastener 
which can be used with all existing Belt Lacing Tools, is open to ap- 
point buying agents for U.S. A.; superiority of article unassailable. First- 
rate proposition. Only those with thorough selling organization and able 
to conduct large business need apply. Dua 22, Osborne-Peacock Co., Ltd., 
11 Piccadilly, Manchester, England. 





OWING to recent death of owner, executors of Estate are compelled to 
sacrifice old established, successfully conducted hardware store located in 
town of Machias, New York; good railroad facilities; concrete roads, 
modern schools and churches; Lime Lake summer resort borders town; 
stock will be sacrificed for cash; building can be leased for term of years. 
Asply_E. Sidney Lewis, Executor, 1002 Mutual Life Bldg., Buffalo, 
New York. 





Old ——- hardware store for sale. Invoice around $10,000. In 
town of 2 located in good farming community on three railroads in 
Northern ow Be An excellent business opportunity. Reason for selli 
senior member of firm died recently. Address G. "F. GENGNAGEL 
SON, Butler Indiana. 


FOR SALE—Hardware Stock and Fixtures. Located on Mail Line 
Milwaukee RR. in North Dakota town of about 1,200 in rich farming 
district. Particulars upon application. No trades. A good propostion. 
Address Box H-693, care of Harpware Acz, New York. 


For Sale—Established Hardware Store located in one of the best towns 


on Long Island on main thoroughfare. Inventory $12,000. Address Box 
H-682, care of Harpware Acz, New York. 


HELP WANTED 














“WANTED 


An experienced retail hardware store department manager. An 
unusual opportunity for a man 30 to 35 years of age who has had 
successful experience in retail hardware merchandising. Must be 


able to supervise the hardware departments of a number of stores, 
know how to display and sell hardware lines, and have the ability 
to teach others. To the right man the starting salary will be about 
$3500 a year with an opportunity to double his income at an early 
date. Address Box 7241-A. care of Harpware Acs, <aeange. 














Wanted —_ ~ Repetieneed ates Men 
ef proven ability—Salesmen, Managers, Quotation Men, Beti- 
Btock Clerks 
workers and ail office help. 
ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 
1138 W. 42nd Street 


, Shipping Olerks, Packers, 








Bryant 7374-5-6 











AVAILABLE—SALES ENGINEER AND EXECUTIVE—MIDDLI 
THIRTIES—EXPERIENCED IN THE MANUFAI ome AND SALES 
DISTRIBUTION OF HARDWARE AND KIND PRODUCTS. 
DESIRES TO ASSOCIATE WITH A PROGRESSIVE MANUFAC- 
TURER IN AN TERIy PROG sg IN THE SALES DISTRI- 
BUTION OF PRI CT. MPLETE DETAILS UPON 
EW YORK. ADDRESS BOX H-695, CARE OF HARDWARE AGE, 


aR 








I HAVE RECENTLY DISPOSED OF my successful retail store in 
New York and after a vacation abroad, I am planning to join the organi- 
zation of a manufacturer, jobber or retailer, preferably in the sales de- 
partment. Reasonable compensation. Well known in T.: Location 
» obj ae. Address G. Duncan MacLeod, care of Harpware Acz, 

ew York. 





SALESMAN with nine years’ experience in Hardware specializing on 
apaeese hardware is | for position. Acquainted with R & E. and 
Yale & Towne lines. irst class references. Married, age 28. Address 
Box H-704, care of Harpware Ace, New York. 





WANTED: Position by young single man, Ptr aed years of age. 
Two years experience in retail hardware. Good reference, would like 
permanent connection. Address: W. D. Scott, P.O. Box 1004, Dania, Fla. 


SALES ACCOUNTS WANTED 


TO A MANUFACTURER desiring to pass over all the troubles of 
marketing his products. A line of — used by Electricians and 
Plumbers. Prepared to cover United States and Canada on commission 
basis. Write full particulars and attach printed matter or catalogue. Ad- 
dress Room 528, 522 Fifth Avenue, New York Ci 











MANUFACTURERS’ DISTRIBUTOR and jobber with an established 
business and warehouse facilities in Boston desires additional lines in 
Radio, Hardware, Tools and Cutlery. as three men throughout 
New England by automobile. Address Box H-703, care of Harpware 
Ace, New York. 





LINES WANTED for New York State. Have thorough knowledge of 
both wholesale and retail Hardware Stores and Department Stores. ave 
called in this trade a number of years. Can furnish the best of references. 
Address Box H-702, care of HAarpware Ace, New York. 





DESIRE TO HEAR FROM American Manufacturers ~ 


firms wishing representation in South America. 
Highest references available. Address: Hermanos Garcia Gasaen. Este 12, 


No. 63, Caracas, Venezuela. 





SALES REPRESENTATIVES WANTED 


COMMISSION SALESMEN WANTED in important manufacturing 
centers to handle Crowners for screw heads, etc. State territory covered 
and houses represented. Address Crowner Company, Woolworth Build- 
ing, New York. 








SALESMAN—Wanted to sell Fishing Tackle Cases and Metal Tool 
Cases to Dealers on commission basis, for an old established firm. In 
reply give references, exnerience and territory covered. The Yarder 


Manufacturing Company, Toledo, Ohio. 
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SAILES REPRESENTATI\ FS & \NEFT 


SALES REPRESENTATIVES WANTED 





WANTED—District salesmen for side line. Responsible manu- 
factirer of flashlight and dry cell radio batteries has attractive side line 
to offer. Good commission to salesmen calling on retail hardware trade. 
Good opportunity for right man. THE COMET COMPANY, 1137 West 
6th St., Cleveland, Ohio. 


WANTED BY LOCK MANUFACTURERS builders hardware sales- 
man to cover Pittsburgh, Ohio and West Virginia. Salary and commis- 
sion. Give references and experiences. Address Box H-686, care of 
Harpware Ace, New York. 








SALESMAN WANTED—Must have builders and hardware experience 
and capable of reading blueprints. Calling on architects, contractors and 
general hardware dealers in Kansas and Missouri. Send references with 
your application. Address Box H-689, care of Harpware AcE, New York. 





WANTED—SALESMEN, SIDE LINE—Salesmen now selling to the 
automobile accessory and hardware trade in the United States and Canada 


can add greatly to their income by ——, our Piston Rings as a side 
line. Write for details. Address Keys i 
Choteau, St. Louis, Mo. Established since 1913. 


135 


iston Ring Company, 3513 





WANTED BY LOCK MANUFACTURERS builders hardware sales- 
man to cover architects, dealers and jobbers in Philadelphia, Baltimore 
and Washington. Salary and commission. State qualifications. Address 


Box H-685, care of Harpware Ace, New York. 





COMMISSION SALESMAN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 


represented. Address Box H-638, care of HArpware Aceg, New York. 











Are You Looking for 
REAL Sales Representatives? 








The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 


Tt costs little to tell them your story. 








"I Make the best Hammer” 


D. Meydole, 1843 





The popularity of Maydole Hammers among Ca: 
Machinists and Mochandes ations the fect that, we're 

maintained set by the founder of this 
Suslanss over 60 years cen 





THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 


STRATTON ™2i™ 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 





ARMSTRONG BROS. 


Stocks and Dies ‘Sell Best 


Handle the Line of Recognized Quality. 
Write “e free Catalog showing Complete Line 
of Pipe Tools, sizes, prices, etc. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., 
Chicago, U. S. A. 











TAINTOR POSITIVE SAW SET 


All Steel 
Fully Guaranteed. 


Send for Free Book. 





TAINTOR MFG. CO., 113 Chambers St., N. Y. City 


Compound 1s best by every 
ae of any steel as 


easy as Iron. it and increase 
our sales. 
Made only by 
ANTI-Borax CompPounp ( « 
Fort, Wayne. Ind 














—= 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 


Makers of Every Kind 
of Screw, Nut and Bolt 














Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds [f% _ arr. 
the tack in position for driv- aay —— 


ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition. 
Good Profit. 


Name and design trade marks registered U. 8. Pat. O@. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 








BROWN @© SHARPE 
Suelo) Be) 


BROWN & SHARPE MEG. CO. Pt 





HACK “LENOX” saws 
Rr 


“The Toots in the Puaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS 


MACK SAWS - BAND SAWS - SCREW ORIVERS ~- GLASS CUTTERS 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. very care will be taken to index correctly. 
No allowances will be made for errors or failure to insert. 
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Sporting Goods Manufacturers: 
Is Your Advertising 


GOING OVER? 


Sporting goods are sold by many hardware 
dealers. The number is steadily increasing. 
Why? Because Hardware Age is constantly 
“selling” the hardware dealer upon the de- 
sirability of sporting goods as a line that is 
profitable to handle. 


Sporting goods advertising in Hardware Age 
is read for this reason. Your advertising 
will “go over” when you address it to the 


hardware dealer through the paper he relies 


on for buying information—Hardware Age. 
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Here’s the ad featuring 

Master padlocks—on a 

much smaller scale than The —_ 
actual size—which ap- 8 LAM I NATED 
peared in the October Ist PADLOCK 
issue. of the Saturday “ : 

Evening Post. . 


Watch for this ad- 
vertising regularly! 
Tie up with it by 


_ re Mas- M AS; ' L3 R 


RADE 








Gane J 


ei : 


Much small- 
er than half 
actual size. 


Announcing a 


SUPER Padlock 


Three Quarters of Pound 
of Massive Brute Strength 


GIANT addition to the famous 
line of Master Laminated Padlocks 
—the padlocks with patented lam- 

inated construction that put strength 


the cae. =— strength belongs 
ut is seldom foun 
ny ea The BIG Padlock 


five plates of high carbon, cold rolled 


steel — compressed and riveted under 

oe pen yee pod = ne ee a “Hii 3 9 7 T 

solid block of steel. Rust-proofed, in- t ra) h e ear 
* 








side and out, by the new Cadmium- 
Electro Process—a silver-like finish, the 
most rust resisting known to science 


fee sonnei tt Pe Announced just thirty days ago — and 
er 30, lealers are featuring Mas- 
PSO ak featured TO-DAY by over 27,000 dealers 


locks, patented Hasplock—7$c and up. 
MASTER LOCK CO., Milwaukee, Wis. U SA SUPER Master—the padlocl x ree Ss opening a 


907 isbuilttothe _ (GAN. new PROFITABLE sales f fiel l for dealers 


hy nest standards demand- 
highest andar railroads, 


cohenicond detite on: Pan Compare them with ANY other ala retailing 


se hardened shackle re- 


sits file orsaw. Only $200 || 0% 
Fi's0 wich ‘plain shackle 3 as high as $3.50 to $6.00 and you have the reason. 
and two flat embossed keys. 


Three-quarters of a pound of massive brute strength—that’s 
language that any customer can understand the moment you 
brows with put the lock into his hands. 
Much larger in size, heavier in construction—Lamin- 
ated—25 plates of high carbon steel riveted EIGHT 
times under ONE HUNDRED TONS pressure — 
double lever security —shackle locked both heel and toe. 


No. 905—shackle is one inch, high No. 907 — shackle is one inch, cyanide 
carbon steel—top and bottom Plates case hardened high carbon steel — top and 
case hardened—two heavy embossed bottom plates case hardened — three heavy 
flat keys. Retails at $1.50 to $1.75. embossed corrugated keys. Retails at $1.75 
Dealer’s price only $1.00 each. to $2.00. Dealer’s price only $1.17 each. 


— Master Sampler i is the above 

No. 900 powerfully attractive _ with 

one each No. 905 ae 907 mounted. Hangs or 

stands conveniently — sss 

Dealer’s price only . . $2. 17 

LAMINATED Order from your Jobber Today — He HAS them for You! 
PADLOCK 

Master Lock Company, Milwaukee, Wis., U.S.A. 
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More than just a necessary component of all sets and another 
item on your stock-list, Community De Luxe Stainless Knives 
are a strong and exclusive sales argument! Their super-blades 
are steel ... carving-keen ... stainless ... 100% rust-proof... 


SUPER-KEEN...AND HERE’S WHY 


Only the finest cutlery steel is used. Uniform slimness of blade is 
assured by micrometer tests of one-thousandth inch accuracy. And 
/~ 


an exclusive process imparts a final and lasting sharpness to entire 


cutting edge. 


ONEIDA COMMUNITY STUDIOS * ONEIDA, NEW YORK 
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De Luxe Stainless Knives 


SELL COMMUNITY 





S1h/V B&R’ Ys 


PLATE 


artistically and mechanically perfect in shape ... and have a 
permanent mirror-bright finish—the only ones that combine 
all these desirable table-knife qualities. Sell Community Dc 
Luxe Stainless Knives, and you have sold Community Plate. 


SET OF SIX SELLS FOR $13.00 
Community De Luxe Stainless Knives can be sold to many cus- 
tomers using sets bought before this blade was developed. And as 
part of the newest Community services, they will often prove to 


be the turning point in a sale. 











